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Lumber Company Operates “Finest 
and Most Modern” Hardware Store 


The Kermit W. Ingham Lumber Co., Stillwater, Okla., 
arked up a sales volume of $20,000 in general and build- 
~ hardware for 1938, and expects to do $30,000 worth 
‘hesiness in its quite recently modernized store during 
ecurrent year. The former figure represents a big gain 
er the 1936 volume of $12,000, and of $14,000 in 1937. 
smay be seen in accompanying views of the rearranged 
id newly-equipped store, the firm carries a quite com- 
ete general hardware stock. About the only items miss- 
g, according to Mr. Ingham, are the major electrical 
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ones such as radios and refrigerators. A complete line 
of paints is on the shelves, with the stock invoiced for 
about $3,000. Wallpaper in several patterns for the en- 
tire house is, also, sold. The lumber company spent $2,000 
in remodeling its hardware store, which measures 38x90 
feet. Merchandise men worked in co-operation with Mr. 
Ingham to design the new store, which is described by 
the former as “the finest, most modern hardware store in 
this section, and planned for the convenience of customers 
and the proper display of goods.” | Turn to page 23] 








ae wennene 


FE rt ne EEL 
iar tH tt 
— 





























BEST MODERN IDEAS 
IN DISPLAY OF MER- 
CHANDISE ARE EXEM- 
PLIFIED IN THIS STORE 
INTERIOR OF THE KER- 
MIT W. INGHAM LUM- 
BER CO., STILLWATER, 
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Lumber from the kilns, going over the dry 
sorting chain, under cover. 


“Gold Medal” Sugar Pine .. . for Pattern Lumber 
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PICKERIN 


Lumber Corporation 


ee Sugar Pine 


A GENUINE WHITE PINE from old-growth high-altitude timber, 
grown in the heart of the great Sugar Pine belt on the west 
slopes of the Sierra Nevada Mountain Range, in Central Calj- 
fornia. Soft-textured, mellow, expertly manufactured, care- 
fully graded, it comes in wide average widths and a generous 
portion in 16-foot lengths. 


Let Pickering supply your needs in Selects, Boards, Factory 
Lumber, Mouldings, Lath, Cut Stock. Yard Lumber in Pon- 
derosa and Sugar Pine. Thick Sugar Pine Selects—Pattem 
Stock and Drain Boards. We invite your inquiries and orders, 


Pickering Lumber 
Corporation 


Mills and 
General Sales Office: 





Standard, California 











‘It’s True-Isn’t It? 


Mill Supt.: “John, you're a real craftsman. That door is 


sure a perfect job.” 

John, the Craftsman: ‘Yes, it is now—but wait until it 
warps after six months of cold outside and 
hot moist air inside!” 

Mill Supt.: “And they blame us. If there was only a way 
to keep that door like it is now!” 





ee 


THERE IS A WAY. It’s being 
done. Time marches on and 
science keeps pace. Doors can 
be protected against swelling, 
shrinking, warping and sepa- 
rations at the joints. 





Doors can now be dipped in 
WOODLIFE TOXIC WATER 
REPELLENT, science’s greatest 
contribution to moisture resist- 
ance in wood. The same prin- 
ciple is true with other mill- 
work products. You can offer 
the owner a fine door that 
stays fine—at a cost so slight 
the owner will gladly pay it. 
Just explain the big extra 
value you are giving him. 


Get the facts on this new develop- 
ment in the building business. The 
builder is beginning to look for this 
WOODLIFE sticker on millwork—the 


Sign of PROTECTION. Write for 
data on treatments and best methods 


Protection Products Mfa. Co. 


Mfrs. of PRESERVATIVE SOLUTIONS for 17) 
Research Laboratory and Plant KALAMAZOO, 




























Lumber 
Tally 
Book 


Improved and 
Revised 





Years of experience has proved the 
Climax Lumber Tally Book to be a most 
practical all-purpose tally record. The 
ruled lines in the book will not fade or 
run when wet. The paper used in the 
book has been specially treated to give 
it a high wet-strength so that it can be 
tallied on when damp. 





Prices quoted are Postpaid 


1 copy of the Climax Tally Book . . $1.00 
6 copies . . $5.50 12 copies . . $10.00 


431 So. Dearborn St. CHICAGO, ILL. 
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A Suggestion For “Starting Wheels” 


as its contribution to the current 

discussion of how to get business 
again to functioning in a healthy, normal 
fashion, this idea or suggestion, which it 
believes to be of a constructive character. 
Moreover, the plan approaches the sub- 
ject from a new angle, avoids hazy dis- 
sertation, and brings the proposition of 
creating more employment down to where 
every business man, large or small, can 
readily grasp and fit it into his own ex- 
perience. More promotional effort, more 
orders, more wages for workers—thus 
runs the formula, if that is not too pre- 
tentious a term for a plain, “brass tacks” 
plan that simply seeks to harness existing 
forces to our most pressing economic 
problem—that of creating employment 
for as many as possible of the now unem- 
ployed workers of the country. 

It is not the purpose here to make ex- 
tended comment on the idea, which is out- 
lined in the box, but merely to invite the 
attention, study and comment of our 
readers. We feel sure that many of them 
have deeply pondered the problem of 
wide-spread unemployment, and the ap- 
parent futility of efforts to solve it, and 
will wish to offer some comment, either 
favorable or adverse, as to the basic 
soundness of the plan outlined. 

Further, we suggest that readers show 
this presentation to the editors of their 
local newspapers, and suggest that they 
reproduce, or comment upon (or both) 
the plan as outlined—or even better, sug- 
gest something more effective. Our only 
purpose is to help get something started 
that will pull industry out of the dol- 
drums. 

Perhaps we are all wrong, but this 
looks to us like a good way. What do 
you think? 


Ts AMERICAN LUMBERMAN Offers, 





the time. 


roll, and make a profit. 


made. 





GIVE BUSINESS A CHANCE 
TO MAKE GOOD! 


Encourage Initiative in Creating Activity, Employment, by 
Amending Income Tax Law 


Suppose a manufacturing concern is just running along—making a 
little money part of the time, and losing a little money part of 


-- and such a concern would organize a promotional campaign, 
spend a certain increased sum for creating business 


-- over and above what it is now spending 


--and such a promotional campaign resulted in an increased 
amount of sales, so that the books showed 


-- as a result of this campaign 


-- that the company was able to add additional men to the pay- 


--And further suppose that the Government would adopt a 
plan, to give, on the basis of this showing, a certain amount 
of credit on the concern's income tax for the extra sum, over 
and above what was normal, spent on promotion, with credit 
allowance worked out on a graduated scale 


-- this credit might possibly amount to one-half the income tax, 
depending upon the number of men added and the profit 


MORE MEN ON PAYROLLS 
MORE INCOME IN TAXES TO THE GOVERNMENT 
MORE PROFIT TO STOCKHOLDERS 








A Worthwhile Message Given to Dealers 


who have been so fortunate as to 

hear Joe Sanders, Jr., of the Insu- 
lite Co., Minneapolis, Minn., speak on the 
subject “Be Yourself,” have gone back 
home from the annual meetings of their 
associations determined to follow Mr. 
Sanders’ suggestions to be natural, and 
do some straight thinking along the line 
of selling, forgetting the cure-alls and so- 
called streamlined advocates whose meth- 
ods and advice during the past few years 
have availed the dealer nothing. 

Mr. Sanders might well be termed an 
outstanding “common-sense” speaker of 
the current convention season. His ad- 
dress, to date, has been delivered before 
the Mountain States, Illinois, Missouri, 
Kansas and Mississippi dealers, as well 


| RETAIL lumber dealers 


as before numerous luncheon clubs and- 


sales organizations. Utah dealers will 
have the opportunity to hear an up-to- 
the-minute version of “Be Yourself” at 
their annual meeting March 10-11. 

There are no magic shortcuts, no sure- 
fire systems to merchandising, he said. 
It is recognized that the panaceas, 
stunts, exhibitions and trick advice given 
salesmen in recent years have handi- 
capped their efforts because all this con- 
vinced them “that the whole business of 
selling is mystifying, difficult and unnat- 
ural, and that thousands of people just 
don’t want to buy.” He also decried the 
fact that pessimism and a negative ap- 
proach seem to constitute “news” and 
gossip, while we disregard the things 
which are important—things which tend 


toward sales, service and profits. 

As examples of vital, “true” news, 
he mentioned that although we _ have 
only seven percent of the world’s popula- 
tion in this country, we possess four- 
fifths of all the automobiles, three-fifths 
of the telephones ; that we produce three- 
fourths of the world’s oil, three-fifths of 
its wheat and cotton, one-half of its cop- 
per and iron; that the purchasing power 
of our average citizen is four times that 
of the average European and eight times 
that of the average Asiatic. He stated 
that 43 million Americans are working 
at regular jobs, accounting for the sup- 
port of more people than the population 
of England and France combined, and 
that we have plenty of money in gold, 
currency, coins and credit; that we do 
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not have to worry about air raids, bombs, 
poison-gas, and the price of gas masks. 
This is security, he said, “true news” 
about the country. 

We can sell only by study and educat- 
ing ourselves to the needs of the public, 
and we have strayed off this path because 
we have not been our natural selves, he 
said. He advised each dealer to be sin- 
cere and honest and stated that ahead of 
every sale goes the character of the man 
who is selling. Each dealer must be really 
concerned with the needs and desires of 
his customer; he must know and believe 
in the merchandise he is selling, so that 
he can render an honest service. 

Mr. Sanders outlined the constructive 
ideas that dealers utilize to stimulate 
trade, particularly selling in a simple 
manner, easily understood by the custo- 
mer, rather than in material and con- 
struction terms which no layman can be 
expected to understand. 

Having a good idea and making it 
work isn’t showmanship or streamlining, 
he said, but natural selling. Following 
natural impulses, thinking over the nat- 
ural thing to do and then doing it, marks 
the difference between success and fail- 
ure in attracting the attention of the cus- 
tomer, and in convincing him that you 
have something which he needs and 
can render him a service by selling it to 
him. 





CALIFORNIA Conservation Week, March 7-14, 
will be observed in every city and county of the 
State. 


Amencanfiimberman 
Survey Indicates 20 Percent 


First-Quarter Gain in Con- 
sumption Over 1938 


Wasuincton, D. C., Feb. 20.—A gain of 20 
percent in lumber consumption for the first 
quarter of 1939, as compared with the same 
period of last year, is estimated by the Special 
Lumber Survey Committee in its report to the 
Department of Commerce. 

This 20 percent gain would bring the total 
for the first quarter to approximately 5.6 bil- 
lion feet. The entire volume for 1939 is ex- 
pected to equal the figure of 1937, or 25.1 bil- 
lion feet. This is almost four billion feet 
greater than the consumption of last year, the 
gain being predicated largely upon a substan- 
tial rise in building operations. 

The use of lumber in building, especially in 
small houses, was found as the principal sup- 
port of the lumber industry the past year. 
“The depressed condition of the railroads,” says 
the report, “has reduced lumber purchases by 
that industry to the low levels of 1932, or about 
one-third of the volume of ten years ago. 
Nearly one-sixth of the lumber output formerly 
was consumed by the railroads—now less than 
six percent.” ° 

General confidence was expressed by furni- 
ture manufacturers as a result of the well- 
distributed volume of sales at the January fur- 
niture marts. Sales of lumber to the furni- 
ture factories have increased, but not as yet 
to the extent anticipated in view of the record- 
breaking attendance at the January shows; 
larger demand is currently expected. 

The committee emphasized the loss in ex- 
ports, which in 1938 were the lowest in forty 
years, and laid the blame for this loss to re- 
ciprocal trade agreements. “Lumber exports 
which, even in recent depression years, were 
10 percent of the total lumber output, dropped 
in 1938 to less than 5 percent of it, and were 
less than a billion feet—the lowest in forty 
years. The general retardants to world trade 
have been accentuated in American lumber and 
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timber products, by the results so far of recip- 
rocal trade agreements, which are generally 
regarded by the lumber trade as adverse.” 

The Committee reports national lumber 
stocks at the mills on Jan. 1, 1939, at approxi- 
mately 8.4 billion feet, an industry reduction 
of 6.6 percent in 1938. “Aggregate lumber 
stocks are reported as not excessive,” it says, 
“though in some regions the assortment of 
items and grades is not in satisfactory balance. 
Significant regional surpluses are noted in 
items and grades that ordinarily have been 
largely consumed by the railroads or absorbed 
in export trade.” 

Due to generally higher costs, the lumber 
price index, which has been slowly rising since 
June, 1938, is expected to show further general 
though moderate increases. The 1938 average 
price index was 90.4 compared with 99 in 1937. 


First Broadcast from Fire Tower 


Jackson, Miss., Feb. 20.—The first radio 
broadcast to originate from a fire lookout 
tower, going out through a commercial sta- 
tion, was conducted Feb. 3 over station 
WGR\M, in co-operation with the Mississippi 
Forest Service. The broadcast originated from 
the Starke tower east of Grenada. Questions 
relative to the work were asked by Manager 
Williams of WGRM and were answered by 
Ranger Shaw. The actual method of locating 
a fire was gone through. 


Canadians Are Building First 


Hardwood Veneer Plant 


New WEstTMInsTER, B. C., Feb. 20.—A hard- 
wood veneer output of 30 million square feet 
annually is planned by the Pacific Veneer Co. 
Its plant, on site of the old Brunette sawmill, 
will be the only one of its kind in Canada, and 
most woods to be used will be imported, some 
from South America, Central America and pos- 
sibly from Australia, but local hardwoods, such 
as maple, will also be utilized. J. Bene is gen- 
eral manager, and J. D. Prentice is president. 











WHERE GOVERNMENT'S MONEY 
FROM -- AND GOES 


Borrowed money, 
security for which is revenue 
to come from taxes col- 





lected some time in future. 





Courtesy, The New York Sun 


Where the Government's Dollar Comes From 


Transfers, ” 


Courtesy, The New York Sun 


Where the Government's Dollar Goes 


COMES 

















Amemcanfiumherman 


February 25, 1939 


At Southern Mills, Editor Sees Many 


Buyers, Is Told of Large Inquiries, 


CURTAILMENT OF OUTPUT BY HEAVY RAINS 
BALANCES BAD-WEATHER SLOWING OF DEMAND 


While his co-workers at headquarters 
in Chicago have been digging their way 
through snowdrifts, slipping and sliding 
on the ice, trying to protect themselves 
from the cold winds that have swept with 
such biting force from the western 
prairies, and somewhat envying the pere- 
grinating editor because of his escape 
from those experiences, he has been slosh- 
ing around through just about the 
heaviest rains that have visited some sec- 
tions of the South in a decade or more. 
Investigating conditions, particularly in 
Louisiana and Mississippi, during the 
past fortnight, he has found manufac- 
turers, with as much patience as possible, 
waiting for the rains to cease and the 
waters to run off so they could resume 
logging and milling operations—and when 
a mill man can see no smoke coming from 
the stacks and hear no whirr and whine 
coming from the mill and see no log 
trains or trucks coming in from the woods 
and see no cars of lumber leaving the 
shipping sheds or platforms, and can still 
be patient—he really is entitled to a medal 
of some kind. Continued cold weather 
in the northern and eastern part of the 
country has put a crimp in demand, and 
continued rains in the South have ham- 
pered both sawing and shipping, so that 
February will probably go into the rec- 
ords as a low month for the southern 
lumber industry. There is comfort, how- 
ever, in the knowledge that a substantial 
demand is piling up, and when weather 
conditions again become propitious there 
will certainly be such a rush of orders 
that mills will be put to it to supply the 
demands for prompt shipment. 


Retailers Come South 
to Secure Spring Stocks 


During this lull in activities in their 
yards because of adverse weather condi- 
tions, numerous dealers have taken advan- 
tage of the opportunity to make a visit 
to the mills, and there has been an un- 
usually large number of buyers scouting 
around the South, sizing up the situation, 
locating available stocks, and making 
preparations to go after business vigor- 
ously when they get back home and the 
severe weather subsides. These dealers 
and other buyers have been coming to the 
South singly, in small groups and, in 
some cases, rather large parties, and they 
will return to their yards and offices with 
a better idea than ever of where to place 
orders and be sure of getting the kind of 
lumber that will enable them to satisfy 


the demands of their trade. There seems 
to be a very noticeable shortage of stocks 
of boards and dimension, particularly in 
the lower grades. While there are as a 
rule ample stocks of upper grades, these 
will not remain in surplus very long, in 
view of the gradually increasing call from 
railroads and car building companies for 
this class of material, which enters largely 
into the building and repair of cars—and 
certainly-there is a world of cars 
throughout the country badly in need of 
repair. This editor has been impressed 
also with the number of large inquiries 
he has seen in mill sales offices from 
retail lumber dealers. The greatest num- 
ber of these large inquiries are coming 
from Texas, where building is going on 
apace, but dealers in other sections, too, 
are asking about large blocks of stock. In 
some cases, these inquiries are an indica- 
tion that large building projects are being 
considered and soon will be under way. 
In others, they simply reflect the facts 
that stocks are low in the yards and that 
a good demand is expected. 


Southern Pine Grading Rules 
Are Being Revised 


An important recent event was the 
meeting in New Orleans of the grading 
rules committee of the Southern Pine 
Association, for discussion of contem- 
plated revisions of the rules that will more 
nearly meet changing conditions in the 
trade and assure protection to the con- 
sumer. The growing interest of FHA 
and other public agencies in grade mark- 
ing and other regulations that tend to 
assure good construction are helping to 
improve both manufacturing and mer- 
chandising methods. This trend is appar- 
ent in the rapid increase in membership 
of the Southern Pine Association. Appli- 
cations for membership, inspection and 
grade marking privileges are coming in 
so rapidly that the inspection force is 
having difficulty in getting around 
promptly to make the necessary investi- 
gations and inspections. More than fifty 
concerns have come into the association 
fold within recent weeks, and the forth- 
coming annual in March promises to be 
one of the largest attended meetings in 
the history of the organization. At this 
meeting the grading rules committee will 
make its recommendations and the mem- 
bership will have an opportunity to ex- 
press its views with reference to proposed 
revisions. 

Except when interrupted by adverse 


weather, there seems to be no cessation 
in the building that is under way all over 
the South. Some outstanding cities in 
this respect are Shreveport and Baton 
Rouge, La., Jackson, Miss., and, of 
course, Houston, Tex. The small city 
of Crowley, La., long recognized as the 
rice center of the South, and now ex- 
tremely active as an oil center, is striving 
to catch up with a housing shortage that 
has existed for two or three years. This 
activity is putting quite a lot of money 
in circulation and helping to provide much 
employment. But everywhere there is an 
apparent shortage of skilled carpenters 
and other building mechanics, and there 
is a noticeable lack of young men em- 
ployed in the building trades. Something 
is going to have to be done to enlist the 
interest of young men in this industry. 


Central Mississippians Discuss 
Market; Their Shortleaf, 
and New Rules 


Accepting a cordial invitation from 
Paul Bellenger and Lewis Wilson, of 
Trenton Lumber Co., Jackson, Miss.; 
Vernon Lackey, of S. E. Lackey Lumber 
Co., Forest, Miss.; Homer Turner and 
H. W. Glover, of Henderson-Molpus Co., 
and Tom DeWeese, of A. DeWeese Lum- 
ber Co., Philadelphia, Miss., this editor 
thoroughly enjoyed an evening as a guest 
of the Mississippi Lumbermen’s Club at 
a regular monthly meeting held in Phila- 
delphia. The business meeting was taken 
up with discussions of the proposed revi- 
sion of the Southern Pine grading rules, 
the desirability of promoting through the 
local daily and weekly press the merits 
of central Mississippi shortleaf pine, and 
the general outlook for business. The 
remainder of the evening, following a 
substantial repast, in accordance with the 
custom of this unique organization, was 
devoted to story telling. There were some 
corking good he-man stories told and 
enjoyed, but the honors in that direction 
by unanimous consent went to Mr. Welch, 
of Nettleton & Welch, Hickory, Miss., 
who has established a reputation as a 
raconteur par excellence. Price Paschal, 
of Paschal Lumber Co., Walnut Grove, 
presided, with Tom DeWeese as secre- 
tary. All those attending were delighted 
to have the opportunity of greeting their 
old friend, Ab DeWeese, who has not 
been in robust health for some time, but 
who was able to take advantage of the 
opportunity to come to the hotel for a 
few minutes and greet friends. A, L. F. 
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Responsibility and 
Control Go Together 


The Rockford Lumber & Fuel Co., Rockford, Ill., does a big 
re-roofing and re-siding business, not only selling the materials, 
but applying them as well. 

“You have to be careful,” said J. H. Thomas, manager of 
the building department, “that you do not have responsibility 
for the performance of the materials you sell shoved upon you 
without having control of the application. You automatically 
take responsibility as a part of your selling job on any class 
of materials, because no small part of a sale is explaining in 
detail to the customer what the material you want him to buy 
will do, and how it will perform. You certainly cannot guar- 
antee performance unless you are in a position to know that the 
material will be applied properly. 

“Aside from the moral responsibility you have when you 
make promises to a customer, you have a very tangible economic 
concern if, in employing a contractor, you have to pay all the 
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Roofing applicator employed by Rockford Lumber & Fuel Co. 
at work on re-roofing job in city 
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Moderate cost home planned and sold by Rockford Lumber & 
Fuel Co. 


bills. Certainly, if you are going to do that you have a right to 
complete control, and the solution as we saw it was to take 
over a responsible contractor, put him on our payroll, and pay 
him regular wages. He makes more that way because he has 
a steady income, and we give our customers better service 
because we have complete control. 


“To keep our roofing department busy we have one salesman 
who specializes on selling roofing and siding. Most of the 
business he gets is roofing, but we have had a few nice jobs of 
re-siding, using insulated brick. I can say without qualification 
that we have succeeded as roofing and siding contractors, not 
only in increasing our volume of sales and pleasing our custom- 
ers immeasurably more than under the old system, but in 
increasing the earnings of the man who runs our application 
crew, and providing pretty steady employment for his men.” 

The company does no direct contracting on new construction, 
but it does operate a package selling plan for homes. This 
includes architectural service complete with plans and specifica- 
tions for both new construction and remodeling work. Houses 
designed and sold as units by Mr. Thomas are not confined to 
the low-cost home class. Some of them are high-priced homes in 
Rockford’s new sub-divisions. 
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“Non-Fraternal Quadruplets” 


Gain Housing Publicity 
For Lumber Company 


CEDAR Rapips, lowa, Feb. 20.—The Hawkeye Lumber & 
Coal Co. is willing to let the Dionne family receive the plaudits 
of the world for the quintuplets, but, when it comes to quad- 
ruplets, O. T. Barry, president, and the rest of the staff take 
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Modern, Insulated 
Cottages. Sold For 
$4,500 With Lot 





back seat to nobody! The concern hasn’t received international 
publicity about its quads, but it has gotten some mighty good 
local writeups. After all, the company doesn’t care whether 
folks in Australia or Hawaii know that it is building perfectly 
scrumptious houses for $4,500! The people in Cedar Rapids 
are the ones it wants to have know this fact, and they are fa- 
miliar with it as the result of the places being open for public 
inspection, and stories and pictures of the quads appearing in a 
local newspaper. 

The houses were built on the same street so presented a fine 
opportunity for public demonstration. One would never rec- 
ognize the houses at each end of the row, shown in an accom- 
panying picture, as having been constructed from the same floor 
plan, nor that the two entirely different looking center ones 
likewise are from the same design. A few minor changes in 
the exterior lines, some room reversals, and window shifting 
were the main alterations. These places, as well as some 
forty others handled by the company in 1938, were designed 
in the lumber yard office. 


QUALITY CONSTRUCTION IN ALL HOUSES 


Common to all four of the houses are full sidewall and ceiling 
insulation, either corner cupboards or open dish shelves in the 
dinettes, three-foot square chimneys which lend a note of sta- 





At the left are two homes and the basic floor plan from which they 
were built by the Hawkeye Lumber & Coal Co. Architecture of 
the dwelling above is called "modernized Colonial", and the 
house at the bottom is an adaptation of a Texas ranch house 





bility, venetian blinds, electric door chimes, recessed bookcases 
in the living rooms with adjustable shelves, built-in linen closets 
adjoining the bathrooms, and adjustable shelves in the kitchen 
cupboards. Plumbing costs have been kept at a minimum by 
locating the bathroom and kitchen next to each other in all 
four homes. Believing that many home owners will enjoy 
recreation space in the basement, the furnace, fruit shelves, and 
coal bin were kept in one half of the cellar. 


On the left in the row of four houses, pictured in this article, 
is the Texas ranch house adaptation. Gray double course 
shingles cover the exterior. The garage projects to the front, 
and has a dovecote on the ridgepole as a distinguishing feature. 
By looking at the floor plan of this cottage, the compact and 
convenient room arrangement is instantly seen. Corner win- 
dows in the two bedrooms make more wall space for furniture, 
and likewise assure cross-ventilation without a draft across 
the room. Except in the bath and kitchen, the rooms have 
creamy rough plaster. Walls and cupboard in the kitchen are 
painted white, with a Chinese red stripe at the chair rail and 
also on the shelves and the metal edging of the work table top. 
There is a tile floor in the bathroom, and the walls were painted 
taupe and brown to match it. 


RANCH HOUSE HAS COLONIAL TWIN 


The twin of this cottage is a modified Colonial at the oppo- 
site end of the quadruplet row. Except for the mentioned 
reversal in layout, the houses are identical inside. But from the 
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The "quadruplets" for which the Hawkeye Lumber & Coal Co., Cedar Rapids, lowa, furnished materials present this pleasing 
and with floor plans on these two pages 


appearance. They are shown individually 


exterior they would not be recognized as similar. A dormer 
was added to the front, the garage was shoved back, and the 
front windows are shorter and closer together than those of its 
counterpart. Some decorative differences were made inside 
also in this Colonial design. 

The two center houses were built from the same design, but 
one is modernistic and the other Colonial. The latter has 


straight roof lines, a garage attached like an old-fashioned 
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leanto on the rear, and front windows 48 inches wide with 
green shutters extending to the bottom of the panel which is 
beneath them. There is a simple Colonial door and a cement 
step with wrought iron rails. Quaintness and artistry are 
blended into the rooms throughout. 


A squared roof on the other dwelling in the center of the 
row gives it a different appearance from its mate. Instead of 
Colonial shuttered windows, this one boasts recessed corner 
ones. A third distinctive structural change was putting a half- 
circle canopy above the rounded step. Interior treatment con- 
forms to the modernistic theme of the outside. 


COTTAGES HAVE HIGH GRADE FEATURES 


Inside walls of the houses are plastered over rocklath. The 
finished floor is one-inch oak, electrically sanded, and is sepa- 
rated from the sub-floor with heavy building paper. The 7%- 
foot basement walls are of cement blocks, backed with water- 
proof plaster, and tiled around the inside to take care of any 
moisture. Fire resisting sheetrock seals the interior walls of 
the garages. 


These cottages, with their landscaped lots, sold for $4,500 





If we didn't tell you, would you recognize the two small resi- 
dences on the left of such drastically different architecture 
as having grown from the same "seed"? The top one is defi- 
nitely modern in appearance, while the other is simple Colonial 





each. The terms were $500 down, and $35 a month on a 6 
percent contract without FHA or other outside money being 
involved. 





Home Builders’ Show To Open Soon 


Minneapotis, Minn., Feb. 20.—Everything essential to the 
financing, construction, renovation, furnishing and occupancy 
of a home will be on display at the annual Builders’ show, Home 
Beautiful exposition, and Flower show to be held in the Mu- 
nicipal Auditorium here March 11 to 18. 

The 200 member firms of the Minneapolis Builders’ Ex- 
change will participate in the show. F. S. Keating is chairman 
of the Builders’ show committee, which includes J. Cameron 
Jenkins, secretary, Gordon Leitz, H. M. Porter, E. E. Bach 
and Frank Merrill. 

Firms displaying at the show will combine in the construction 
of a model home of five rooms and porches. The rooms will 
be built in the Auditorium before the show opens, and will be 
completely furnished. 

Florists who will exhibit at the show are planning to install 
rock gardens complete with waterfalls, streams, rustic bridges 
and paths in the lower exhibition hall. 
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In Pitrspurc, KAn., at the 
Baxter Lumber Co., F. V. 
Baxter countered an opinion 
which has become somewhat 
general in some parts of the 
country: That, because of 
hard roads and motorized 
transportation, the day of the 
small town is passing. 

“The small town is not be- 
ing dried up because of the 
trucks,” said Mr. Baxter, 
“nor is the small-town lumber 
yard on its way out. All that 
is happening is that the small 


bo 


town is giving up its dream of 
becoming a large commercial 
center. It is settling into sta- 
bility of population, slowly 
learning its place in the 
scheme of things, and becom- 
ing reconciled to it. It is find- 
ing out a lot of good things 


about itself that were lost 
sight of in the attempt to 
grow. There is a spirit about 
asmall town that can’t be 
killed. 


SMALL-TOWN SPIRIT 
GROWS STRONGER— 
EVEN IN BIG CITIES 


“After all, a big city is only 
a collection of small towns ad- 
jacent to each other, instead of 
separated by miles of open 
country. That small-town spirit 
in the outlying trading centers 
of big cities everyday is grow- 
ing stronger. Chicago is as 
good an example as any. 
Twenty years ago most of the 
heavy buying was done in the 
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large department stores lo- 
cated in the Chicago loop. To- 
day, these big stores have to 
compete with the smaller ones 
in the outlying trading areas, 
and they do it by establishing 
branch stores in various parts 
of the city and in important 
suburbs. Every little town 
that is a part of a great city 
is getting stronger, and the 
same thing is happening to 
our little towns on the prairie. 

“As far as small-town lum- 
ber yards are concerned, none 


of them that are operating in 
a modern way are going to go 
out of business, in favor of 
larger yards in larger towns 
easily reached by cement 
roads. You can’t truck lum- 
ber from a county seat or 
other large town and compete 
with an aggressive small-town 
yard. The trouble with many 
of these small-town yards is 
that some of their owners still 
think you can run a small 
yard with lumber only. It 





Part of Hurley paint and 
hardware display 





can’t be done. There is just 
as great a need for a complete 
stock of building materials in 
a little yard as there is in a 
large one. The question for 
the dealer in a village to ask 
himself is, What can I carry in 
stock that my townspeople are 
forced to go elsewhere to 
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REALM of the 


Small-Town Yard Finds Its 
Place, Grows Stronger 


buy?’ When he answers that 
question and acts on it, he can 
be sure that he will stay in 





business as long as he cares 
to operate a yard.” 
Chillicothe, Mo., has the 
dubious distinction of having 
had two lumber yard fires in 
one year, and the very positive 
honor, as a result, of having 


give them in the display room, 
are leading lines.” 

One of the features of the 
office is that it contains rest 
rooms for both ladies and 





Exterior of Hurley Lumber 

Co., Chillicothe, Mo. Note 

battery of windows along 
one side 





men. The ladies’ rest room, 
tastefully decorated, is fur- 
nished with a powder table 
and a chair to match. At one 
end of the long shed is a car- 
penter shop for the use of car- 
penter customers. In addition 
to several small power tools, 
the room is equipped with pri- 





two of the most modern retail 
lumber and building materia] 
plants in Missouri. One of 
the burned yards was that of 
the Hurley Lumber Co., man- 
aged by W. L. Laney. The 
yard is situated on a promi- 
nent corner a block from the 
main business artery. The 





View of Hurley workshop for 
use of carpenter customers 





new plant is as nearly fire- 
proof as it can be made. 

“We sell lots of fence in this 
yard,” said Mr. Laney. “It is 
not only a good seller, but a 
profit item also. Paint and 
builders’ hardware, as you can 
see from the prominence we 


vate lockers for every regular 
customer. In these lockers 
the carpenters can safely store 
such tools and other equip- 
ment as they use when they 
are working on the premises. 
The first three bays of the 
fenestrated side light the dis- 
play room. Beyond them is 
the glass and screen depart- 
ment. Glazing tables and 
benches for screening doors 
and windows are arranged 
along the windows for a maxi- 
mum of natural light. Ample 
space is left for men to work 
at the tables and benches, and 
behind this space is storage 
for glass, screen and. other 
materials. 


Roll roofing and oak floor- 
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RETAILER 


New Missouri Plant Has Uptodate 
Service Facilities -- Fencing, Paint 
and Hardware Are Leading Lines 


ing are in closed sheds with 
the floors at truck level. 

One morning we stopped in 
to see Frank Lowrie, of the 
Lowrie Lumber Co., in Prince- 
ion, Mo. and got into a con- 
versation with Mr. Lowrie, an 
insurance man, a member of 
the school board, and a pair 
of farmer customers. A coun- 
try school had burned down 
the night before, and plans 
were already under way to 
rebuild it. We thought we were 
doing pretty well for an out- 
lander relatively unfamiliar 
with rural Missouri ways, un- 
til we glanced at our watch 
and noted that it was five min- 


utes to twelve. One thing we 
did know—that down in Mis- 
souri the noonday meal is 





Glazing and screening de- 
partment of Hurley Lumber 
Co. is well lighted 





taken at noon; none of these 
city one o'clock lunch hours 
go. So we said, “Well, men, 
it looks like I’d better clear 
out and make way for us all 
to go to lunch.” 

Right there we made our 
big mistake, and no one was a 
bit backward about telling us 
that only the Ladies’ Aid So- 


ciety eats lunch. 

“You don’t belong around 
these parts,” said one of them, 
“or you’d know that. Down 
here, men have dinner at noon 
and supper at night, and we 
let the women fiddle around 
with lunches at three o’clock.” 

We recognized that as a 
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gentle poke in the nose, so we 
slunk away, found a restau- 
rant, and ordered the biggest 
meal we have ever eaten at 
midday—ate it at a table near 
the window, hoping one of our 
volunteer school masters in 
Missouri verbiage would pass 
by and see us doing it. 








Operates “Finest, Most Modern” Hardware Store 


[Continued from Front Page] 

The recent improvement is the second 
carried out since the business was bought 
from the Briggs Lumber Co. in 1932, at 
which time the building was remodeled. 

Six hundred people attended the for- 
mal opening of the store, and were en- 
thused over the manner in which it is 
departmentalized. The “island” displays 
shown in an accompanying picture make 





merchandise readily available for inspec- 
tion, and prices are: in plain sight. An 
effort was made to group related items 
so as to save steps for customers. 

Mr. Ingham has a lumber background. 
He is the son of S. K. Ingham, who with 
his brother, W. F., formed the Ingham 
Lumber Co. in 1900 to manufacture lum- 
ber in Oklahoma and Arkansas. Later 
they established an office in Oklahoma 


City. Kermit graduated from Dartmouth 
in 1927 and went to work in a saw mill. 
He worked in the wholesale and retail 
branches of the lumber business for five 
years during that time, coming here as 
an employee of the Briggs Lumber Co. 
In 1932, the Ingham interests bought the 
Briggs Lumber Co. here, and the Briggs 
and Spurrier lumber yards in Yale. The 
businesses in Yale were combined and 
became the Ingham Lumber Co., and 
Kermit became owner of that firm and 
the one here. 

S. K. Ingham in his later years con- 
centrated on the fir and white pine inter- 
ests in Oregon, where another son, 
Ward, now is in the lumber manufactur- 
ing end, being manager of the Ingham 





Showing wall and "island" displays of 

hardware in store of Ingham Lumber 

Co., Stillwater, Okla. See larger pic- 
ture on front page 





Lumber Co. at Glendale, Ore. W. F. 
Ingham, who launched the family’s lum- 
bering career, now operates logging in- 
terests in British Columbia. 


Votes Funds for Jersey Port 


Trenton, N. J., Feb. 20.—Disruption of ship- 
ping facilities, considerably used for lumber 
traffic, was threatened by refusal of the State 
budget committee to appropriate $27,455 for the 
South Jersey Port Commission’s operation, but 
the item was approved Feb. 7 by the joint 
appropriations committee. 
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Creative Ideas in Window Displays 


The Warren Lumber Co., Fort Mor- 
gan, Colo., can “show something” to lum- 
ber and building supply dealers in towns 
and cities many times the size of Fort 
Morgan, when it comes to building win- 
dow displays that not only attract, but 
that sell its products. 

For several years this firm has been 
going in for elaborate window displays 
of miniatures. Its latest display used 10 
miniatures of the homes popularized by 
Life magazine, ranging in price from the 
lowest in the group to the highest. Ef- 
fectiveness of the cardboard miniatures 
in the display was greatly increased by 
landscaping and the use of toy automo- 
biles and trucks. 

The display was built on a raised plat- 
form having a sloping front coming down 
to the window glass. On this slope, in 
front of each of the miniature houses, was 
placed a floor plan for that particular 
home, as shown in the accompanying cut. 

The space around each house was fin- 
ished with lawns, trees, graveled walks, 
and so on. Along the main street at the 


front of the display were placed minia- 
ture street lights. Small iron pipes fitted 
with miniature sockets and colored light 
bulbs served as street lights. Along the 
street in front of the houses were placed 


Inquiries of all kinds poured in. The 
display gave the home building idea to 
a good many people who hadn’t definitely 
considered it before. 

Another very effective window display 





Illuminated night view of miniature house models and corresponding plans displayed in 
window of Warren Lumber Co., Fort Morgan, Colo. 


miniature automobiles, motorcycle police 
and other life-like miniatures selected 
from the ‘“five-and-ten” store counters. 








Timely Tia for Dealers 





There aren’t many subjects in 
which the general public is 
more interested than houses and 
their plans. Realizing this fact, 
the Kitipstine Lumber & Supply 
Co. of Sidney, Ohio, has a large, 
stationary bulletin board on one 
wall of its display room, to 
which all kinds of literature on 
home building is attached. 
There were fifteen sample book- 
lets and other pieces exhibited 
the day the AMERICAN LuMBER- 
MAN representative called at the 
yard and took the accompany- 
ing picture. Customers may get 
copies of pamphlets which pic- 
ture farm structures and their 
plans, also; and there are others 
showing results of remodeling 
individual rooms. The display 
is so placed in the big room that 
everyone entering the office is 
impressed by the complete 
library of plans. 








was built during an anniversary celebra- 
tion of the founding of Fort Morgan. In 
order to make this miniature 100 percent 
authentic the management wrote to 
Washington, D. C., and got a plat of the 
original town. The display was 12 feet 
wide and 16 feet long. It included every 
detail of the town, including the stockade 
erected for protection of the settlers from 
the Indians, horses, soldiers, the original 
log cabins, etc. 

Even on its straight merchandise dis- 
plays this firm makes it a point to drama- 
tize as far as possible. For instance, when 
it wanted to feature waterproof paper, a 
display was designed to prove to pass- 
ersby that it really was waterproof. In 
the center of the window a wood frame- 
work was built, about 3 x 8 feet, and 
lined with the paper. The trough was 
filled with water, which was left there 
until it evaporated. Visitors inquiring 
about the paper were invited to inspect 
the display at close range and satisfy 
themselves that the paper was 100 per- 
cent watertight. 

During “Cleanup” week, this firm 
sanded and refinished its own display 
windows. Men operating sanders were 


placed in the window on short shifts for 
several days. On the window glass were 
fastened “Cleanup, Paintup” posters, fea- 
turing barn paint and other items. Pres- 
ence of the sanders in the window car- 
ried out the idea of “Paintup” activity, 
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and helped get residents enthused over 
painting. 

At Christmas time an elaborate moun- 
tain scene was shown, with Santa Claus 
trim in miniature. A painted mountain 
background was used. In front of this 
were built artificial mountains covered 
with rock wool to represent snow. In the 
center foreground was a sleigh, drawn 
by eight beautifully harnessed reindeer, 
with Santa Claus and load of toys. Chil- 
dren came from all over town and miles 
out in the country to see this display. 





How to Succeed, Is Theme of 


Employees’ Get-together 


VINELAND, N. J., Feb. 20.—The Kim- 
ball & Prince Lumber Co. was host to 
employees of its Vineland and Millville 
yards at the 24th annual banquet, held on 
the evening of Feb. 15, in the First Bap- 
tist Church. Eugene M. Kimball, presi- 
dent of the company, served as _ toast- 
master. 

An address on the subject “Lincoln, 
the Great Hearted,’’ was given by the 
Rev. Howard Johnson, pastor of the Cen- 
tral Baptist Church, of Millville. Law- 
rence M. Kimball, vice president of the 
firm; A. G. Carney, Vineland sales man- 
ager, and C. E. White, assistant manager 
of the Millville yard, gave three-minute 
talks. The invocation was by the Rev. 
Derwood L, Smith, pastor of the First 
Baptist Church. 

Classical instrumental numbers were 
played during the evening by Miss Doris 
M. White (violin) and Mrs. Anna Fer- 
guson (piano), the daughters of C. E. 
White. Group singing was led by Carl- 
ton S. Hughes, manager of the Millville 
yard. 

The rollcall in memory of former asso- 
ciates was read by E. B. Clark. Presi- 
dent Kimball read the annual rollcall of 
employees. One employee is on the re- 
tired list; one has been in the company’s 
employ for 44 years; one for 32 years; | 
for 26 years ; 3 for 20 to 22 years; 8 from 
15 to 19 years; 8 from 10 to 14 years; 12 
from 5 to 9 years; 2 from 1 to 2 years 
and 3 for less than one year. Mr. Kim- 
ball very briefly sketched the firm’s his- 
tory, which dated from the time that 
Vineland was mostly unimproved. 

Allison G. Carney, speaking on the 
subject, “Every Employee A Salesman,” 
stressed the necessity of selling one’s self 
on the merchandise; to “respect one’s 
own vocation, and to claim for it the re- 
spect it deserves.” He said that Vineland 
obtains business when many other sec- 
tions fail to do so, and praised this com- 
munity for its many excellent traits. “The 
world is blessed by men who do things, 
instead of talking,” he reminded his fel- 
low employees, as he praised the firm and 
its long record of achievement. 

C, E. White explained the demonstra- 
tion methods used to spur sales of build- 
ing materials, stating that one’s person- 
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ality and attitude toward the customer, 
as well as quality of the product demon- 
strated, have a great deal to do with in- 
teresting the customer. The Ninth An- 
nual Demonstration of the Kimball and 
Prince Millville branch will be held April 
21 and 22, when an attendance of 1,500 
is expected. 

Lawrence M. Kimball spoke on the 
subject, “It Still Pays to Advertise.” 
“The history of this firm proves that ad- 
vertising in all its forms does pay,” he 
said. He reviewed advertising done by 
the firm over a period of many years, and 
asserted that the slogan used in 1892, 
“The Largest Lumber Yard in South 
Jersey,” still holds good. Excepting for 
styles shown in the illustrations, the ads 
of the early 1900’s would do as well for 
today. Many of the lines featured in 
those days are still headliners in the 
building trades. After noting the various 
forms of advertising done by the com- 
pany, Mr. Kimball told his audience that 
“employees close the sale. Courtesy, tact 
and a pleasant smile are factors, as is 
efficient delivery service. Well planned 
advertising still pays, but it must be 
backed up with good stock, good store- 
keeping, and good salesmanship.” 
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Lumber Dealers and ''Building- 
Loan" Work for Common 


Purpose 

In preceding issue of the AMERICAN 
LUMBERMAN an invitation was extended 
for dealers to tell what they are doing in 
the way of co-operation and teamwork 
with their local building and loan associa- 
tions, to promote the building of homes 
in their communities. In response to this 
suggestion R. Needham Ball, secretary 
New Mexico Building Materials Asso- 
ciation, Albuquerque, N. M., writes: 

“In a recent issue you had an article 
on co-operation between building and 
loan associations and local dealer yards, 
and asked how the dealers are working 
with the loan associations. In Santa Fe, 
our vice president, John Walters, and 
Ferdinand Berry, chairman of the exec- 
utive committee of the Santa Fe group, 
are directors and serve on the appraisal 
board of the loan association there. Wil- 
liam Harley, vice president of the J. C. 
Baldridge Lumber Co., serves in a like 
capacity with the Albuquerque Federal 
Savings and Loan Association. There 
may be others, and if so will advise as 
soon as I can get further reports.” 

This is a good start and we hope to 























“Shots Meat: at sii Builders 


Short, pithy messages directed to pros- 
pective home owners are conveyed by 
the Restrick Lumber Co., Detroit, Mich., 
by painted bulletins, like the two here 
shown, which are strategically located on 
thoroughfares leading to, or actually 
traversing, the areas where new building 
activity is greatest. Friendly relations 


with the contractors are fostered by the 
message “Your Contractor Knows Good 
Lumber,” while the invitation to “Con- 
sult Our Home Planning Department 
First” is well calculated to bring pros- 
pects to the company’s office for building 
advice, and thus establish desirable con- 
tacts, for present and future business. 
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hear from other dealers who in some defi- 
nite way are getting behind the building 
and loan movement, for what helps one 
in this field also helps the other. 





Long-time Service Is Rewarded 
by Employer 

Louisiana, Mo., Feb. 20.—Managers 
and assistants of 31 local yards of the La- 
Crosse Lumber Co., located in Missouri 
and Illinois, were entertained by officials 
and local employees of the company at the 
Pike County Country Club here, on a 
recent Wednesday. The out of town 
guests totaled 53. 


Lunch was served and during the meet- 
ing an emblem was presented to each em- 
ployee for periods of service varying 
from 5 te 50 years. It was discovered 
that more than 60 percent of the em- 
ployees have been with the company 
longer than five years. Two yard man- 
agers, T. W. Rosser, Fulton, and Frank 
P, Kelso, Mexico, have been with the 
company 50 years, and each was pre- 
sented with a handsome gold watch. 

The LaCrosse Lumber Co. is one of 
the oldest and most substantial business 
concerns of the midwestern territory and 
serves the people of two States. It has 
an operating personnel that ranks high in 
efficiency and integrity. For many years 
the company had as its head the late Col. 
C. G. Buffum. Charles G. Buffum, Jr., 
is president, being a worthy successor to 
his father. 





Dealer Comments on Demon- 
stration House He Built 


“Our main business is to furnish ma- 
terial for the building of homes,” said 
Edward Sigler, of the Sigler Lumber Co., 
Lake Charles, La., “so the most effective 
method of advertising is to show how 
our building materials can be used to the 
best advantage. Accordingly, we an- 
nounced several weeks in advance 
through the advertising columns of the 
newspapers that we were building a 
model home, and invited the public to 
watch us do it. Each week we ran an 
advertisement reviewing the progress that 
had been made. For example, ten days 
after we started we said: “Our six-room 
cottage has concrete footings resting on 
a clay bed. On these are set the brick 
that sustain the heavy pine sills.” We 
invited intending home builders to visit 
the house not only once but a number of 
times so that they could see for them- 
selves just what goes into the construc- 
tion of an efficient modern home. When 
it was finished we kept open house for 
several weeks. We did not have it fur- 
nished at all. We think it is a mistake 
to do this, as the furnishings distract the 
attention of the women, at least, and it is 
our building materials, not carpets and 
furniture, that we wish to advertise.” 
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Bees and Honey Make Uvalde “The 
Sweetest City” 


Known as “the sweetest city in the 
land,” this thriving town of about 5,500 
population is the heart of the honey in- 
dustry. Ranches back in the hills harbor 
thousands of hives, rarely seen by tour- 
ists, as for obvious reasons the bees are 





ss 


Memorial, of petrified wood, to R. W. 
Black, who in 1855 founded the city of 
Uvalde, Tex. 


kept at a considerable distance from the 
city. Hospitable Uvalde does not desire 
that visitors be “stung’—in any sense. 
On the contrary, the Chamber of Com- 
merce presents each visitor with a sizable 


vial of honey, advertising its quality far 
and wide, 

Uvalde is also famous as being the 
home of Vice-President John N. Garner, 
whose large and rambling residence, 
beneath the shade of giant oak trees, is 
a landmark for all. At the corner of 
the square in this clean and up-to-date 
little city stands a monument of petrified 
wood, erected to the memory of R. W, 
Black, its founder in 1855. 

The Uvalde Lumber Co. upholds the 
reputation of the city for immaculate 
cleanliness. F. E. Beecroft, the manager 
(fittingly named, as a citizen of a bee- 
conscious community), says that the 
ranches furnish the principal source of 
revenue. 

“We are still in the sheep and goat 
country, with some cattle,” said he, “so 
fencing comprises a good share of our 
trade.. We also do a good business in 
paints, as the hot sun is very hard on 
painted surfaces. 

“Each year the community stages a big 
Honey Festival, with floats which 
epitomize the industry. We always have 
a float in this parade, and consider it 
excellent advertising, as the ranchers 
come in from miles around for the two 
days’ festival We keep open house 
during this period, and many valuable 
jobs are secured at this time—as well 
as prospects for building at a later 
period.” 





Tue Louistana Cypress Lumber Co. 
(Inc.) near Ponchatoula, La., has an ex- 
tremely picturesque setting—the south- 
ern colonial office and salesroom as well 
as the big lumber yards being completely 
surrounded with giant oak trees hung 
with southern moss. The firm special- 
izes in red cypress.. 
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Home of John N. Garner, at Uvalde, Tex. 
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Building Activities in the News 


Building Contractors of The 
Carolinas in Annual Assembly 


CuarLotre, N. C., Feb. 20.—Building con- 
tractors of North and South Carolina meeting 
here in eighteenth annual convention of. the 
Carolinas Branch, Associated General Con- 
tractors of America, on Feb. 8 and 9, elected 
Edwin Boyle of Sumter, S. C., as president; 
Raymond Bryan of Goldsboro, N. C., vice 
president and C. P. Street of Charlotte treas- 
urer. 

Major A. L. Fletcher of Washington, assist- 
ant administrator of the Fair Labor Standards 
Act, was principal speaker. He told of the 
benefits which would come to the South as a 
result of increased incomes for all of its peo- 
ple. Proper compliance with the wage and 
hour law 1s one of the ways to solve the prob- 
lem of the South’s low income, he said. He 
described businessmen as, on the whole, show- 
ing a spirit of cooperation in its enforcement 
and said cases of deliberate evasion are the 
exception and that industry, labor and the pub- 
lic are united in support of the program. 

The contractors passed a resolution asking 
that the construction industry be relieved of 
excessive governmental competition in the form 
of relief projects. The resolution was directed 
against the Works Progress Administration. 
It declared that the WPA program of confin- 
ing its construction operations to those pro- 
jects upon which the largest amount of un- 
skilled hand laborers could be employed had 
not been adhered to with the result that the 
WPA has become a competitor of the estab- 
lished construction industry. 





Big Housing Project to Require 
Much Lumber 


OAKLAND, Catir., Feb. 18.—Described as 
the largest single group housing project in the 
West under the Federal Housing Administra- 
tion insured loan plan, Sheffield Village, a mil- 
lion-and-a-half-dollar home development in 
Oakland, will be at least 90 percent all wood 
construction. 

The new subdivision, being developed by E. 
B. Field Corporation, 369 Fifteenth Street, this 
city, comprises 98.5 acres, which is laid out in 
community centers to provide full recreational 
facilities for home owners in the area. By 
agreement with the FHA, no vacant lots are 
to be sold. 

On the first unit of 68 acres, a total of 315 
homes will be erected, the first 53 to be com- 
menced as soon as final FHA approval is 
given, which is expected during the week of 
Feb. 20. 

The completed project is expected to use 
about six million feet of lumber. Framing 
will be Douglas fir; all siding, with exception 
of a few stuccos, will be rustic redwood, and 
all exterior trim will be redwood; sash will 
be double-hung pine; all roofing will be cedar 
shingles, and all flooring, with exception of 
bath room and kitchens, which will be tile and 
linoleum, will be hardwood. Some plywood will 
be used in linen closets and kitchen cabinet 
doors. 

Construction throughout will follow FHA 
specifications. All framing will be done on 
the job, with no prefabrication. 

Eighty percent of the homes will be single 
story 5-room houses; the rest will have 6- 
rooms. All houses will have detached two- 
car garages, but will be without basements. 
Heating will be by gas floor-furnaces. The 
interior finish of living rooms and dining rooms 
will be stucco, while bedrooms will be papered, 
_ kitchens painted. All homes will have fire- 
Places. 

Under supervision of Theodore N. Thomp- 
son, architect, the architecture of Sheffield Vil- 
lage will primarily follow three types, Monterey 


Colonial, California Farm and New England 
Colonial, with a few moderns and other types 
for variety. 

Sales price, due to mass production methods, 
will be $4750 for the 5-room and $5500 for the 
6-room houses. Monthly payments under FHA 
loans will range between $39 and $49, includ- 
ing taxes, interest, insurance, and payment on 
principal. 


First Home in Dallas Still Defies 


Passage of Time 


Proof of the enduring power of wood— 
treated or untreated—is seen in the staunch little 
cabin built by John Neely Bryan, the first home 
in Dallas, Tex. It now stands on ground ad- 
joining the city hall, the site having been given 
to the city of Dallas by this sturdy pioneer. 
The cabin, built of cedar logs, with shingles of 
oak, was erected in 1841. In addition to being 
the home of Mr. Bryan, it had the distinction 
of being the only postffice in Dallas under the 
Texas flag. It also served for several years as a 
court room. Ten years after being built it 





was transferred to a farm near Dallas, and 
later sold to R. C. Buckner, founder of the 





Historic cabin in Dallas, Tex., demonstrates endur- 
ance of wood 


Buckner Orphans’ Home, who preserved it as 
a precious relic. It remained in possession of 
the orphange until 1935, when it was given by 
that institution to the city of Dallas, and re- 
assembled on public ground just a short dis- 
tance from the spot where it was originally 
built. The cabin is in an excellent state of 
preservation, and bids fare to last for another 
hundred years. Originally the house had heavy 
wooden shutters, and these have been preserved, 
though the cabin has now been fitted with glass 
windows. Hanging on the wall is a huge wooden 
ox-yoke brought to Texas across the plains in 
1837. The grounds surrounding the log cabin 
are enclosed with an old stake and rider fence, 
and contain a tree brought to Dallas from the 
old Sam Houston home in Huntsville, Tex. 


Chicago Area Building Makes 
Big Gain Over January '38 


The building industry got away to a great 
start in Chicago and its 68 neighboring com- 
munities in January. Permits were taken out 
for nearly three times as many homes in the 
first month of this year in the 68 centers as 
in the same month of 1938. In January of this 
year, 151 permits were issued for homes to 
cost an estimated $1,028,648, while a year ago 
5% permits were obtained for houses costing 
about $486,965. The January total for all types 
of construction in the 68 communities was 
$1,697,392, and $1,171,350 in Chicago. The city 
figure represented permits for 128 houses. 

Alterations and repairs to homes in the sub- 
urban areas amounted to $136,249, which may 
be compared to $125,646 a year ago. 





Dealers' Association Fights to 


Abolish Excise Tax 


Cuartortte, N. C., Feb. 20.—With victory a 
step nearer through the vote of the joint fi- 
nance committee of the North Carolina General 
Assembly to exempt basic building materials 
from the three percent sales tax levy, the 
Carolina Lumber and Building Supply Associa- 
tion is making a strong appeal to dealers and 
business men generally to join the fight to 
free building materials of the “excise tax.” The 
matter should be settled by action of the As- 
sembly by March 15. 

With building materials freed of this tax, 
Secretary E. M. Garner of the Carolina asso- 
Ciation says, new business will come to North 
Carolina and industry will give the “go-ahead 
sign” for the greatest construction campaign 
the Commonwealth has known in years. Gar- 
ner’s appeal states that the three percent tax 
on building materials is putting up the bars 
and keeping business away. 

Secretary Garner, in a letter to the North 
Carolina dealers, and business and industry, 
points out that the fight on the three percent 
sales tax, as far as it includes basic building 
materials, is not a political fight, but a struggle 
to keep up trade, give employment and put 
new money in circulation. 





Federal Institute Employees Will 
Need New Homes 


SANDSTONE, MINN., Feb. 20.—An _ acute 
housing shortage exists at Sandstone, due to 
incoming employees at the Federal correctional 
institution (jail), which is nearing completion. 
Quite a few employees have arrived, and 
according to Warden Humphries of the insti- 
tution the personnel will be about 80, requiring 
at least 60 additional houses to accommodate 
them. 





Residence Construction Costs 


Following are index numbers of construction 
costs (based on 1926-29 averages as 100), com- 
piled by E. H. Boeckh & Associates (Inc.), 
Cincinnati, Ohio, covering residences, frame 
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Wisconsin Dealers Learn What's New 


Despite Bad Weather and Exclusion of Non-Dealers, Registration Tops 3,000 


MILWAUKEE, Wis., Feb. 16.—The 49th an- 
nual convention of the Wisconsin Retail Lum- 
bermens Association, held in the Milwaukee 
Auditorium, closed here today with a total 
registration of 3097, a figure slightly larger 
than the record set last year. The gain was 
especially gratifying because it had been ex- 
pected that registration would fall considerably 
short of the 1938 figure through the exclusion 
for the first time of many people not identified 
with the industry. That quintessence of sar- 
torial pulchritude, impresario par excellence, 
intriguing olio of business efficiency and cordial 
hospitality—Montgomery, the Scotch Don—in 
collaboration with his staff and the association 
officers,—rang up another triumph in the art 
of welding three thousand people into a happy, 
family group, and running off an interesting 
and crowded program with machine-like pre- 
cision. Mr. Montgomery and his cohorts 
achieve distinction with their conventions prin- 
cipally because of the meticulous attention given 
to the myriad of minute details that add up to 
cordiality, convenience and completeness. Some- 
times facetiously referred to as “Curly” be- 
cause with the exception of an inconsequential 
fringe at the edge, the only covering for his 
cranial epidermis is a high polish, Mr. Mont- 
gomery might appropriately be dubbed “Curly” 
if the reference is to the condition of his cere- 
bellum, which we are told is well kinked only 
when it has plenty on the ball—or in Mr. Mont- 
gomery’s case—under the ball, or perhaps we 
should call it a scintillating dome. 

Bruce Campbell, dealer from Superior, Wis., 
visiting the Wisconsin convention for the first 
time, remarked that he had never seen its 
equal for hospitality, and expert management. 
“They have more exhibits interesting and in- 
structive to a small town dealer than I have 
ever seen in one place before,” said Mr. Camp- 
bell. “You really get a chance to catch up 
with the new developments in every field that 
touches our business. There is no preponder- 
ance of any particular class of materials or 
equipment. The distribution is excellent, and 
having them all in one place is a great con- 
venience. Housing all of the manufacturers’ 
representatives in one hotel is an equally good 
stroke of management, and you could set your 
watch by the program. How in the world they 
could pack all that activity, a lot of it im- 
possible to time in advance, in the Dumb-Bell 
Session, and close it promptly at three o’clock, 
is beyond me.” 

Preliminary to the opening of the regular 
convention sessions on Tuesday, was the an- 
nual complimentary banquet for exhibitors, 
held Monday night. It was attended by about 
400 exhibitors and their representatives. Ex- 
cellent professional entertainment was provided, 
and business was limited to brief introductions 
of association officers and other notables seated 
at the head table. The three features of this 
annual testimonial to the exhibitors—fun, food 
and entertainment—placed it in a class with its 
predecessors of other years. Miss Muriel Mc- 
Lean, Western Red Cedar Lumber representa- 
tive, again enjoyed the distinction of being the 
only woman present. 

President on Financing, Demonstration 

Homes 

Tuesday morning was given over to regis- 
tration, and to visiting the exhibits, while the 
association bowlers were engaged in a tourna- 
ment at the Elks’ Club, organized and con- 
ducted by Ken King, association field secre- 
tary. 

Promptly at two o'clock the Four Hired 
Hands, radio entertainers from Station WLS, 
Chicago, retained for the convention by ‘the 
Western Lime & Cement Co., mounted the 


stage in the convention hall, and kept early 
comers interested for the ensuing quarter 
hour. Following each session, the Four Hired 
Hands were in the lime and cement company 
booth. Preceding the session there was music 
in the lobby of the great auditorium, and the 
bell, now familiar to all retail conventioners 
was kept ringing at intervals to help round 
up the stragglers. President C. S. Walker of 
Columbus opened the meeting with a sileni 
standing tribute to the memory of the late 
F. C. Cole who preceded Mr. Walker as head 
of the association. In his annual address, he 
said in part: 

Authorities agree that not since 1929 has 
the building horizon been so bright. Ade- 
quate opportunity for financing makes the 
present seem like an admirable time to build. 





Upper row—l. 


Tested Selling Methods, about which you wil 
hear much during this convention. 

The report of the treasurer, J. E. Heath, 
Heath Lumber & Fuel Co., Brillion, was given 
to the president with the comment that the 
association is in the black. 

The first speaker of the afternoon was Paul 
E. Kendall, Rochester, N. Y., educational dj- 
rector, Merchandising Institute, who presented 
the institute’s new course, Tested Selling Meth- 
ods. Mr. Kendall’s presentation of the sub- 
ject has been reported in issues of the Amer- 
ICAN LUMBERMAN recording proceedings of 
conventions held earlier in the season. The 
same is true of the address of the second 
speaker of the afternoon, A. S. Putney, Jr, 
who used a slide film, “Count Me In’ in con- 
nection with his subject, “What are you going 


Don Montgomery and President "Bob" Walker at opening of first convention session. 


2. Don Critchfield holding American Lumberman model house to demonstrate a point in his skit at 
Dumb-bell session. 3. Otto Lieber, Jr., Lieber Lumber & Millwork Co., Neenah, speaker at second session 


Lower row—lI. S. S. Solie, Solie Lumber Co., Janesville, at American Lumberman exhibit of model houses 
and dealer literature. 2. Otto Lay, H. J. Lay Lumber Co., Kewaskum, past president, and his son, 
Henry, manager Home Lumber Co., West Bend 


Credit for adequate available financing is 
due to the vision and foresight of the officers 
and directors of our own Retail Lumbermens 
Mutual Insurance Co. in promulgating the 
FHA mortgage department for the benefit of 
all member policyholders, and those con- 
cerned with building in Wisconsin. Statistics 
compiled from sales volume figures of the 
U. S. Department of Commerce show that 90 
percent of all sales of lumber and building 
materials are made on open account, as com- 
pared with 17 percent in household appli- 
ances; 21 percent in furniture; and 20 per- 
cent in automobiles. Use our new depart- 
ment to get out of the banking business. I 
predict better sales for you in 1939 and less 
book accounts if you will do this. Let me 
recommend the building of demonstration 
homes as an incentive to the prospective 
builder and as a means of ascertaining who 
the buyer is. Show your community in this 
way the building value obtainable in 1939. 
Enroll yourself in the sales training course, 


to do about it?” Following these speakers, 
Hawley Wilbur, Wilbur Lumber Co., West 
Allis, Wis., conducted a question and answer 
session concerning the Tested Selling Methods 
course during which many dealers expressed 
the intention of enrolling themselves and mem- 
bers of their sales and office staffs. Mr. Wil- 
bur surprised everyone, perhaps his physician 
more than anyone else, by defying that gentle- 
man and a case of the grippe, to get to the 
meeting and take his part in the program. 
Hawley, however, as everyone who knows him 
is aware, thrives on work, and demonstrated 
in the course of the convention that it is even 
good medicine for him. Following the discus- 
sion, a full two hours remained for visiting 
the exhibits. The only other program item 
that remained for the day was the Hoo-Hoo 
Concatenation followed by a stag dinner and 
entertainment. An account of these activities 
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From Snappy Program, Many Exhibits 


--Condemn Trucking from Mills, State Wage-Hour Proposal--Endorse Training 


together with the new officers of the Wisconsin 
Hoo-Hoo is presented in another article in this 
issue. 

Wednesday morning was given over entirely 
to visiting the exhibits and renewing acquaint- 
anceships. Hundreds of dealers joined the pro- 
cession that continuously made the rounds of 
the hall, and exhibitors were kept busy an- 
swering questions and demonstrating new ma- 
terials and new applications of old ones. Of 
particular interest for a brief time during the 
morning was the appearance of Elby Eastman, 
member of the association and dealer from 
Platteville, who in addition to the distinction 
of owning and operating the Eastman Lumber 
Co., is the Elby of the popular cartoon strip, 
“Napoleon and Uncle Elby.” Mr. Eastman’s 
nephew, Clifford McBride, draws the strip, and 





provements and home needs must flow. It is 
a complex business, and we must make it 
easy for the home owner to get reliable in- 
formation. We, as dealers, know or should 
know more about home building than anyone 
else. The mere fact that we have thousands 
of dollars invested in a business in a com- 
munity means nothing to a home builder. We 
have to contribute’a genuine service to the 
community. When we can place a family in 
a modern five-room home for an outlay of 
less than thirty dollars a month, some one 
is doing a good job, and at least part of the 
credit for this achievement is ours. 

The speaker then enumerated a few things 
his company does to fulfill its function in the 
community from which it gets business. They 
included the following: 

Our offices and salesrooms are equipped 
from the woman’s viewpoint. We put in a 





Upper row—I. G. G. Kuntz, Florida-Louisiana Red Cypress Co., chairman of Hoo-Hoo activities. 2. 
Ben Springer, Milwaukee, Snark of the Concat, and chairman reception committee. 3. J. H. Herold, 
Palmetier-Abell Lumber Co., Waukesha, retiring director 


Lower row—I. Left to right, L. S. Holzhaeuser, secretary to D. S. Montgomery; Jean McKenzie and 
Louise Buckridge, association office staff. 2. Paul Kendall, Merchandising Institute, Rochester, N. Y. 
3. Hawley Wilbur, Wilbur Lumber Co., West Allis, and A. S. Putney, Jr., Chicago, convention speaker 


Mr. Eastman stopped at the convention briefly 
on his way to spend the remainder of the win- 
ter with the cartoonist in Pasadena, Cal. 


At the beginning of the Wednesday after- 
noon session M. E. “Mike” Hand, elderly lum- 
berman who has triumphed over illness and 
accident, was introduced from the floor by 
President Walker. The first speaker of the 
afternoon was Otto Lieber, Jr., president of 
Lieber Lumber & Millwork Co., Neenah, Wis., 
whose address was entitled “Twenty-One Years 
of Hustling.” After pointing to the priceless 
heritage which is our bill of rights, Mr. Lieber 
said that in this country we want only one 
ism, and that is Americanism. He urged that 
we guard it jealously. Urging the need of in- 
telligent leadership in this period when it is so 
easy to sell our birthright, he continued: 

The modern lumber yard is the means 
through which the distribution of home im- 


kitchen display in 1936, and from it we have 
sold 57 kitchen cabinets. Build a nice dis- 
play, get it out in front. Keep the office neat 
and clean with plenty of advertising litera- 
ture conveniently located. Have an ade- 
quate supply of plan books. We give a cheap 
book to start with unless the prospect is a 
real one. We follow up later with a better 
book as we develop the prospect. 

Don’t underestimate the importance of the 
man at the front desk. He is the customer’s 
first contact with your business, and he must 
be cheerful and helpful. Have a bright, 
courteous person to greet customers. Keep 
your windows shined up. People are apt to 
judge the interior by the exterior. Always 
make displays show the complete package. 
If you build something in your office, it 
doesn’t necessarily have to be permanent, but 
it must show something. Talk comfort, 
beauty and easy payments, and not prices. 

Branded merchandise is the easiest to sell. 
If you have to compete with “price” mer- 


chandise, put in some cheap goods. Show 
them when you have to, using them to dem- 
onstrate comparisons with the better grades 
of material. Make your establishment a one- 
stop place, and put on salesmen to call on 
consumers, not contractors. 

Use your trade journals. Cut out the ideas 
you find, assemble them and file them. We 
have created in this way what we eall 
“Lieber’s Two-Foot Book Shelf.” Price your 
plan books, and have a quick estimating sys- 
tem. You should be able to figure a whole 
house in 30 minutes. 

Some of us should pay better wages to yard 
managers. If you build a man up you get 
more out of him. Lastly, sign up for the 
Merchandising Institute course in Tested Sell- 
ing Methods. We are signing up several of 
our people, one of them a young Woman. 


Making Small Homes Easier to Buy 


Mr. Lieber then enumerated the, points he 
considered necessary for a good yard manager. 
These were published from his speech delivered 
at the Northwestern in the AMERICAN LuM- 
BERMAN issue of January 28. 

The next speaker was Vincent Tutching, Na- 
tional Small Homes Demonstration, Washing- 
ton, D. C., whose subject was “What 1939 
Small Homes Will Look Like.” Remarking 
that the Government housing program places 
an unfair burden on the tax payer, and that 
the 1939 program of his organization is the 
answer to why private industry should do the 
building, the speaker continued: 


In setting up the program for this year, 
the committee in charge had to design two 
houses; the first, a one-story house to sell 
for $2,000; the second, a two-story house to 
sell for $2,500. Both prices had to include 15 
percent for overhead and profit. This has 
been done, and there are complete plans and 
specifications for them, and also a 32-page 
consumer-dealer booklet. The two-story 
house will get publicity at the New York 
World’s Fair, and the one-story will be built 
on a prominent public square in Washington. 
The cost of owning this small house will be 
nearer 50 cents a day than one dollar. It is 
estimated that construction in 1939 will reach 
six and one-quarter billion dollars. It is up 
to the dealer to create customers and to sell 
them if he is to get his full share of the total 
that will be spent. The Merchandising In- 
stitute will be a powerful instrument to help 
the dealer sell. 

We believe that housing is news, and we 
are going to try to sell newspapers on the 
idea of using it. We hope that dealers will 
buy newspaper space to help the editors set 
up building sections. The National has a 
mat service, and suggestions for layouts for 
ads. The theme should be low-cost homes, 
and that is what we are emphasizing. Our 
job is to prove the ease with which homes 
can be bought. 


Financing Puts Dealer in Driver's Seat 


H. P. McDermott, Milwaukee, manager of 
the mortgage department of the Retail Lum- 
bermens Mutual Insurance Co., was the last 
speaker of the afternoon. His subject was 
“Sitting in the Driver’s Seat.” 

Last year, said the speaker, ten billion dol- 
lars was spent on recreation and hobbies, 
and indulgences of the appetite and taste 
over and above food requirements—cigarettes, 
gum, etc., while 250,000 homes were built. The 
really significant part of the building busi- 
ness, however, was that only three percent 
of it was done on an installment basis. This 
is a pioneering industry. It always was, and 
it still is. As pioneers we have driven a 
wedge in a 70 billion dollar income. We have 
cleared the way for installment selling, while 
over 90 percent of your business is done over 
the counter. You have developed competition 
for yourselves by not developing installment 
business. Customers go to the dealer and 


(Continued on Page 50) 
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Things They're Doing 
Down in MISSISSIPPI 


BROOKHAVEN, Miss., Feb. 20.—Through a 
deal recently concluded here, J. F. Vernon has 
purchased the Crosby interest in the Lincoln 
County Lumber Co., and is now in complete 
control of that organization. During the past 
year, this company has completed a new and 
modern plant here, and now has one of the 
outstanding sawmill operations in this section 
of the country. The company produces both 
southern pine and hardwoods, and has an ex- 
cellent reputation for the quality of its timber 
and also for the quality of its manufacture. It 
has a fine reserve supply of timber, and is one 
of the long-lived operations in the South. In 
addition to its own large timber holdings, the 
company has available an extensive supply from 
the holdings of small owners, from whom logs 
are being purchased, delivered at the mill. It 
just happens that in this particular section 
there are fewer small sawmills than in most 
sections of the South. As a result, the tim- 
ber has not been culled out, it is of good size 
and fine quality, and much of it comes to the 
Lincoln County Lumber Co. mill at Brook- 
haven. The sales department of the company 
now is under the direction of H. E. Reynolds, 
who recently has come into the organization. 
Mr. Reynolds, who has had many years of 
experience with cypress, southern hardwoods, 
and southern pine and been associated with 
some of the best known operators in the South, 
had his first taste of sawmilling at a small 
plant in the south central part of Mississippi. 
He then worked in turn for the Lyon Lumber 
Co., Garyville, La.; the Pine Plume Lumber 
Co., Savannah, Ga., and the Aycock-Holley 
Lumber Co., at Jacksonville, Fla. Joining the 
yellow pine sales department of Natalbany Lum- 
ber Co. (Ltd.), he spent considerable time as 
field representative and special contact man 
for his company in the 
consuming districts of 
the North and East, 
and in February of 1936 
was promoted to the po- 
sition of hardwood sales 
manager of Pearl River 





H. E. REYNOLDS, 
Brookhaven, Miss.; 


Takes Charge of 
Sales Department 





Valley Lumber Co., at 
Hammond, La. In May, 
1938, he opened a con- 
centration yard for pine 
lumber in Crystal 
Springs, Miss., operat- 
ing as Southern Lum- 
ber Products Co. 
Equipped with 8-foot band, resaw, edger, 
trimmers, lath machine etc., as well as a mod- 
ern, fully equipped planing mill, dry kiln and 
other accessories that go to make up a com- 
plete lumber operation, Lincoln County Lum- 
ber Co. offers to lumber buyers exceptional 
facilities in the way of quality lumber and ex- 
cellent service, both in pine and hardwoods. 


Mr. Vernon is considered one of the outstand- 
ing operators in the South and, now that he 
has placed the sales department in the capable 
hands of Mr. Reynolds, he will be in position 
to devote his time almost exclusively to ad- 
ministration and operation of the plant and to 
seeing to it that Lincoln County Lumber Co. 
products maintain the high standard of quality 
and manufacture for which they always have 
been noted. 





Uptodate Mill, Supervised by Out- 
standing Expert, Attracts 
Many Visitors 


Morton, Miss., Feb. 20.—Recent visitors to 
the Adams-Edgar Lumber Co,, at Morton, 
were A. W. Orr and J. L. Kelley, of the Cen- 
tury Lumber Co., Newcastle, Pa., who had with 
them Mr. Miller, a retail lumber dealer from 
Ohio. They were making an automobile tour 
through the South, visiting mills and acquaint- 
ing themselves with conditions of stock and 
methods of manufacture. Other visitors re- 
cently were Mr. and Mrs. G. Morley Boyd, 
of Saginaw, Mich. Mr. Boyd is connected 
with the Booth & Boyd Lumber Co., of that 
city, and, as he and Mrs. Boyd were traveling 
by automobile, they had an opportunity to visit 
the Adams-Edgar mill as well as other plants 
in the South. All of these visitors were deeply 
interested in the operations here, and spent 
some time familiarizing themselves with stocks, 
conferring with President F. L. Adams and 
other officials, and in every way thoroughly 
enjoying their visit. 

The Adams-Edgar Lumber Co. is operating 
its recently completed mill on a schedule of 
two 44-hour-a-week shifts, cutting hardwoods 
in the day time and yellow pine at night. This 
new mill is equipped with band and resaw 
and is producing 100,000 feet daily. It is be- 
ing operated under the expert supervision of 
Stephen Shea, who long has been recognized 
as one of the outstanding mill builders of the 
country and who has a wide acquaintance, not 
alone in the South but in every section of the 
country where sawmilling is an important in- 
dustry. He was formerly a member of the 
firm of Thrall & Shea, under whose direction 
most of the important mills in the South and 
many of those in the North and West were 
designed and constructed. Mr. Adams feels 
that his company has been fortunate in secur- 
ing the services, as superintendent of opera- 
tions, of a man as experienced in saw milling 
as is Stephen Shea. 

The many friends throughout the industry 
of Guy H. Jones, sales manager of Adams- 
Edgar Lumber Co., will be pleased to know 
that he is recovering from a long and painful 
illness and is looking forward to being back 
at his desk within the next sixty days. As the 
final stage of his recuperation, Mr. Jones is 
planning to leave shortly for Kerrville, Tex., 
to spend a short time there getting the bene- 
fit of the invigorating, health-giving climate. 

M. L. Stewart recently has succeeded T. M. 
Bankston as auditor of the Adams-Edgar Lum- 
ber Co., Mr. Bankston having become con- 
nected with the Duplain Lumber Co. at Peoria, 
Ill. In this connection it is interesting to note 
that Mr. Stewart was formerly auditor of the 


company, but left to make a connection at 
Natchitoches, La., being succeeded by Mr. 
Bankston. Now Mr. Bankston goes to the 


Duplain Lumber Co. in Peoria, and Mr. Stew- 
art has returned to his former position with 
Adams-EFEdgar. 


Scion of Pioneer Lumberman Oper- 
ates Mill and Modern Retail Plant 


Hazienurst, Mtss., Feb. 20.—Representing 
the fourth generation of lumbermen connected 
with the same company, D. A. Graves, man- 
ager of the Graves Lumber Co., at Hazlehurst, 
is a splendid example of the aggressive young 
lumbermen, so many of whom are found in 
the industry today. His great-grandfather first 
operated a mill run by water power, back in 
the pioneer days. Later his grandfather es- 
tablished a lumber manufacturing plant at 
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Woodville, Miss., which was disposed of jn 
1930. Young Mr. Graves and his father then 
spent some time traveling about, both in the 
United States and in Mexico, looking for a 
supply of timber that suited them, and finally 
came back to Mississippi, bought timber and 
built a mill at Hazlehurst, which is now being 
operated together with a modern retail lumber 
and building material yard. Mr. Graves is an 
aggressive merchant and his company is active 
in promoting the building of homes in this 
vicinity. 


Improves Service Facilities of Con- 
centration Yard and Re-Mill- 
ing Plant 


CrystAL Sprincs, Miss., Feb. 20.—C. E, 
(Roy) Klumb, who for many years was sales 
manager of the J. J. Newman Lumber Co., of 
Brookhaven, Miss., until that operation cut out, 
and who since then has 
been sales manager of 
the W. B. Harbeson 
Lumber Co., DeFuniak 
Springs, Fla., recently 
- has moved back to his 
- old stamping ground in 
Mississippi, and is now 





Cc. E. KLUMB, 
Crystal Springs, 
Miss.; 
Handling Big Concen- 
tration Yard and 
Re-Milling Plant 





secretary-treasurer and 
general manager of the 
Southern Lumber Prod- 
ucts Co., of Crystal 
Springs. Mr. Klumb 
took up his new duties 
just a few weeks ago, 
and is rapidly  get- 
ting into the routine of handling a big 
concentration yard and remilling plant. A num- 
ber of improvements have been made since he 
took charge, and Mr. Klumb, who says he 
long has wanted to undertake a business of 
this kind, is quickly shaping things up to give 
quality service not only to his old friends in 
the trade, but to many new ones as well. 
Among the first things done by Mr. Klumb to 
indicate that he proposes to do business along 
the most approved lines, were to join the South- 
ern Pine Association and subscribe for the 
AMERICAN LUMBERMAN,. 








Offers Big Footage of Timber 
from Site of Dam 


Hor Sprincs, ArkK., Feb. 20.—Some 30 mil- 
lion feet of Ouachita national forest timber, 
much of it virgin pine, will be inundated by 
the proposed new Blakely Dam on the Oua- 
chita Riyer. Should the height of the dam be 
increased by 10 feet, the height sought by the 
U. S. Government, the footage of timber to 
be inundated would go far above 30 million 
feet. Construction on the dam has been held 
up, pending a final decision on its height. 

Announcement of the vast amount of timber 
to be covered was made when the Forest Serv- 
ice advertised 13 million feet for sale north of 
Bear and Hickory Nut mountains. Timber 
in this area will be affected by the backwater. 
All below the assumed waterline will be clear 
cut; but all above the waterline will be cut 
under the selective logging plan used on all 
other sections of the forest. 

Sale of 780,000 feet of timber, mostly pine, 
on Bear Creek, west of here, has been made 
to the Wright & Braughton Lumber Co., which 
operates a mill west of the city. 

Garland County, which has 105,412 acres in- 
side the forest’s boundaries, received $2,895 
from the forest turnback last year. 
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F. H. CANNON, G. J. GRAVLEE, 
Greenville; Tupelo; 
President Vice President 


Jackson, Miss., Feb. 20.—“Better Selling,” 
the official convention theme, and co-operation 
with the Federal Housing Administration, were 
the keynotes of the thirteenth annual conven- 
tion of the Mississippi Retail Lumber Dealers 
Association, held here Feb. 8-9. Sales experts 
of national reputation brought the dealers many 
advanced selling tips and sales programs. The 
convention heard three State FHA directors in 
addresses, and in resolution asked for continu- 
ation of the entire existing FHA program. 

Officers were elected as follows: 


President—F. H. Cannon, Greenville. 

Vice President—G. J. Gravlee, Tupelo. 

Treasurer—J. M. Evans, Jackson. 

Secretary-Manager—W. M. Lockhart, Jack- 
son. 

National Director—J. R. Perry, Vicksburg. 

Members of the executive committee for 
the next year will be: L. C. Gilbert, R. C. 
Stockett, E. J. Frum, B. M. Fulton, George 
Williams, all of Jackson; Murphy Thomas, 
Tupelo. 

Directors were elected as follows: Perry 
Maupin, Vicksburg; D. R. Fitzroy, Biloxi; J. 
B. Vanlauding, Starkville; Fred Temple, 
Meridian; Jack Newell, Cleveland; W. S. 
Curry, Itta Bena; J. B. Webb, Greenwood; Joe 
Hyde, Drew; T. M. Dulaney, Ruleville; T. A. 
Hintington, Hazlehurst; Miss Susie Taylor, 
Como; Sam Simmons, Grenada. 

B. W. Norris, West Point, and P. F. P. 
— Indianola, were elected directors-at- 
arge. 


Among resolutions adopted at the final ses- 
sion was one which placed the Mississippi asso- 
ciation on record as condemning “any method 
of marketing building material products through 
any other means than an established dealer.” 
Gov. Hugh L. White of Mississippi, a former 
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Seek “Better Selling,” 
Continuation of FHA 


saw mill operator who now has a chain of lum- 
ber yards and building material sales rooms 
throughout the State, appeared at the opening 
session to welcome his fellow-dealers. 

A. C. Seavey, New Orleans, district sales 
manager of the Johns-Manville Corp., recom- 
mended that dealers become. the recognized 
building headquarters in their respective com- 
munities by co-operating with contractors and 
architects; that they deal direct with the con- 
sumer; install a consumer - financing depart- 
ment; and utilize intelligent advertising and 
salesmanship. “The man who contacts the con- 
sumer, builds the completed unit, and quotes 
the price to the consumer, controls the sale,” 
he said. “No retailer can consistently control 
either distribution or his selling prices as long 
as he permits anyone to stand between him and 
the customer. 

“Let’s look a moment at the building indus- 
try through the eyes of the consumer. He’s 
accustomed to buying everything at a definitely 
known price and from a source where there is 
a single responsibility. In other words he buys 
a single “package” such as an automobile, an 
electric refrigerator, a radio—all wrapped up 
and ready to put to use. He finds that it is 
often difficult, if not impossible, to obtain that 
sort of service in the building industry. If he 
wants to build a house or remodel his home 
there may be a half-dozen people he must deal 
with in order to satisfy his wants.” 

He suggested that dealers remedy the situa- 
tion by creating the jobs for the contractor, and 
making profit for both parties. 

Less Taylor, Jackson, Tenn., residential sales 
manager of the Mississippi Power & Light Co., 
talking on how to meet competition without cut- 
ting price, advised selling homes with living 
appeal, rather than on the quality of separate 
items. “You are not only building better 
houses,” he asserted, “you are building better 
living.” ° 

The Tested Selling Methods course of th 
Merchandising Institute of the National Retail 
Lumber Dealers’ Association, developed after a 
$45,000 study of forty-five of the forty-eight 
States, was recommended bv H. J. Hansen, field 
engineer of the Southern Pine Association. 

“Tf every retail lumber dealer present could 


know of successful methods being practiced by 
dealers in other parts of the country, he would 
profit immeasurably,” Mr. Hansen stated. 

G. F. Buskie, manager of the New Orleans 
branch of the Reconstruction Finance Corp. was 
the featured speaker at the annual banquet, at 
which Reid-Magee & Company were hosts to 
the association. Mr. Buskie painted a bright 
picture for the future of the building industry, 
and explained the part that the RFC has been 
playing in the current improvement. 

“The strong upswing in building activity 
which got underway during the spring of 1937 
shows no sign of abating as the new year starts. 
Although last year started out gloomily for the 
construction industry, it proved in the end to 
be the best building year since 1930,” he pointed 
out. “This marked the fifth consecutive yearly 
gain in building activity. Succinctly stated, the 
RFC and Federal Mortgage Association are 
empowered to handle the purchasing of mort- 
gages insured by the Federal Housing Admin- 
istrator and their requirements are such that 
practically any insured mortgage will meet the 
requirements of one or the other of the two. 
agencies, thereby expanding the market already 
afforded by institutional purchasers. 

“As of the close of business January 28, 1939, 
the New Orleans Loan Agency had received 
499 offerings of FHA mortgages through the 
Federal Mortgage Association, aggregating 
$1,681,000. Of the 499, 380 covered mortgages 
on property located in Mississippi, for an aggre- 
gate total of $898,000.” 

“Be Yourself’ was the subject, of an address 
by Joe Sanders, Jr., of the Insulite Co., Min- 
neapolis, Minn. Mr. Sanders’ address, out- 
standing for its simplicity and merit, is the sub- 
ject of an editorial in this issue. 

Talks on the FHA programs in their re- 
spective States were made by Frank T. Scott, 
Mississippi director; Buck W. Horner, Ten- 
nessee director, and Fred L. Bailey, Louisiana 
director. 

The mortgagee viewpoint was brought out 
in addresses of J. C. McGee, of Reid-McGee & 
Co.; Niles Moseley, of the Standard Life In- 
surance Company; and Allison Holifield, of the 
Lamar Life Insurance Co. All are from Jack- 
son, Miss. 
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Pennsylvanians Study Merchandising 
in Relation to Need for More Homes 


PirrsBurGH, Pa., Feb. 20.—The thirty-sec- 
ond annual convention of the Lumber Dealers 
Association of Western Pennsylvania closed 
Friday, Feb. 10, after a most successful three 
day conclave at the Hotel William Penn, in 
this city. A program including highly educa- 
tional talks and demonstrations, and fine ex- 
hibits of materials, was enthusiastically received 
by the record number in attendance. 

The invocation was delivered by the Rev. 
J. B. Sause, Bethany Evangelical Lutheran 
Church, Dormont, Pa. An address of wel- 
come was extended by Frank L. Duggan, presi- 
dent, Chamber of Commerce, Pittsburgh, Pa., 
to which J. F. Kuhns, Erie, Pa., retiring presi- 
dent of the association, responded. G. P. Tex- 
tor, Wilkinsburg, Pa., for many years treas- 
urer of the association presented the annual 
financial report. The usual greetings were ex- 
tended by the Pittsburgh Wholesale Lumber 
Dealers Association and the Pittsburgh Asso- 
ciation of Lumber Salesmen. 

In his address on “Recent Developments in 
the Douglas Fir Plywood Industry,” Harry H. 
Steidle, eastern representative of the Douglas 
Fir Plywood Association, presented the prod- 
uct and its promotion, its application, and dis- 
cussed the dealer’s responsibility. He said, in 
part: 

In dry-bilt construction we eliminate the 
causes of cracking trims, etc.; it permits all 
building regardless of temperature; it cuts 
the time of building about one-third, which 
is exceedingly important so far as financing, 
insurance, etc., are concerned; it permits paint- 
ing and decorating of a house without wait- 
ing for plaster to dry and permits immediate 
occupancy of a house without endangering 
health; and upon completion it is infinitely 
easier to clean. Most important to you, it 
enables you to profit by the sale of side walls 
and ceiling materials, and it greatly 
strengthens your position to act as the focal 
point of the whole building, and to thus be 
able to influence the consumer in the direc- 
tion of sound economical construction. Every 
prospective home owner needs advice. You 
are going to be called upon to help in financ- 
ing; you are going to be called upon to 
counsel with him in connection with plans 
and specifications, and of most importance 
you are going to become the building mate- 
rials expert upon whom he is going to rely. 


Douglas Fir Plywood Standards 


Mr. Steidle cited the basic accomplishments 
of the association as first having established 
nationally recognized standards of quality; sec- 
ond inaugurated grading and grade marking 
of every product of the industry by grade 
marking inspectors that are answerable only 
to Douglas Fir Plywood Association. The 
third was a result of the first two—the accep- 
tance of Douglas Fir Plywood by the Federal 
Housing Administration. The association has 
issued numerous bulletins and sales helps on 
its application, advertised in 24 trade papers 
in 9 different consumer fields, and has received 
free publicity by the hundreds of column inches 
because the public generally is very much in- 
terested in plywood. 

In answer to a question regarding the as- 
sociation’s program of distribution, Mr. Steidle 
replied that the association had control of 
only a portion of the whole merchandising 
scheme. He called attention to the fact that 
the association since its formation had func- 
tioned only eight or nine months. He concluded 
“We recognize the presence of the problem 
and are trying to do what we can toward bet- 
tering the merchandising scheme so that we 
may have, and merit, the co-operation of the 
retail dealer.” 





Higher Quality Lumber Is Trend 


The FHA, the Wage-Hour Board, together 
with the grade marked lumber purchased by 
Federal agencies were named by a field engi- 
neer of the Southern Pine Association, 
W. H. O’Brien, as the most important fac- 
tors in a trend toward higher quality lumber 
for construction uses. Mr. O’Brien stated 
that lumber quality had declined during and 
following the “boom” of the 1920’s. Dealers, 
finding themselves in a vicious competitive sit- 
uation created by a rush of untrained and in- 
experienced builders into the lucrative field, 
had to cut price, and shoddy, jerry-built con- 
struction flourished. FHA’s rigid minimum 
construction requirements on all home building 
it finances, and grade-marking standards set 
by Government purchasing departments have 
reopened the field for good lumber. Federal 
regulation of wages and hours is another in- 
fluencing factor in today’s lumber production 
and distribution because by raising costs from 
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50 cents to $5 per 1,000 feet in some sections, 
it has forced manufacturers of cheap prod- 
ucts made by low-paid labor and by in- 
efficient methods, to improve the quality of 
their lumber to a degree to justify the higher 
prices which must be charged. Otherwise 
their cheap lumber must be restricted to the 
State in which it is made. 


Merchandising Institute 


In presenting the “Program of the Merchan- 
dising Institute of the National Association,” 
Paul Kendall, its field director, empha- 
sized the point that the tested selling methods 
program fully, clearly, and accurately cover 
the method of holding, creating, and develop- 
ing business. 

Oakley W. Heselbarth, district director, 
Federal Housing Administration, Pittsburgh, 
Pa., illustrated his address on the opportuni- 
ties in privately built low cost rental home con- 
struction with the motion picture “Today We 
Build,” depicting housing projects all over the 
world. Mr. Heselbarth stated, in part 


The business that has been done in the 
residential construction field has largely been 
financed by the FHA throughout the coun- 
try. In January of this year this district 
office accepted for insurance 142 new houses 
—single homes. From January, 1938, until 
February 1, 1939, more than 1,300 new homes, 
for which financing was in excess of $7,500,- 


000 was provided to the lumber and allied in. 
dustries in this district. FHA does the vita] 
thing—it opens up channels for the payment 
of your goods and you know now it is not 
necessary for you to carry the burden. There 
is about to be conducted in this territory a 
school for dealers and contractors to in- 
struct them in the minimum construction re- 
quirements of the FHA and of the type 
of contract documents required to get good 
service on loan applications. The problem 
confronting you is the construction financing 
and we hope to be able to assist you in that, 


“Housing is confidently expected to pro- 
vide the next great boom market for Amer- 
ican industry. For the first time in the his- 
tory of business the lumber industry is rec- 
ognized as a leader in matters pertaining to 
housing.” These statements were made by 
Don Campbell, president of the National Retail 
Lumber Dealers Association. He continued 
“We do not expect any great boom is just 
around the corner but it is reasonable to assume 
that the recovery in private construction work 
will very definitely continue for the next several 
years.” 


Discusses Depression 


It was pointed out by Bruce A. Wilson, of 
the Structural Clay Products Institute, that: 


Past experience shows that depressions run 
in seventeen year cycles which are divided 
into two periods—eleven years on the up- 
trend and six years on the downward trend. 
For example, the downward trend started in 
1928 and reached bottom in 1934 when the 
upswing began. Following this theory, the 
upward swing should reach its peak eleven 
years hence, or in 1945. Since 1934 rents have 
been rising; vacancies in all classes of con- 
struction are decreasing; foreclosures 
reached an all time peak and for five years 
have been declining (1938 was the lowest fore- 
closure period); income and employment have 
increased steadily since 1934 except for a 
slight set back in the fall of 1937 and the 
spring of 1938; the marriage rate is nearly 
double the 1932 level; actual building con- 
struction rate has been less. The obsoles- 
cence of existing structure is more acute 
than ever; there has been insufficient home 
building to care for the natural growth. It 
is considered now by the Bureau of the 
Census that the peak of American popu- 
lation will be reached in 1937 and from 
there it will decline unless we return to 
former immigration policies. Nearly all de- 
sirable residences have been absorbed and 
the house shortage is more critical than 
ever. New building can not possibly keep 
pace with the economic shortage; no con- 
struction program can mushroom over night. 
The all time low in new home construction 
was in 1934 and it has steadily grown until 
1938 which will probably exceed 300,000. We 
can’t jump to 600,000 houses in the next year. 
We have a vocational problem in training 
applicators of materials that is really some- 
thing to think about. The biggest problem 
in the entire construction industry today 
oddly enough is not technical. The entire 
problem in the construction industry today 
is a merchandising problem and the sooner 
this industry learns that merchandising is 
the key to the business of getting volume 
so soon will we get a commensurate volume. 


Dr. S. B. Ross, Department of Economics, 
Carnegie Institute of Technology, Pittsburgh, 
Pa., gave a very able discussion of the “Pro- 
tection of Property Interests under the Pres- 
ent Form of Government.” 


Getting Along with People 


With the cry for greatly needed better sales- 
manship coming from all directions it seem 
very fitting for P. H. Whiting to discuss 
“Getting Along with People” and present some 
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of the principal rules of human relations: 


First. Don’t criticise. To criticise means 
to censor, and you can’t censor construe- 
tively. 

Second. Give honest appreciation. One of 


the foremost desires of man is to be great. 
If men will spend fortunes for a feeling of 


importance, what effect will a litte praise 
have? 5 
Third. Talk about what your listener 


wants. Nobody wants to buy whatever you 
are selling, and they won’t want to until 
you tell them what they will get out of it. 
Henry Ford said: If there is any one secret 
for success it lies in the ability to get the 
other fellow’s point of view and see things 
from his angle as well as your own. 


Fourth. When you run into competition, 
all things being equal, why do they buy from 
you or the other fellow? If they buy from 
you they buy because they like to buy from 
you. So make people like you. Become 
genuinely interested in other people. Know 
the other man and his problem. We are in- 
terested in others who are interested in us. 
And, SMILE. Remember that a man’s name 
is the most important word in the American 
language to him. Be a good listener; en- 
courage others to talk about themselves. 


It is far easier to make general reflections 
about human problems than it is to devise 
and carry out measures for solving them. 
Take the thing you are the worst on and go 
to work on that. Constantly remind your- 
self. If you really want to do it put some 
steam behind it. Men are failures not be- 
cause they are stupid, but because they are 
not sufficiently impassioned. It takes cour- 
age, strength of character, and determination. 
That quality can do anything that can be 
done in this world and without it, no cir- 
cumstances, no opportunities, will make a 
two legged creature a man. 


Industry and Change 


“Change, and How It Affects Our Indus- 
try’ was the subject of L. C. Hart, general 
sales manager, building material department, 
Johns-Manville. He discussed it from the 
standpoint of economics, selling and advertising. 
Economically there were three cycles for dis- 
clssion : 


1st cycle—1919-28—Boom period 

2nd cycle—1929-38—Depression 

_ 3rd cycle—the 10 years of opportunity that 
lie ahead of us leading up to 1950. 


Mr. Hart said, in part: 


In the first era it didn’t make any differ- 

ence so far as we were concerned what the 
general state of business conditions was be- 
cause our industry was going ahead during 
that period according to its own pattern. 
We declined continuously from the peak of 
1925 through to the high business prosperity 
of 1929 and on into the bottom of 1933. Then 
we hit this period of adjustment and over- 
hauling—the depression era. During the first 
five years we spent the time wondering what 
it was all about, but during the last five 
years we have been taking inventory and 
we have developed a new technique in all of 
those branches of merchandising. The first 
factor that we consider with respect to resi- 
dential construction is that of population. 
During the first years the law of supply and 
demand only affected our sales. We still go 
on that theory, but it is a different kind of 
demand. We must sell to an entirely differ- 
ent type of demand, and that is want de- 
mand. 
_ Statistics show our population will reach 
its peak in 1949 or 1950, and it is indicated 
that the next eleven years will present the 
best opportunity to cash in economically on 
the need demand with respect to residential 
Potential. 

What have we learned from the study of 
merchandising? We have learned that we 
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have a nation with the widest market on 
earth; a nation possessing the most money; 
a nation with the greatest eagerness to buy; 
a nation in which the poorest selling job has 
been done of all time. We have learned also 
that 70% of the goods in general industry 
that are actually sold are sold, measured in 
dollars, by 20% of the number of salesmen 
working in this country today. We have 
learned that the public wants information 
about our product—new homes and home re- 
modeling. We know that the consumer wants 
a@ wrapped up package; he wants information 
about the complete home, not only with labor 
included but financing attached to it. He 
wants a one-step service station in the 
building industry. He doesn’t care where it 
is as long as he can get the whole business 
at one place. That logical place is the retail 
lumber merchant. 

What have we learned about advertising 
in the last five years? Quite a few things. 
First. Give the public information, educa- 
tion. Second. They are interested in the 


wrapped up package. 
Mr. Hart presented an interesting chart, the 
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result of a survey made over a five year pe- 
riod, showing WHEN to advertise. 


Discusses Government Policies 


C. F. Zimmerman, president of the First 
National Bank, Huntingdon, Pa., secretary of 
the Pennsylvania Bankers Association, and a 
board member of the U. S. Chamber of Com- 
merce criticized fiscal and economic policies 
of the Federal Administration, and praised the 
approach to State financial affairs of newly in- 
augurated Gov. Arthur H. James, who he said 
has given. business reason for encouragement. 
“The touchstone of American Business Prog- 
ress is the renewal of our faith as a people in 
the processes of friendly enterprise through a 
better understanding of the imperialistic handi- 
caps now resting upon them.” 


Athletics and Business 


Major John L. Griffith, Commissioner, Inter- 
collegiate Conference, Chicago, whose contacts 
with business men have familiarized him with 
their problems, urged the dealers to “Play the 
Game the American Way.” He said in part: 

Democracy is a glorified athletic game. 
There are certain fundamentals that apply 
to the field of athletics as to the free enter- 
prise system. We are not going to subscribe 
to the theory that by handicapping the cham- 
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pion we can help the dub. Those who are 
willing to pay the price for victory—those 
who are willing to work hard and who are 
honest and industrious should have the prize. 
In America we give everybody an opportunity 
but we don’t guarantee he will be a winner. 
You employers are comparable to the coaches 
in football and the coach who is wise gets 
the boys to believe it is their responsibility 
to win or lose the game. The wise lumber 
dealer uses to some extent the same attitude 
in the treatment of his employees. We know 
that all men are not equal; that certain men 
have certain qualities that others do not 
have, but we know that they all have the 
privilege of trying to find the niche into 
which they fit and that there is a place for 
everybody and most of our successful busi- 
nessmen have found that niche. 

Some people apparently have the idea that 
it is wrong to win. There is a certain school 
who speak of the joy of effort, but not of 
joy in achievement. If we followed that 
fallacy we would be a nation of spineless 
shrimps. They would have us believe it is 
wrong to want to win a prize; that the word 
commercial is wrong. Production for use 
and not for profit is what communists talk 
about. Again I say if a man pays the price 
for victory he should have the prize. We 
have to take more time to get the facts, and 
then get them over to the people for there 
are a great many that people in their ignor- 
ance have not gone into and it is part of our 
job to sell them facts. We must fight our 
own battles; as Americans we have always 


done that. 
New Officers 


The final session convened Friday morning, 
February 10th, at which memorial services 
were conducted by Rev. C. B. Wible, Mt. 
Washington Presbyterian Church, Pittsburgh, 
Pa., for deceased members. An address by 
the newly elected president, L. W. Darr, 
of Ligonier, Pa., followed the introduction of 
the new officers of the association. ; 

The ladies who attended the convention en- 
joyed a luncheon and entertainment held Thurs- 
day, February 9th, at the Hotel Schenley, 
while the retailers were the guests of the 
Pittsburgh Wholesale Lumber Dealers Asso- 
ciation at a luncheon in the William Penn 
Hotel at the same hour. The social events 
culminated with a banquet and dance on 
Thursday evening, February 9. The invoca- 
tion by Rev. Donald A. Spencer was followed 
by an address “Can We Have Security in 
the Modern World,” by Dr. Herbert L. 
Spencer, President, Pennsylvania College for 
Women, Pittsburgh. 

Officers for 1939 were elected as follows: 

President—L. W. Darr, Ligonier. 

First Vice President—J. R. Evans, Donora. 

Second Vice President—W. E. Ahlers, Pitts- 
burgh. 

Treasurer—G. P. Textor, Wilkinsburg. 

General Counsel—Carl Van der Voort. 

Secretary—R. F. McCrea. 

Directors at Large—L. W. Darr, Ligonier; 
W. F. Campbell, New Wilmington. 

Director to the National Retail Lumber 
Dealers Association—George N. Glass, Pitts- 
burgh. 

National Councillor to the United States 
Chamber of Commerce—W. F. Campbell, New 
Wilmington. 

Resolutions included hearty endorsement of, 
and a pledge of support to the Merchandising 
Institute program to improve selling and a rec- 
ommendation to Governor James of Pennsyl- 
vania that a careful survey be made with the 
idea of revising the program of school build- 
ing construction known as the Thompson Plan. 
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Merchandising, Sales Training 
Are Virginians’ Chief Themes. 


Study Method Endorsed--Permanent FHA Title | Asked--State 
Wage-Hour Law Opposed--Tax on Trucked-in Lumber Urged 


RicHMOND, VA., Feb. 20.—The Virginia 
Building Material Association, at the closing 
session of its two-day annual convention, held 
at the Hotel John Marshall, here, on Thursday 
and Friday, Feb. 16 and 17, elected M. A. Has- 
singer, of Bristol, president, to succeed Chris- 
tian Weaver, of Newport News. 

Other officers elected were: L. C. Smith, of 
Clarendon; C. B. Nettleton, of Covington; Ed- 
gar N. Young, of Fredericksburg; J. A. Hagan, 
of Norfolk, vice-presidents; S. T. Massey, of 
Richmond, treasurer; and the following direc- 
tors were named: Edward M. Hardy, of Vir- 
ginia Beach; E. R. Speaks, of Luray; J. G. 
Bosang, of Pulaski; Henry P. Ames, of Arling- 
ton; S. L. Burrough, of Tappahannock; R. M. 
Felton, of St. Paul; J. T. Love, of Newport 
News; B. T. Taylor, Jr., of Farmville; May- 
nard C. Campbell, of Lynchburg; D. P. Wood, 
of Warrenton, and H. J. McCafferty, of 
Roanoke. 

Christian Weaver, retiring president, was 
named to the advisory board, and Craig Ruffin, 
of Ruffin & Payne, of Richmond, was named to 
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the board of the National Retail Lumber Deal- 
ers’ Association. Earl C. Talbert, of Banville, 
was named councillor to the Chamber of Com- 
merce of the United States. 

Roanoke was picked as the scene of the 1940 
convention, marking the first time the associa- 
tion has failed to hold its annual meeting in 
Virginia’s capital city. 


Urges Renewal of Title | 


The association, in its closing session, ex- 
pressed vigorous opposition to the proposed es- 
tablishment of a State wage and hour law in the 
near future, and urged permanent renewal of 
Title I of the National Housing Act, which en- 
ables the Federal Housing Administration to in- 
sure loans for home modernization and repair. 

The association resolved “to oppose to the limit 
of its ability any legislation designed to estab- 
lish a wage-hour law until such time as experi- 
ences may be gained from the operation of the 
Federal wage-hour law.” 

The association, in its resolution on Title I 


HARRIS MITCHELL. 
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of the National Housing Act, said, “It was 
clearly demonstrated in the latter half of 1937 
that the building industry was seriously cur- 
tailed when this part of the Act was allowed 
to expire.” Only July 1 it will again lapse un- 
less renewed. 

The association, in another resolution, recom- 
mended that the Virginia General Assembly im- 
pose a tax on lumber and building materials 
coming into the State by trucks “and sold in 
competition with regularly established dealers.” 

Home ownership is “the one sound and safe 
cure for radicalism and communism in Amer- 
ica,” A. O. Eberhart, former governor of Min- 
nesota, and now with the FHA in Washington, 
told the closing session Friday. Speaking of the 
FHA, he told his hearers that “we have never 
had any institution in the United States that 
meant so much to you.” 

Citing the achievements of the FHA in the 
past few years, Mr. Eberhart said that one re- 
sult had been to improve American citizenship. 
Owners of homes are the best citizens, he said. 

“Tn its four and one-half years,” he said, “the 
FHA has aided 350,000 home owners either 
to build or refinance their homes, with a sur- 
prisingly small loss on the few foreclosures. 
The FHA netted $4,500,000 for the Federal 
government last year,” he said, “after all the 
agency’s expenses were paid.” 

Mr. Eberhart praised Virginia’s FHA accom- 
plishments. This State, he said, has led most 
other States in the South and the FHA or- 
ganization in Virginia has accomplished great 
things. Virginia’s lending institutions have 
given loyal support to the FHA he added. 

The trend in the United States, he said, must 
be more and more to the lower-priced home, 
because the average wage-earner cannot afford 
to “go very high.” Virginia, particularly, has 
had success with homes of the $3,000 to $3,500 
class, he pointed out. 


Great Demand for Building Is Seen 


M. P. Patterson, assistant cashier State- 
Planters Bank & Trust Co., Richmond, pre- 
dicted that the economic demand for building 
would be greater this year in some lines, par- 
ticularly public works and residential building, 
and probably as good, if not better, in other 
lines. 

T. Pelzel, branch manager of the Celotex 
Corporation, Philadelphia, Pa., told the build- 
ing material men that the fabricated house is 
not on the way, it is here, and it will present 
a competitive problem. Competition, he added, 
will be similar to that of the phonograph indus- 
try when the radio became popular. With in- 
telligent direction of advertising and sales and 
general alertness on the part of the building 
material men, the problem can be met and 
solved, he said. 

The Rev. A. E. Acey, pastor of Boulevard 
Methodist Church, Richmond, said that home 
ownership was one of the prime factors in se- 
curity and happiness. 


National Small Homes Demonstration 
Van Buren Wright deVries, of Washington, 


’ D. C., assistant director of the National Lum- 


ber Manufacturers’ Association, described the 
National Small Homes Demonstration program 
of his organization and the National Retail 
Lumber Dealers’ Association. The Virginia as- 
sociation later endorsed the program, and also 
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that of the Merchandis- 
ing Institute of the Na- 
tional dealers’ associa- 
tion. 

W. F. Liebenow, councillor to the U. S. 
Chamber of Commerce, said that to improve 
business, labor laws should be modified to make 
employer and employee equally responsible in 
labor controversies; that taxes must be light- 
ened, and government activities in direct com- 
petition with private business must be curbed. 

Referring to the slogan of the Chamber of 
Commerce of the United States, that “what 
helps business helps you, and what helps you 
helps business,” Mr. Liebenow said: “It is this 
cycle which, if unbroken, spells prosperity.” 
He said the greatest need of the country today 
is to stem the tide of government encroachment 
on business and to re-establish confidence in 
business and in the country. 

The Chamber, he said, fills the role of diag- 
nosing physician to American business and en- 
deavors to prescribe remedies to cure its ills. 
In its capacity as the national chamber, it has 
thé opportunity to recognize the symptoms of 
business ills, and sets in motion the machinery to 
cure those ills. The Chamber’s slogan, he said, 
has caused people to think. “That,” he added, 
“is the keynote of all success—to get people to 
thinking.” 

Too Many Governmental Restrictions 


American business, he said, must be relieved 
of the all too many government regulations and 
restrictions which have been, and still are, re- 
tarding progress. It must have relief from the 
heavy tax burden which is now imposed on it 
under numerous acts. “You may call it what 
you will, and collect it through whatever de- 
partment, the fact remains that it still is a 
tax,” he reminded his hearers. The Chamber, 
he said, is most vigorously opposed to govern- 
ment activities in direct competition with pri- 
vate enterprise. 

Ray E. Saberson, trade promotion manager 
for the Weyerhaeuser Sales Co., St. Paul, 
Minn., brought out the need for better mer- 
chandising methods in a talk on “Tested Sell- 
ing Methods.” 


Retailers Face Great Opportunity 


“The retailing industry,” he said, “stands at 
the very top of the list in service and profit 
opportunities during the next decade. It has 
immense markets to satisfy, in farm buildings, 
new homes, and repairing and remodeling of 
existing property. It has the materials with 
which to do the job. Many new materials 
have come into the picture within the last few 
years that not only make existing properties 
obsolete, but make many persons more anxious 
than ever before to build new homes. Money 
is available in unlimited quantities for new 
home construction, repairing and remodeling. 

“There are now approximately 11,000 lend- 
ing agencies in the country that are anxious to 
furnish money for this purpose on the most 
liberal of terms and at the lowest rates ever 
known. The retail lumber dealer now has 4 
new method of selling, on the monthly payment 
plan. He no longer sells the raw material at 
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so much per thousand feet, but he sells the 
completed unit through co-operating contractors 
at so much per month. He now harmonizes his 
selling program with the buying habits of the 

ple of his community. Only one essential 
ingredient is lacking—better salesmanship. 
Having found that profits are not made on the 
buying end of the business, the lumber dealer 
now is turning to the selling end, with im- 
proved salesmanship. One of the most impor- 
tant things that have happened in the industry is 
the development of a sales training course now 
available to lumber dealers to help them to do 
a better job of selling. This is furnished 
through the Merchandising Institute.” 


Amemcanfimberman 


Mr. Saberson cited numerous instances which 
showed what happens when the lumber dealer 
knows the fundamentals of salesmanship and 
applies them to his business. 


Reports Are Heard 


Reports were made by Christian Weaver, re- 
tiring president; S. T. Massey, treasurer, of 
Richmond; Harris Mitchell, secretary-manager, 
of Richmond, and George W. Herring, director 
to the National Retail Lumber Dealers’ Asso- 
ciation at the opening session Thursday. 

Discussion of merchandising methods and 
training lumber salesmen was a major objec- 
tive of the convention. A question-and-answer 
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program on liens, and a merchandising discus- 
sion, featured one of the sessions. 

Other speakers at the two-day conclave in- 
cluded J. A. Hagan, president, Roberts & Hagan 
(Inc.), Norfolk, who spoke on “Let Us Do 
Our Own Job”; D. Webb Mason, manager, 
New River Lumber Co., Narrows, Va., who 
took as his subject, “Dealers Wise Merchan- 
dise,” and J. Ben Wand, of Jacksonville, Fla., 
who spoke on “As I View Your 13th Annual.” 

The Richmond National Home Show was 
conducted in the hotel in connection with the 
convention. Local and national concerns and 
governmental agencies had exhibits showing the 
latest developments in home building. 


Tennessee Dealers Plan Expansion of Activities; 
Seek State-Wide Co-operation 


NASHVILLE, TENN., Feb. 20.—J. Fred Hath- 
cock of Nashville was elected president of the 
Tennessee Lumber, Millwork & Supply Dealers 
Association at the fourteenth annual meeting of 
the group here, Feb. 10. Representative deal- 
ers from all sections of the State attended the 
one-day business meeting and a majority took 
part in a discussion concerning the continuation 
and expansion of the association’s scope of ac- 
tivities. The association has been operating on 
a restricted basis for the past two years. 

In addition to President Hathcock, the fol- 
lowing officers were elected by the board of 
directors immediately following adjournment of 
the meeting : 

Vice President East Tennessee—J. C. Mc- 
Clellan, Elizabethton. 

Vice President Middle Tennessee—Flem W. 
Smith, Nashville. 

Vice President West Tennessee—R. D. Con- 
ger, Jacksonville. 

Acting Secretary-Treasurer—J. Tyree Fain, 
Nashville. 

Mr. Fain, who is the association counsel, has 
been serving as temporary secretary since the 
resignation of J. A. Minnich of Chattanooga on 
Jan. 1. 

A meeting of the board of directors pre- 
ceded the opening session of the convention, 
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which got under way at 10 A. M. under the 
direction of President Paul B. Carr, Johnson 
City. Former Secretary Minnich was present 
and expressed his regret at severing his con- 
nection with the organization. He stressed the 
necessity of active local groups throughout the 
tate as a basis on which to build a strong 
tate association. 


Fred R. Stair, Knoxville, the association’s di- 
rector on the board of the National Retail Lum- 
ber Dealers’ Association, described the effective 
work being carried on by the NRLDA for the 
betterment and progress of retail lumber and 
building material dealers throughout the entire 
country. “The National,” he said, “deserves our 
praise for its efforts and influence in securing 
the original set-up of the FHA, and for the 
campaign it is now conducting to secure the in- 
definite extension of Titles I and II of the 
National Housing Act.” 


Mr. Stair also stressed the value of the pub- 
lic relations department of the NRLDA in its 
preparation of favorable publicity suitable for 
use in local newspapers. He recommended that 
each dealer take advantage of the course in 
Tested Selling Methods now being offered 
through the Merchandising Institute of the or- 
ganization. In summing up business conditions 
and prospects, he predicted that 1939 would be 
the best building year since 1928. 

The feature address of the morning session 
was given by C. L. Marshall, Johnson City, 
past president of the association, whose remarks 
included a tribute to the accomplishments of the 
NRLDA, a plea for the recognition of the prin- 
ciples of better merchandising and a suggestion 
that a stronger State association be built up so 
that Tennessee dealers could be in a better posi- 
tion to co-operate with the national and regional 


. groups. 


C. E. Marsh, Memphis, secretary of the Meni- 
phis Lumbermen’s Exchange and active in the 
Memphis and Knoxville Small House Construc- 
tion Bureaus, outlined results secured by deal- 
ers of the two cities in promoting home build- 
ing. “Salvation for the retail lumber dealer,” 
he said, “lies in the co-operative work and in 
adoption of modern principles of selling, which 
must include unit selling.” 


W. J. Sanders, Jr., Tullahoma, reporting for 
the nominations committee, named the following 
new members to the board of directors: 

C. L. Marshali, J. Fred Hathcock, O. L. 
Reed, and Mr. Sanders. Other directors of 
the association include: H. A. Doak, Green- 
ville; Earl Witt, Knoxville; John F. 
Vaughan, Jr., Winchester; Ulric W. Gunter, 
Shelbyville; J. W. Threadgill, Lexington; 
H. N. Moore, Martin; E. G. Butler, Memphis; 
H. P. Tomlin, Jackson; H. N. Carmichael, 
Knoxville. 

The annual convention luncheon was held in 
the grill of the Hotel Hermitage and the feature 
speaker of the afternoon session was J. Tyree 
Fain, who dealt with legislative matters con- 
cerning Tennessee dealers. He urged the deal- 
ers to take a more active part in legislative mat- 
ters and stated that it is their duty to keep 
representatives informed. He told of the me- 
chanic’s lien law now in effect in Tennessee and 
of the proposed changes in the workmen’s com- 
pensation law, as well as discussing a proposed 
anti-chain store measure which would work 
against any dealer operating more than one 





yard in the State. In closing, Mr. Fain dis- 


cussed the National Labor Relations Act, the 
Wage Hour Law, and touched on the subject 
of taxation and related subjects. 

Resolutions adopted included a request for 
the extension of Titles I and II of the National 





PAUL B. CARR, 
Johnson City; 
Retiring President 


J. TYREE FAIN, 
Nashville; 
Association Counsel 


Housing Act beyond their expiration date of 
July 1. A meeting of the board of directors 
will be called by President Hathcock in the 
near future to decide the policy of the associa- 
tion and its program for the ensuing year. An- 
nouncement will possibly be made at that time 
concerning the selection of a new secretary. 
The association’s counsel, J. Tyree Fain, will 
continue to act as secretary until that office has 
been filled by the board. 





Decorative Program at Fair 
Includes Wall Paper 


Jo.iet, ILt., Feb. 20.—According to the Feb- 
ruary issue of “The Co-operator,” monthly pub- 
lication of the Lennon Wall Paper Co., here, 
wall paper will be given a big play at the New 
York World’s Fair, and included in the wall 
decorations of the six houses in “The Town 
of Tomorrow” will be several patterns from the 
Lennon Peacock and Rotocraft lines. A special 
selection of the company’s wall papers has al- 
ready been forwarded to the decorators’ com- 
mittee from which the designs to be used will 
be chosen. It is expected that fifty million peo- 
ple will visit the Fair, and the showing will 
mean much to retail lumber dealers handling 
the Lennon line, many of whose customers will 
see the designs that have been given this pref- 
erential treatment. 
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Dakotans Come Through Blizzard 
to Plan for What’s Ahead in 1939 


They Urge Extension of FHA; Heartily Endorse Sales Training--Oppose State 
Use of Gas in Place of Own Lignite and a Proposal for Gross Income Tax 


Farco, N. D., Feb. 21.—Succeeding Elmer 
Swenson, of the Thompson Yards (Inc.), James- 
town, as president of the North Dakota Retail 
Lumbermen’s Association for the ensuing year, 
is the retiring vice president, Ward D. Briggs, 
of Fargo, vice president and treasurer of 
Crane-Johnson Co., general office West Fargo. 
Named vice presidents were T. H. Ferber, 
Salzer Lumber Co. representative, Oakes, and 
A. M. Dammen, of Central Lumber Co., Fargo. 

Directors named are new: Mr. Swenson; 
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Randall Thompson, Beach Lumber Co., Beach; 
and George Patterson, Rugby Lumber Co., 
Rugby. 

Choose Secretary Differently 


Policy as to election of a secretary was 
changed, effective this year. Instead of being an 
item of convention business, it will hereafter 
be left to the new officers and directors each 
year. So many of that group being absent 
from the Fargo session, a meeting will be ar- 
ranged as soon as possible to decide the mat- 
ter. 

Floyd P. Lavelle of Fargo, who has been 

D. association secretary ten consecutive 
years following one term as president, deserted 
the ranks of the dealers this January to enter 
the lumber brokerage business for himself, re- 
maining in Fargo, however. He had been 
with the William H. White Lumber Co., Fargo, 
23 years, the last 15 as general manager. 


Storm Cuts Attendance 


The North Dakota lumbermen met in 32nd 
annual session at the Elks Temple, Fargo, Feb. 
20-21, all sessions, including social centering 
there. Plans were based on expectations of at 
least 500 dealer-salesmen attending, but one 
of the worst blizzards of the several that have 
made this February unpopular, just preceding 
opening day, cut it to slightly over 300—an es- 
pecially fine showing nevertheless, considering 
travel handicaps encountered. Of that number 
175 or more were dealers. 


Look Into Future 


Outstanding authorities on building materials 
and methods were present to help the North 


Dakota dealers see “what is ahead for the 
lumber business” in their territory for 1939. 
Supplementing oral efforts was an unusually 
large and comprehensive showing of exhibits, 
with 27 concerns represented, from seven 
States. Thirty-five firms contributed to mak- 
ing the convention a success. The convention 
attendance representation from Minnesota was 
unusually large this year, with a scattering 
from half a dozen other States. 

Routine business, transacted at the Monday 
afternoon opening session gave way to Mayor 
Fred Olsen’s welcoming address, to which 
Elmer A. Swenson, association president, of 
Jamestown, responded, following with his 
annual address. 

President Swenson noted that “all lumber 
and building material conventions are being 
well attended this year,” and called attention to 
“many new items of merchandise in the build- 
ing field present this year that had not before 
been displayed at ‘our conventions.’ ” 

Though “our sales volume is not as great as 
we would like to have it, our industry is forg- 
ing ahead,” he said. “New ways found to im- 
prove products of the mills affect shingles, mill- 
work, and many other building materials. “An 
important fact is that these improvements are 
taking place at no additional cost to the con- 
sumer.” 

He noted the growth of installment selling 
in the lumber industry in North Dakota and 
gave as a leading reason for its not being “as 
fast as we would like to see it,” lack of confi- 
dence of the consumer in his earning power 
and ability to make payments as they come 
due. He also mentioned favorably the now 
available course in sales training, composed 
of tested selling methods. 

Deplored, was a great lack of purchasing 
power despite the greater interest of people in 
better housing and improvement of their homes 
in North Dakota, this due to adverse conditions 
prevailing there. “But,” he countered, “with 
the many good tools we have to work with, 
better merchandise, finance for installment sell- 
ing, better merchandising methods and the 
assistance of good live associations, we can in 
some measure overcome our handicap.” 


"Family" of Retailer's Assistants Grows 


The Monday afternoon topic of R. C. Bink- 
ley of Everett, Wash., representative of the 
Red Cedar Shingle Bureau, Seattle, “Whose 
Baby Is It?”’—one which, incidentally had 
evoked much curiosity as to “what” the “baby” 
might be, grew to “Whose Babies Are They” 
with Binkley’s appearance, and revealed a 
“family” increase to five, three of them, how- 
ever, “well along in years and doing a splendid 
job of assisting you in your business problems.” 
The babies, in brief, proved to be: “Your own 
State and regional associations; National Retail 
Lumber Dealers’ Association; National Lumber 
Manufacturers Association; Federal Housing 
Administration; and, fifth and youngest, Tested 
Selling Methods.” 

The last, it seemed, is probably one of the 
most important, since “merchandising is the 
one great problem of the industry. . . . Keep 
in mind,” Binkley adjured, “what O. C. Lance 
has to tell you about this latest activity of 
your association, through its affiliation with the 
Merchandising Institute. I’m positive that if 
you support this last baby by immediate enroll- 
ment, you will harvest a benefit, because it 


brings to every dealer and his employees the 
practical tested selling methods that will pro- 
duce bigger and better sales—profitable sales,” 
In closing he appealed: “Gentlemen, we have 
our family of five babies. Adopt them if you 
have not already done so, for they are working 
and will continue to work for your benefit.” 


"North Dakota—What Is I+?" 


Much of a chalk talk Monday by Prof. Tom 
Stine, dean of men, Jamestown College, James- 
town, N. D., on “North Dakota—What Is It?” 
was illustrated by drawings, with the sugges- 
tion made that certain parts “may have to be 
supplemented by study of a State map or by 
pure imagination.” It was a most instructive 
address, presented in an outstandingly interest- 
ing manner, presenting North Dakota largely 
from a geological standpoint. 


Presents Case for Free Enterprise 


“The Case for Free American Enterprise” 
was forcefully presented Monday by Wm. E, 
Hammond of Minneapolis, Northwest repre- 
sentative of United States Chamber of Com- 
merce, Washington, D. C., who vigorously 
attacked, with approval of many listeners, the 
Government’s huge spending program—using 
dollars where dictator countries are using mus- 
kets, as he tersely put it. 


Defends Lignite Industry 


Not scheduled on the Monday program, but 
commanding earnest thought and consideration, 
was the appeal of Kent Powers, Fargo, secre- 
tary of the Fargo-Moorhead (Minn.) Fuel 
Exchange, to the association members to put 
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pressure upon the Greater North Dakota Asso- 
ciation, with which most of them are affiliated, 
to “be more active in preserving the secon 
largest industry in North Dakota, that of lig- 
nite mining.” Powers charged that the GNDA 
had not done its part in opposing recent pro- 
posed natural gas legislation in that State, 
having taken no action, he declared, to oppose 
House Bill 192, requiring use of natural gas ™ 
all public buildings in North Dakota. He gave 
no credit to GNDA for the killing of that pro- 
posed measure, although, he said, such help was 
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promised, and urged that each North Dakota 
association member write the GNDA in urgent 
terms, demanding that it work “for the lignite 
industry” in the future. 


Long-Time Favorite Is Heard 


Most of Tuesday afternoon was given over 
«9 Ormie C. Lance, Minneapolis, Northwestern 
Lumbermen’s Association secretary, without 
whose presence such a convention would seem 
incomplete. Lance covered two fields, present- 
ing at request of North Dakota association 
oficers, on behalf of National Retail Lumber 
Dealers Association, “Tested Selling Methods,” 
as he has before so many gatherings, and, fur- 
ther, as a special topic, “Your Dues Dollar 
in Action.” 


Resolutions Adopted on FHA, Training 
and Gas 


Resolutions adopted (presented by Ben 
Grotte, of Valley City, chairman, H. T. Alsop, 
of Fargo, and E. B. Murphy, of Jamestown, 
resolutions committee) included a petition to 
the FHA and Congress to extend Title 1 for at 
least two years after June 30, 1939; to effect 
appropriate changes in National Housing Act 
to make Class 3, Title 1 loan more workable 
by extension of the loan term to not less than 
{0 years, and to fix the maximum amount of 
sich loan at not less than $2,500; to extend 
the 25-year mortgage term provision under 
Title 11 for at least two years after June 30, 
1939. 

The program of the Merchandise Institute 
of the National Retail Lumber Dealers Asso- 
ciation was heartily endorsed, with recommen- 
dation that members enroll employees for the 
sales development program offered. 

One of the strongest resolutions passed put 
the association on record as emphatically op- 
posed to introduction of imported natural gas 
into North Dakota for public institutions, and 
to passage of N. D. Sen. Bill 274, termed a 
“subterfuge to effect such gas introduction.” 
Opposition was based on predicted injury to 
North Dakota’s important lignite industry and 
aggravation of an already serious unemploy- 
ment problem within the coal industry, as well 
as in railroads, retail lumber yards, etc. Use 
of “public funds to promote private enterprise” 
was strongly disapproved. The Reconstruction 
Finance Corporation was petitioned to deny any 
and all applications for loans to finance laying 
of pipe lines into North Dakota. 

Another besought all N.D. legislators to 
vigorously oppose final passage of H.B. 388, a 
proposed gross income tax measure that would 
effect such a duplication of taxes that individ- 
wal wage earners, farmers and all merchants, 
including wholesale and retail lumber dealers, 
would in many cases be taxed into bankruptcy. 

Still another advocated complete transition 
from cloth to paper sacks for cement and elimi- 
nation of the price differential. 


Social Features 


_ Following the usual convention custom, social 
features comprised the Dutch lunch, smoker 
and floor show at the Elks Club Monday eve- 
ning, at which the retail dealers were hosts, 
with Secretary Lavelle in charge of arrange- 
ments. A floor show and special “German 
band” were included. Some attended a wrestling 
match at the Auditorium that evening. 

Tuesday evening was devoted to the 25th 
annual salesmen’s banquet and entertainment 
for the dealers, also at the Elks club, with 
. L. E. Godwin general chairman and toast- 
master. In charge of entertainment—a fine 
floor show and special orchestra music—were 
Frank Probst and H. W. Byfield, and of ban- 
quet arrangements, Walter Murfin, Ed Clark 


and Earl Williams. Covers were laid for 350 
or more. 





EXPRESS SERVICE in the United States will 
he one hundred years old on March 4, the 
first “expressman” having been William F. 
Harnden who carried packages between New 
York and Boston in a carpethag. 
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Southern Pine Raising Standards 
to Improve Industry’s Service 


New Orteans, La., Feb. 20.—Decision to 
make available to all manufacturers of south- 
ern pine, at actual cost, the Southern Pine As- 
sociation’s inspection service for grade-marking 
lumber, and recommendations for certain 
changes in the official grading rules for south- 
ern pine, including the designation of new 
grades of dimension which will carry specific 
stress values, were important developments of 
a series of meetings of the executive and grad- 
ing committees of the SPA, in New Orleans, 
starting Tuesday and ending late today. There 
also was a meeting of the Southern Pine Indus- 
try Committee on Tuesday. 


Inspection Made Available to All Mills 


Secretary-Manager H. C. Berckes explained 
that the action of the executive committee, 
which held sessions Tuesday and Wednesday, 
was taken to meet the widely increasing de- 
mand by home builders and other consumers for 
standard and grade-marked lumber, and as a 
further step in the association’s program of 
raising industry standards voluntarily. In mak- 
ing the announcement he said: 


Under the action taken by the SPA execu- 
tive committee on Wednesday, the associa- 
tion’s authoritative inspection and grading 
service will be available at actual cost to all 
southern pine manufacturers. This service 
will include the privilege of grade-marking 
their output just as soon as the mills have 
shown that their product meets the required 
standards of manufacture, and the mills’ 
graders, by actual test, have demonstrated 
their efficiency. At the present time more 
than 350 southern pine mills are regularly 
furnishing grade-marked lumber and under 
the facilities now to be made available to the 
entire industry by the association, a large 
number of additional mills also will be en- 
abled to grade-mark their output, thus 
greatly increasing the sources of supply of 
this certified building material. 


Non-Subscribers to Use Special Mark 


The service to be furnished southern pine 
manufacturers who are not subscribers to the 
association, Mr. Berckes stated, will include 


regular and complete examination of mills to. 


check their manufacturing, seasoning and grad- 
ing practices, and output; permission to use a 
certifying mark that will be official and au- 
thoritative, and lower charges on claim and cer- 
tificate inspections. The grade-mark that will 
be -used by non-subscriber mills that take the 
special inspection and grading service, will be 
SPIS, the initials of the Southern Pine Inspec- 
tion Service, he said. At present it is esti- 
mated that the cost of the service to non-sub- 
scriber mills will be 9 cents per thousand feet 
on the entire shipments of the mills, and this 
will be the basis upon which the inspection and 
grading service will be made available to non- 
subscribers. 

Mr. Berckes pointed out that the lumber of 
licensed SPA subscribers will continue to be 
grade-marked SPA, and that promotional 
efforts in behalf of SPA garde-marked lumber 
will be continued with funds obtained from as- 
sociation subscribers who also support SPA ac- 
tivities other than inspection, including traffic, 
conservation, statistical and advertising and 
trade promotion and who pay a greater assess- 
ment than those who take only the newly cre- 
ated inspection and grading service for non- 
subscribers. 

President W. T. Neal. of Brewton, Ala., 
presided at the sessions of the executive com- 
mittee, which also considered various business 
affairs of the SPA presented by Secretary- 
Manager Berckes. 

The Southern Pine Industry Committee’s 


sessions were presided over by Chairman C. C. 
Sheppard, Clarks, La. Those present consid- 
ered various phases of the Federal wage-hour 
law and its administration as affecting the 
southern lumber industry. Representatives of 
the southern hardwood and cypress industries 
participated in the meeting. No action was 
taken by the committee on the matters con- 
sidered. 

W. T. Murray, Rochelle, La., chairman of 
the grading committee, presided at the sessions 
of this body, which began Wednesday morning 
and continued until late this afternoon. A. S. 
Boisfontaine, assistant secretary of the SPA 
and R. R. Cahal, manager inspection depart- 
ment, assisted in presenting proposed modifica- 
tions of the association’s grading rules, and 
offered explanations of various points and ques- 
tions to the members of the committee. 

Based on experiences of the staff, the com- 
mittee was enabled to accomplish many simpli- 
fications and clarifications of the grading rules, 
by eliminating ambiguities, simplifying and 
clarifying definitions and bringing the phrase- 
ology of the rules into conformity with the lan- 
guage of the American Lumber Standards. 
Some minor changes were made in a num- 
ber of grades, but the outstanding features of 
the grading committee’s sessions consisted of 
creation of new grades in finish, common boards 
and dimension and small timbers. lowering of 
the maximum moisture content limitations in 
certain items, and modification of rules and 
grade specifications which were designed to 
make southern pine of greater service to lumber 
consumers. 

All the recommendations adopted by the grad- 
ing committee for changes in the rules will be 
submitted to the SPA board of directors and 
subscribers at the twenty-fourth annual meet- 
ing to be held in New Orleans, March 22 to 
24, inclusive, for final action. 


Big Willamette Valley Mill Busy 
on Good Order File 


Eucene, Ore., Feb. 18—The Booth-Kelly 
Lumber Co., with main offices here and mills 
at Wendling and Springfield, is running stead- 
ily 40 hours a week at each plant, and pro- 
ducing 5 million feet of lumber a month. 
Charles G. Briggs is president and manager, 
and L. L. Lewis is sales manager. Mr. Lewis 
says the company has a heavy order file, and 
that there is plenty of business offering, but 
that prices are too low. The Booth-Kelly Lum- 
ber Co. is by a large margin the most impor- 
tant lumber operation in the Willamette Val- 
ley. It owns more than 5 billion feet of timber, 
which is much more than operations on the 
present scale could harvest. The Booth-Kelly 
Lumber Co. has been an important factor in 
the manufacture and shipping of Douglas fir 
lumber for more than three decades. 








Consumption by Auto Industry 


New York, Feb. 20.—The Automobile Manu- 
facturers Association, in the current issue of 
“Automobile Facts,” says that in one recent 
year, a total of 125,000,000 board feet of lum- 
ber was required for automobile export ship- 
ment packing purposes, mostly longleaf from 
Georgia and the Carolinas. Large quantities 
also are consumed in packing for shipment 
within the country and in the production of 
every 1,000,000 automobiles 112,000,000 board 
feet is consumed. Total lumber consumption 
by this industry is estimated to comprise 4 
percent of national consumption. 
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Canadians Told Grade-Marking Value 


Lower Carload Minimum for Lumber Sought... Inertia of Lumbermen Blamed 


For Decline in Consumption ... Told That Grade Marking Will Aid Sales 


MontTREAL, QueE., Feb. 20.—Business condi- 
tions in Canada might have been brighter but 
this situation by no means dampened the inter- 
est and enthusiasm at the 31st annual convention 
of the Canadian Lumbermen’s Association held 
here, Feb. 7 and 8. 

Not for many years have there been as many 
registrations as there were this year, some 
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250 delegates having recorded their attendance, 
while there were probably 150 more who did 
not register. One noticed an unusually large 
number of visitors from the United States, the 
influx of lumbermen from across the border 
being even greater than when the industry was 
enjoying one of its most prosperous eras some 
ten or twelve years ago. 

An increase in membership, coupled with the 
most successful period the association has expe- 
rienced financially for years, reflected won- 
derful credit on Secretary-manager R. L. Sar- 
gant, who along with Honorary Treasurer R. G. 
Cameron was able to present one of the most 
satisfactory reports from their angle that they 
have ever been able to give. 

Confidence in the executive council was at 
such a height that most of the retiring officers 
were re-elected. The only new representative 
on the board is Hugh J. Fleming, of Flem- 
ing Gibson Co., Juniper, N. B., who super- 
seded Colin Mackay of St. John, N. B. 


Prevail on President to Continue 


Nobody would hear of President S. J. Stani- 
forth retiring after he and his colleagues had 
given such an excellent account of the past 
twelve months. Mr. Staniforth asked someone 
else to assume the presidency, but his col- 
leagues prevailed upon him to take over the 
reins for another term. 

During the course of the convention it was 
announced that the Canadian Hardwood Bu- 
reau, which had not been functioning for some 
years, was to be revived, and that both this 
organization and the Ontario Lumber & Tim- 
ber Association would affiliate with the Ca- 
nadian White Pine Bureau. The consolidating 
of these three groups under one administra- 
tion will enable them to carry on an intensive 
trade promotion campaign in favor of lum- 
ber. They intend to raise $60,000 for this 


purpose in 1939, and it was said that prac- 
tically three-quarters of that amount was 
already assured without any canvassing for 
funds. W. J. LeClair, secretary-manager of 
Canadian White Pine Bureau, will administer 
the affairs of the merged groups, whose head- 
quarters will remain at the present location of 
the White Pine people, 38 King St., West, 
Toronto, Ont. 


Trying to Improve Trading 


President Staniforth’s report outlined the 
constructive efforts which were being made 
throughout the English speaking world to place 
trading conditions on a more prolific and profit- 
able basis, which could, and would, be ex- 
tended to other countries if only the disturb- 
ing influences would cease. His reference to 
the United States, Great Britain and Canada 
trade agreements is worth recording verbatim: 

“You have all received several bulletins is- 
sued from the office of the association on 
these matters, and there is nothing that I can 
add to them. However, I was giving some 
thought with regard to saying a few words 
about the benefits which might be expected as 
a result of these trade agreements. And when 
I say ‘benefits’ I mean benefits to all parties 
of the agreement. I could even go so far as 
to include other countries not specifically men- 
tioned in the agreements, but which will receive 
benefits under the most-favored-nation treaties 
of Canada, the United Kingdom, and the United 
States.” 

Eastern Canadian exports to the British 
market decreased considerably during the past 
year. Spruce shipments from eastern Canada 
to United States dropped from 250 million feet 
in 1937 to 175 million feet in 1938. Canadian 
white pine exports across the border were 
about the same as the previous year, around 
72 million feet, while birch, maple and other 
hardwoods showed a decrease of some 23 mil- 
lion feet altogether as compared with 1937. 


Normal Stocks Exist 


Referring to stocks at present on hand, the 
president described the situation as satisfactory 
on the whole, stocks available being practically 
normal. Production, however, will be consider- 
ably less than it has been for many years, and 
~s expected an advance in price levels before 
ong. 

An outstanding feature of Mr. Staniforth’s 
report was his reference to the decreasing per 
capita consumption of lumber, and his refer- 
ence as to the causes. Some, he said, described 
the reason as being “the trend of the times,” 
others attributed it to the increasing use of 
lumber substitutes. He doubted whether these 
actually were the principal causes, and was 
inclined to blame lumber people themselves for 
= of intensive propaganda and concerted ef- 
ort. 

The group meetings held on the first after- 
noon attracted good attendances and produced 
some constructive discussions. 


Grade-Marked Lumber Discussed 


The spruce representatives were particularly 
impressed when Dave Osborne, of the Blanch- 
ard Lumber Co., Boston, Mass., and E. W. 
Treen, resigned manager Northeastern Lumber 
Manufacturers Association of New York, de- 
scribed the constantly growing demand for 
egrade-marked lumber. 

“The larger and better retail yards,” stated 
Mr. Osborne, “have begun to merchandise their 
lumber as grade-marked stock. Certain fed- 
eral bodies demand grade-marked lumber. The 
time has arrived when the spruce people will 
have to give way to modern methods of mer- 


chandising, and grade-marking will in the near 
future have to be one of those innovations,” 

Mr. Treen said: “There are arguments pro 
and con in connection with the subject, but 
it has definitely come to the point where east- 
ern spruce and white pine are going to have to 
set up some standard of grade-marking which 
will hold up .under investigation, otherwise a 
lot of business is going to be lost to southern 
and western woods. The conclusion as to 
whether we grade-mark our stock or not does 
not enter into the question. There are cer- 
tain authorities who insist on grade-marked 
stock, an idea which is being followed by the 
public. Our spruce and white pine people wil] 
have to keep in step with the march of time.” 

The following recommendation was, there- 
fore, submitted to the executive officers of the 
Canadian Lumbermen’s Association: 

“That in view of the trend and demand of 
the American market, the association arrange 
to work with the Northeastern Lumber Manu- 
facturers Association and make such arrange- 
ments with it in the matter of grade-marking 
lumber as will permit Canadian lumber to ade- 
quately meet present grade-marking require- 
ments of the trade.” 


Praises Research 


B. M. Winegar, president of American 
Wood Preservers’ Association, made some brief 
remarks as follows: 

I have had the privilege of association 
with Government officers in charge of the 
various forest departments for 25 years, and 
I appreciate the courtesies they have ex- 
tended me. Canada is extremely fortunate 
in attracting to its service men of the 
caliber that are here today, both in the Do- 
minion and Provincial services. This is espe- 
cially so in the field of research for from the 
test-tubes of yesterday come the realities 
of today. Research carried on in the forest 
brings improved cutting methods, better 
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care of the forests, far better fire protection. 
As a nation we are research conscious. 
Just what research means to the timber- 
treating industry is indicated by the fact 
that at the last annual meeting of the Amerl- 
can Wood Preservers’ Association in Wash- 
ington last month ten reports were delivered 
by Canadian and United States Government 
research engineers. Research has lately in 
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our field brought forth the composite type 
of bridge, creosoted timber for the lower 
sections, caps, braces, piling and lower deck; 
concrete for the wearing surface and side- 
walks. 


Minimum Carload Weight Reviewed 


Another item which brought forth interest- 
ing discussion concerned the existing minimum 
weight standards for carload lots. It was 

inted out that one of the reasons why truck- 
ing has eaten so badly into railroad traffic is 
hecause Of this minimum weight regulation 
enforced by the railroads. Mr. Treen men- 
tioned that in the United States their minimum 
stood at 35,000 pounds, but he thought this was 
too high and efforts are being made to have it 
reduced. 

The unanimous opinion of the gathering was 
that 30,000 pounds would be a fair weight to 
establish as minimum. Conditions in the lum- 
ber industry are not what they used to be 
when these minimum standards and other reg- 
ulations were adopted, which is perfectly sound 
reasoning, although maybe not so from the 
railroad operators’ point of view. Neverthe- 
less, conditions change, and the other side of 
the picture has to be taken into consideration 
in order to obtain a true idea of the existing 
situation. 

The following recommendation was, there- 
for, submitted to the convention by the spruce 
group : 

“That the association, through a committee, 
approach the managements of our Canadian 
railroads, with a view to persuading them to re- 
duce their minimum carload weights on lum- 
ber as adopted at present, having in mind com- 
petitive truck transportation and present con- 
ditions in the trade.” 

Among the representatives of visiting asso- 
ciations was Sid L. Darling, manager of the 
National-American Wholesale Lumber Associa- 
tion, New York City, who pleaded for unity 
and co-operation in the industry. 

The officers of the Canadian 
Association are: 

President—S. J. Staniforth, Montreal, Que. 

First vice president—John E. Sayre, St. 
John, N. B. 


Second vice president—J. L. Crane, Thes- 
salon, Ont. 


Hon, treasurer—R. G. Cameron, Ottawa. 
Secretary-manager—R. L. Sargant. 


Directors whose terms expire 1940—J. J. 
McFadden, Blind River, Ont.; A. E. Clark, 
Toronto, Ont.; S. J. Staniforth, Montreal, Que.; 
E, W. Ross, Edmundston, N. B.; R. E. Stock- 
ing, New York, N. Y.; Farnham W. Smith, 
Boston, Mass. 


Directors whose terms expire 1941—J. G. 
Fleck, Ottawa, Ont.; W. R. Beatty, Pembroke, 
Ont.; J. L. Crane, Thessalon, Ont.; Arthur H. 
Campbell, Montreal, Que.; J. S. Bock, Mon- 
treal, Que.; W. E. Golding, St. John, N. B.; 
Rufus E. Dickie, Stewiacke, N. S. 

Directors until 1942—E. R. Bremner, Ot- 
tawa, Ont.; W. C. Laidlaw, Toronto, Ont.; 
Brig. Gen. J. B. White, Montreal, Que.; N. 
Fairlie Blair, Quebec, Que.; Hugh J. Fleming, 
Juniper, N. B.; John E. Sayre, St. John, N. B.; 
Theo. A. Sparks, Winnipeg, Man. 


Lumbermens 





Forestry Guide to Carolina- 


Tennessee Activities 


AsHevitte, N. C., Feb. 20.—A 287-page guide 
to forestry activities in North Carolina, South 
Carolina and Tennessee has been issued by the 
Appalachian section of the Society of American 
Foresters at Asheville. The guide, containing 
complete information on the history, develop- 
ment and present resources of forestry in the 
three States, is said to be the first work of its 
ind prepared for a region in the United States. 
William Maughan, of Duke University, Dur- 
ham, N. C., served as editor-in-chief of the 
publication and many prominent in forestry con- 
tributed. EE. V. Roberts, of the Appalachian 
Forest Experiment Station here, is chairman of 
the committee in charge of distributing the 
Publication at $1.50 a copy to cover the cost 
of printing. 
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Ontario in “Best” Annual 


Conference Held With Other Branches of Industry -- 
Cost of Retailing Studied--Some Take Up Sales Training 


Toronto, CANADA, Feb. 20.—Following are 
the new officers and directors of the Ontario 
Retail Lumber Dealers’ Association who were 
elected Feb. 17, at the 22nd annual convention: 

President—L. Hill, Hill - Clark - Francis 
(Ltd.), New Liskeard. 

Vice president—A. D. F. Campbell, 
Campbell & Son, Arnprior. 

Secretary-manager—Horace Boultbee, On- 
tario. 

Hon. Directors—D. Kemp Edwards, D. 
Kemp Edwards (Ltd.), Ottawa; M. R. Bo- 
gart, Hadleys’ Chatham (Ltd.), Chatham. 

Directors—Eastern District—C. J. Ma- 
honey, Independent Coal & Lumber Co. 
(Ltd.), Ottawa; Northern District—D. H. An- 
dress, Evans Lumber Co. (Ltd.), Sudbury; 
Toronto—E. I. Gill, Sheppard & Gill Lumber 
Co. (Ltd.), Toronto; W. H. Thomson, Port 
Credit; Central—F. E. Houston, The Houston 
Co. (Ltd.), Belleville; Northwestern—aA. S. 
Boyer, Boyer Lumber Co. (Ltd.), Waterloo; 
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Southern—John Davis, Davis Lumber Co., St. 
Catharines; Southwestern—W. T. Hutcheson, 
Hutcheson Lumber Co. (Ltd.), Woodstock; 
Muskoka—M. J. Bray, Midland Planing Mills, 
Midland, 


Attendance Best in History 


The association never had such a large at- 
tendance, nor dealt with so many subjects of 
vital importance at any previous convention. 
During the afternoon of Feb. 16 at the open- 
ing session, the reports of President F. J. 
Overend, Peterborough; Secretary-Manager, 
Horace Boultbee, Toronto; and chairmen of 
the various standing committees were given. 
The above reports showed that the association 
had enjoyed an active and successful year. 

A feature of the election was the fact that 
a former branch association, operating as part 
of the Northern District, asked to be made a 
district. This was complied with and the new 
district is known as the Muskoka District, hav- 
ing its own representative on the board of 
directors. 

Following the election, came the feature ad- 
dress of the convention by Paul S. Collier, 
Rochester, N. Y., secretary-manager of the 
Northeastern Retail Lumbermen’s Association. 
Mr. Collier’s subject was: “An Approach to 
Better Selling.” The speaker gave an his- 
torical outline of the investigations and con- 
ferences that led up to the organization of the 


Merchandising Institute, and closed his ad- 
dress by generously extending to the members 
of the Ontario Retail Lumber Dealers’ Asso- 
ciation the privilege of subscribing to the pub- 
lications of the Institute. At a subsequent 
meeting of the newly elected board of direc- 
tors, Mr. Collier went more fully into the de- 
tails of the organization, its cost to subscribers, 
the nature of its instruction course, etc. Sev- 
eral of the directors subscribed to the course 
and a motion carried expressing their gratitude 
to the Merchandising Institute for making the 
course available to Ontario dealers. 


Tells Prefabrication Work 


The next address at the morning session was 
delivered by Henry A. C. Hellyer, Tenafly, 
N. J., his subject being “Prefabrication of 
Low Cost Houses.” Mr. Hellyer described 
the plan followed by his company and others 
in pre-cutting house material, thus reducing 
the cost of erection. He, also, gave a descrip- 
tion of the complete prefabrication plan, under 
which the sides and other sections of a house 
are completely assembled at the plant, then 
delivered to the site and erected. Mr. Hellyer 
expressed the conviction that the complete pre- 
fabrication plan was not adaptable in Ontario 
to any important extent, but that pre-cutting 
could be economically carried out by many 
Ontario dealers. 

Following luncheon, an address was delivered 
by F. W. Nicolls, director of housing, Ottawa, 
on “The National Housing Act.” Nearly three 
hundred dealers, wholesalers, builders and ar- 
chitects were present. Mr. Nicolls gave an 
interesting outline of the operation of the 
Housing Act and convincing statistics showing 
the extent to which the use of the Act had in- 
creased since its amendment at last year’s 
session of Parliament. At the conclusion of 
his address, he answered questions, and was 
told by President Overend that the lumber in- 
dustry was 100 percent behind the Housing Act. 

In the afternoon, the first item was a con- 
ference between wholesalers, manufacturers and 
retailers. Representatives were present from 
the Canadian Lumbermen’s Association, the 
Wholesale Lumber Dealers’ Association, the 
Lumber & Timber Association of Ontario, the 
White Pine Bureau, Canadian Hardwood Bu- 
reau, and the Red Cedar Shingle Bureau (both 
the U. S. A. and the British Columbia divi- 
sions). 


Co-operation Is Praised 


Representatives of the various visiting asso- 
ciations extended felicitations to the O. R. L. 
D. A., and spoke of the splendid co-operation 
existing between their associations and the re- 
tailers. The representatives of the Lumber & 
Timber Association of Ontario told of the 
recent affiliation of that organization with the 
White Pine Bureau and the Canadian Lumber- 
men’s Association, which is confidently ex- 
pected to start the Ontario body on a period 
of increased activity and success. 

A conference upon the cost of carrying on a 
retail lumber business was held, with a number 
of members -of the association giving statistics 
to show their costs under various department 
headings, as compared with total sales. These 
proved so interesting that it was decided to 
set up a special committee on costs, composed 
of those who had submitted their figures, with 
a view to exploring the possibility of standard- 
izing cost accounting methods among the 
dealers. 

The committee on resolutions had its re- 
port adopted. It was recommended to all 
lumbermen that they promote the use of the 
National Housing Act, and that directors and 
members use their influence wherever possible 
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to assist in securing a more moderate rate of 
taxation on property so that the building in- 
dustry can recover more rapidly. Another 
resolution expressed appreciation to the Minis- 
ter of Finance, for the removal of the sales 
tax on lumber and building materials. 

Following the adjournment of the conven- 
tion, the new directors held their first meeting, 
with President Hill in the chair. Several mat- 
ters of routine business were disposed of. Mr. 
Boultbee was re-appointed as secretary-mana- 
ger. 

The entertainment features of the conven- 
tion included a dinner dance and stage show 
on the first night, attended by nearly 400 lum- 


Soutu Benp, Inp., Feb. 22.—Despite snow- 
covered roads and intermittent snow squalls 
throughout the day, 263 dealers, material sales- 
men and guests gathered at the Columbia Ath- 
letic Club here this morning to hang up an 
all-time record for attendance at the thirty- 
ninth annual meeting of the Northern Indiana 
& Southern Michigan Retail Lumber Dealers 
Association. The large attendance was attrib- 
uted to a change in program from those of 
recent years, which consisted largely of enter- 
tainment with one or two speeches on subjects 
not related to the industry, to one of serious 
presentations of constructive matters relating 
to merchandising lumber and building mate- 
rials. 

More than one hundred fifty men had lunch 
together in the large hall, around the sides of 
which were ranged exhibits prepared by four- 
teen manufacturers and service organizations. 
At two o'clock, about the same number con- 
vened in the meeting room, and were called to 
order by President Byron Smith, of the Smith- 
Nuppnau Lumber Co., Valparaiso, Ind. Hunter 
Gaines, secretary of the Michigan association, 
and R. W. Slagle, secretary of the Indiana as- 
sociation, were introduced, and each responded 
briefly. 


What Trends to Expect in Construction 


The first speaker of the afternoon was A. H. 
Speiser, of the F. W. Dodge Corp., Chicago. 
Mr. Speiser presented an exceptionally inter- 
esting analysis of 1938 construction statistics 
by classes of building, with particular reference 
to volume in the territory served by the asso- 
ciation. In connection with the statistics he 
assigned reasons for the activity and trends last 
year, and, based on both, made predictions for 
1939. Mr. Speiser’s talk, entitled ‘What’s 
Ahead for Construction,” gave his audience an 
accurate picture of what to expect in the way 
of gains in volume for this year, and pointed 
out certain factors which might develop to 
disturb thhe current trend. 

Competitive and Educational Advertising 

The next speaker was Z. G. Peck, Chicago, 
regional director, the Glidden Co., whose sub- 
ject, “General Merchandising,” was a scholarly 
discourse put up and delivered in an absorb- 
ingly interesting and understandable package. 
Using the experiences of the Glidden Co. in 
its selection of advertising methods during the 
past decade as a basis, Mr. Peck expounded 
the uses and merits of both competitive and 
educational advertising. The former is the kind 
adopted by a given firm to obtain a larger 
share of a fixed market, while the latter is the 
kind used by one or more firms to expand the 
market, thus creating a larger volume of avail- 
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bermen and their guests. At the conclusion 
of the dinner a past president’s pin was pre- 
sented to C. C. Lawson of Hamilton, and the 
W. C. Edwards and Company Ltd. membership 
challenge shield was presented to J. C. Irvin, 
Toronto, as a representative of the Toronto 
District, to be held by him for one year. The 
Toronto District had made the best percentage 
membership record of the various districts in 
the Province. 

A large number of ladies attended the con- 
vention and a special committee kept them 
entertained. 

A feature of the convention was the pres- 
ence of a large delegation from the North- 


INDIANA-MICHIGAN NEW TYPE PROGRAM -- 


Which Included Talks on FHA, the Construction 
Outlook and on Promotion...and Materials Exhibit 


--DRAWS BIGGER CROWD OF RETAILERS 


able business. A number of examples were 
given, and the whole subject was reduced to 
terms of the retail lumber business. The sec- 
ond phase of the talk dealt with actual selling, 
and proved by numerous cases that today you 
“have to sell modern styles of homes.” Mr. 
Peck emphasized the importance of directing 











A. BH. 


MAXON, 
South Bend; 
Retiring Secretary 


BYRON SMITH, 
Valparaiso; 
Retiring President 


all merchandising effort to the woman, and 


selling her on the appeal to style. 
Banker Talks About FHA 


Following Mr. Peck was Dean Swaidner, of 
the First National Bank, Mishawaka, Ind. Mr. 
Swaidner’s institution has made many loans in- 
sured by FHA, and he explained the relation- 
ship between the FHA, lending institutions and 
contractors. He pointed to the obligations of 
each, and outlined the scope and kind of in- 
formation that should accompany an appli- 
cation for an FHA commitment. Following 
Mr. Swaidner, Mr. Brooks, of the Indianapolis 
FHA office, spoke briefly, and the ensuing 
quarter-hour was given over to an open forum. 


Officers and Directors Elected 


At the close of the session officers for 1939 
were elected as follows: 

President—Ernest Hayworth, 
ber Co., Niles, Mich. 

Vice President—R. H. Maxon, Hass Lumber 
& Millwork Co., South Bend, Ind. 


Secretary-Treasurer—Arthur Reasor, In- 
diana Lumber & Mfg. Co., South Bend, Ind. 


Niles Lum- 
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eastern Retail Lumbermen’s Association, head 
by President George R. Ainsworth, Uti 
N. Y. Others in the party were Mr. Colliers 
Oliver J. Veling, Buffalo, past president; J. 
Detweiler, Rochester, N. Y., vice presided 
J. M. Haley, Rochester, N. Y., assistant to. 
Mr. Collier. W. W. Woodbridge, Seat 
Wash., manager of the Red Cedar Shingle Bu. 
reau, also attended. The Red Cedar Shingig 
Bureau was also represented by Gordon 
Raphael, Vancouver, B. C., secretary of the’ 
British Columbia Division, and M. M. Walker, 
Toronto. Another visitor from the West 
~ W. H. DeCew, of the DeCew Lumber 
, Vancouver, B. ‘ed 




































Directors—Rea Wolfram, Walkerton Luma 
ber & Coal Co., Walkerton, Ind.; C. A. Flynn, 
Union Pier Lumber Co., Union. Pier, Mich# 
A. L. Miller, Miller Lumber & Coal Co., Napas 
nee, Ind.; Helton Knowlen, Knowlen Lumbe# 
Co., Benton Harbor, Mich.; Byron Smith 
Smith-Nuppnau Lumber Co., Valparaiso, Ing 







































The chairman of the nominating committed 
was P. M. Voorhees, Mishawaka, Ind. 

Following the election, the O’Brien Paint 
Co. gave a demonstration of the heating off 
tung oil for use in the manufacture of paint 
and the session adjourned. 










































Banqueters Enjoy Humorous Address 


The annual banquet was held in the club 
dining room. There was music throughout thé 
dinner, and, with the tables cleared away, re 
tiring President Byron Smith introduced the 
newly-elected officers and directors, and as= 
signed a large part of the credit for the succes 
of the meeting to Arthur Reasor, newly elected" 
director and chairman of the committee om 
arrangements for the 1939 convention. Presi= 
dent Hayworth, in accepting the office, prom 
ised a bigger, but not a better meeting for 
1940. 

The banquet speaker was Merton L. Hanlin 
of the Clarke Equipment Co., Buchanan, Midi 
Mr. Hanlin’s talk was erroneously titled “The 
Serious Side of Life.” He devoted about & 
minutes to painting a vivid word picture of 
his native Buchanan in a humorous vein. He 
dealt out a subtle brand of humor which, with) 
due respect to the smartness of the audience,” 
left them trailing the gun several times. He 
concluded with a story about a Kentucky moun 
taineer and a traveling salesman, which was 
an adroit presentation of a homely philosophy, 
Following Mr. Hanlin’s talk, the master of 
ceremonies introduced Dan Lindsley, Dowagiat, 
Mich., dealer, who has just sold his yard and 
retired after 58 years in the lumber business. 
With the program complete, the remainder of 
the evening was given to dancing. : 






























































































































































































































































Woodsmen Ask Greater Safety 


Vancouver, B. C., Feb. 4.—Tightening up 
of safety regulations. in the logging industry, 
to cut down the “steady and alarming ih 
crease” in deaths and accidents, and appoint= 
ment of a three-man board to investigate 
present system of hiring woodworkers, are two 
measures asked by the British Columbia Coast” 
District Council of the International Wood 
workers of America. The woodworkers criti- | 
cize the department of labor’s attitude to la 
bor disputes, and claim that a “blacklist” is” 
maintained by a section of the logging industry. 
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with the NEW NU-WOOD STA-LITE 
BOARD—PLANK—TILE 


There's a new Nu-Wood product 
for 1939—the greatest innovation 
in insulating interior finish since 
Nu- Wood introduced Tile and Plank 
—a product that increases Nu- Wood 
leadership still further and gives 
YOU a unique opportunity for 
greater sales and profit! It's 
NU-WOOD STA-LITE—a unique 
wall and ceiling covering that com- 
bines the proved Nu-Wood quali- 
ties with extremely high light reflec- 
tion value and color permanence. 

You won't have to discover a 


market for this new board—it's right 
in your town . . . in business and 


industries everywhere where better 
sight campaigns have paved the 
way for a fast-selling product like 
Nu-Wood Sta-Lite. Here's a prod- 
uct that literally “sells on sight,” 
because nothing like it has ever 
before been available in insulating 
board. It offers additional evidence 
that Nu-Wood—the best-known in- 
terior finish in its field—can put you 
ahead again in 1939! : 

Get the facts—learn the complete 
story of this striking new interior 
finish and what it can do to step up 
your sales. Write us for a sample 


of the Nu-Wood Sta-Lite today. 





YOUR BRIGHTER OPPORTUNITY FOR PROFIT... . 
NU-WOOD STA-LITE 


— the greatest innovation in interior finish since 
Nu-Wood introduced Tile and Plank 


* Offering one of the highest light reflection factors 
available commercially for interior finish. Superiority 
_ apparent on sight 


‘te Permanent color that actually grows lighter with 
exposure 


* Beautifully textured mat surface—an outstanding, 
exclusive feature 


. 
‘ 


¥% Maintains insulating, acoustical and decorative 
features of Nu-Wood Interior Finish 


% New tongue-and-groove joint which assures easier, 
more fool-proof application 


% Easily cleaned with a sponge or cloth—excellent 
.paint coverage 


%* Ties in with “Better Sight" movement—opens up an 
entirely new market for Nu-Wood Interior Finish 


WOOD CONVERSION COMPANY 
FIRST NATIONAL BANK oe e ST. PAUL, MINN. 


NEW YORK ¢« CHICAGO 


DALLAS © TACOMA 


BALSAM-WOOL AND NU-WOOD INSULATIONS 
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Government Action Affecting Business 


[By AMERICAN LUMBERMAN Staff Correspondent | 


FHA IS PERMANENT—ALL ITS POWERS 
MAY BE EXTENDED 


WasHIncTon, D. C., Feb. 20—The billion 
dollars business written on FHA books was 
cited Feb. 10, first anniversary of the liberalized 
National Housing Act, as evidence of the suc- 
cess of the new program, in a statement by 
Administrator Stewart McDonald. 

More than 100,000 individual homes have 
been built or started, all of them approved by 
the FHA before construction, since passage of 
the amendments on Feb. 3, 1938, Mr. McDon- 
ald said. In addition, more than 400,000 home 
owners, farmers, and small business men have 
modernized or altered their properties during 
the 12-months’ period through the restored 
Property Improvement Credit Plan. Approxi- 
mately 12,000 family units have been provided 
in large-scale rental housing projects put into 
operation or under construction during the 
same period. 

The FHA is handling nearly three times as 
much business as it was a year ago, the Admin- 
istrator said. During January, construction was 
started on new dwelling quarters for more than 
10,000 families, financed with FHA insured 
mortgages. This figure included over 7,000 
new single-family homes commenced under 
FHA inspection, and more than 3,000 family 
units in rental housing apartments for which 
ground was broken. This did not include new 
homes, yet to be approved by the FHA, which 
will be bought with insured loans. Said Mr. 
McDonald: 

The FHA is a permanent organization. 
The impression prevails in some places that 
July 1, 1939, constitutes a deadline on the 
operations of the FHA. This is not the case. 
It is true that certain functions of the FHA, 
the power to insure mortgages on old con- 
struction, power to insure lending institu-. 
tions against loss on short-term loans, and 
power to insure mortgages on new construc- 
tion, where the loans run for 25 years, at 4 
percent premium—are due to expire July 1. 
But these constitute only a part of FHA’s 
job. Congress now has before it several bills 
proposing to extend all of the provisions. 


ACTIONS UNDER WAGE-HOUR LAW 
NOTED BY PINE COMMITTEE 


New Orteans, La., Feb. 20.—A recent an- 
nouncement of the Southern Pine Industry 
Committee, contains the following notes on 
Wage-Hour law administration: 

The Southern Pine Industry Committee met 
on Feb. 14, the session being presided over by 
Chairman C. C. Sheppard, Clarks, La. Among 
the subjects given detailed considertaion and 
discussion were proposed State Wage-and-Hour 
laws, possible amendments to the Federal Fair 
Labor Standards Act, and enforcement and 
administration. The Committee voted unan- 
imously to take no action at this time, but to 
— close study of the working of the 

ct. 

Up to Feb. 18, no decision had been an- 
nounced by the Wage-Hour Division on the 
hearing held recently on applications for sea- 
sonal exemptions under the Wage-Hour law 
filed by the Northeastern Lumber Manufac- 
turers’ Association and the Timber Producers’ 
Association of Minnesota. However, the United 
Brotherhood of Carpenters & Joiners of Amer- 
ica, and the American Federation of Labor, 
have filed a brief with the Administrator vig- 
orously opposing granting the exemptions re- 
quested. 

Up to Feb. 4, only 10 out of 42 governors 
in their messages to State legislature mentioned 
State Wage-Hour legislation. Bills to supple- 
ment the Federal law have been introduced 
in the legislatures of fourteen States. No Texas 
bill was introduced before Feb. 10, after which 


date a four-fifths vote is necessary for intro- 
duction of a new measure. 

The announcement of civil service qualifica- 
tions for inspectors in the Wage-and-Hour Di- 
vision leads to the belief that there will be a 
scarcity of lumber-industry trained candidates. 
Specifically disqualified are those whose expe- 
rience is acquired in any business or industrial 
organization in which definite policies as to 
wages, hours, overtime, safety, employee wel- 
fare and agreements have not been established. 
Candidates with experience gained in labor 
organization seem to be most likely to qualify. 


FSA FINANCED DIMENSION PLANT 
STARTS CUTTING LOGS 


E.xins, W. Va.. Feb. 20.—The sawmill at 
the Tygarts Valley Homesteads, operated by 
the Kenwood Corp., started operating Feb. 1 
with forty employees, but it is expected that 
the force will be increased to 85, when suffi- 
cient lumber has been kiln dried to start the 
dimension plant. Approximately 1,000,000 feet 
of hardwood logs has been assembled. This 
plant was erected with funds, approximately 
$400,000, loaned to the Tygarts Valley Asso- 
ciation, homestead co-operative, by the Farm 
Security Administration. 


ANNUAL WAGE MAY PERMIT EXEMP- 
TION FROM OVERTIME RATES 


Wasurincton, D. C., Feb. 20.—Without pay- 
ing time and a half for overtime, which under 
the Fair Labor Standards Act ordinarily be- 
gins after a 44-hour week, employers seeking 
exemptions permitting 56 hours work a week 
for limited periods, may secure them by a con- 
tract with a union guaranteeing their employees 
fixed annual wage or annual employment, EI- 
mer F. Andrews, administrator of the Wage- 
Hour law, stated today. He declared that “It 
was thus to encourage the regulation and sta- 
bilization of employment and income that Con- 
gress required that the employee be employed 
on an annual basis before the employer was 
given an exemption from the overtime provi- 
sions of the Act.” Employers with contracts 
with unions certified by the National Labor Re- 
lations Board may work their employees up to 
12 hours a day, or 56 hours a week, for limited 
periods without paying time and a half for 
overtime, if the number of hours worked is 
limited to 1,000 hours in twenty-six weeks, or 
2,000 hours in fifty-two weeks. “An employer 
might, for example, guarantee his employees 
a $30 a week for fifty-two weeks, or a fixed 
annual wage of $1,560, regardless of the num- 
ber of hours an employee worked in any par- 
ticular week. Thus an employee might work 
52 hours in one week, and but 16 hours in 
another, yet receive $30 for each week,” he 
said. 


FIR DOOR STANDARDS APPROVED 


WasuHInctTon, D. C., Feb. 20—The Bureau 
of Standards, Department of Commerce, has 
issued a little booklet containing the approved 
standard adopted by the industry for Old 
Growth Douglas Fir Standard Stock Doors. 
The standard was recommended at a meeting 
of representative manufacturers, distributors 
and users, called April 4, 1938, at the instance 
of the Fir Door Institute. The industry has 
since accepted and approved the standard, which 
became effective June 30. The booklet con- 
tains a list of associations and firms accepting 
the grading specifications given therein as their 
standard of practice in production, distribution 
and use of Douglas fir stock doors. It is 
known as Commercial Standard CS73-38, and 
may be had from the Superintendent of 
Documents, Washington, for 10 cents. 


WOULD PROHIBIT EXPORT OF VENEER 
LOGS 7 


OtympiA, WasH., Feb. 18.—The Pacific? 
Northwest’s plywood industry is drastically ig” 
need of relief, Axel H. Oxholm, of Tacoma, ™ 
managing director Pacific Forest Industries, 
plywood manufacturers association, said at the © 
February meeting of the State and Pacifie™ 
Northwest Regional Planning Council held ~ 
here. He cited sharp decreases in plywood | 
exports, as compared to the increase in export” 
of peeler logs. Export of these logs to Japan 
he said, has cost the West Coast industry al.” 
most its life. Pacific coast operators are un. ~ 
able to cope with the low wage scales in Japan, ~ 
as compared with labor standards in this coun. ~ 
try, he said. Mr. Oxholm urged adoption of © 
a bill, now before Congress, which would pro.” 
hibit exportation of either the peeler logs or of 7 
Port Orford cedar. He said that Japanese © 
manufacturers not only purchase the peeler logs © 
here, but return the manufactured plywood to ~ 
compete in our own back yard. 


NEW JERSEY WAGE-HOUR BILL 


Avpany, N. Y., Feb. 20.—A bill proposing” 
a State wage-hour law, to supplement the 
Federal Act, has just been introduced, with] 
the backing of American Labor Party. It7 
would become effective one month after enact-~ 
ment, would provide for a minimum wage of 7 
25 cents an hour and for a 44-hour week until © 
Oct. 24, 1939, and thereafter for gradual in- 
crease of wages and hours reduction until” 
Oct. 24, 1943, when a 40-cents-an-hour wage © 
and a 40-hour week would be reached. a 


PROTEST IMPORTS OF SHINGLES MADE 4 
IN AMERICAN CONTROLLED MILLS — 


Ketso, WasH., Feb. 18.—Emphatic condemna- 7 
tion of the recent reciprocal trade agreement” 
between the United States and the United King- © 
dom was recorded by the district council of the” 
Washington-Oregon Shingle Weavers at their) 
convention here this week. The delegates called ~ 
upon Congress to enact a law protecting the ~ 
lumber and shingle industries. Specific ob- 
jections were raised to importations of Cana-~ 
dian shingles and lumber produced by cheap” 
Oriental labor and in dual-controlled mills 
Forty-nine percent of Canadian shingles and 
lumber are purchased by brokers or operators — 
who have lumber and logging interests in Can-~ 
ada, the delegates were told by Earl F. Herr, © 
AFL district conciliator. 


CO-OPERATE FOR FIRE FIGHTING 


Victoria, B. C., Feb. 18.—Leading Vancouver © 
Island logging operators held a meeting here 
recently with Forestry Branch officials to “pre=_ 
organize” for the 1939 forest-fire season. 
resentatives of seven large logging outt 
pledged their companies to a general scheme oF 
co-operation, which contemplates use of com = 
panies’ equipment, and a schedule of rates OF” 
hire was agreed upon. 


5 





Spring Rains Mean Crops or ~ 
Possibly More Floods 


It doesn’t take “floods” of information to. 
swer the following questions but merely straig 
thinking and the ability not to look on the clas" 
sified pages for the answers until you have7 
“thunk and thunk”: 1. Which State has the? 
most people? 2. What one of the Great Lakes ™ 
is the smallest; what is its length, breadth, and” 
greatest depth? 3. What wild plant dominated — 
vegetation in the Chicago area 100 years ago? 
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American Lumberman House Plan No. 219 











BILL OF MATERIAL 


CONCRETE, BRICK, & PLASTER 


. ft. concrete footing 
. ft. concrete walls 
. ft. 3Y2-in. concrete floor 

sq. ft. %4-in. cement top floor 
jin. ft. double chimney 
in. ft. 12xt2 flue lining 
. 8xi2 flue lining 

ds. plaster 

6435" sq. "ft: ¥%-in. 


ROUGH LUMBER 


130 lin. ft. 2x8 box sill 
130 lin. ft. 2x10 box sitt 
130 lin. ft. 2x6 box sill 
14 lin. ft. 2x8 sill plate, porch 
24 pes. 2x10—10 ft. ist floor joist 
38 pes. 2x10—Ii4 ft. {st floor joist 
8 pes. 2xi0—i2 ft. ist floor joist 
3 pes. 2x8—10 ft. porch floor joist 
25 pes. 2x10—i0 ft. 2nd fioor joist 
40 pes. 2x10—14 i. 2nd floor Joist 
2nd floor joist 
ind floor joist 
- ceiling joist 
ceiling joist 
collar beams 


insulating lath 


18 pes. 
14 pes. 


2x6—8 ft. 
(x6—8 ft. 
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| 
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FIRST FLOOR PlAW 











360 ft. B.M. oe Y.P. finish floor 
28 ft. B.M. 5x3 Y.P. ceiling 
28 ft. B.M. {x3 fir, porch floor 


MILLWORK 


twin sash frames 12/16—13,” 3 Its, 
sgl. sash frames oo 3 Its. 
sash 12/16—13¢” 3 Its. gla. SS 

sides 1.S. trim Y.P. twin, basement 
sides 1.S. trim Y.P. single, basement 
sgl. sash Pl 12/12—13¢” 2 Its 
sash 12/16—1%@” 2 Its. gla. SS 
sides 1.S. trim, basement 

0.S. door 3/0x7/6—2'4” F.W. front en 


1Yexl0—6 ft. sailing joist hood 
- 1Yext0—2 ft. ceiling joist hood 
. 2xi2—18 ft. stair carriages 
® al ft. stair carriages 
3p 2x6—10 ft. curved rafters 
130. my rhe ft. 0.S. studs 
. 2x4—14 ft. gable studs 
- O.S. studs, rear dorm 
. 2x4—16 ft. at gate 
2x4—8 ft. 1.S. studs, basement 
ft. 1.S. studs, basement 
. 2x4—9 ft. 1.S. studs, Ist floor 12/24 L.G. front ge ll 
. 2x4—8 ft. IS. studs, 2nd floor ! side 1.S. trim front entr 
. 2x4—16 ft. plates and shoe 1 0.S. door frame 3/0x7/0—— 134" F.W. 
hoe 0.S. door 3/0x7/0—134” 1 pan. 
Y basement part gla. D.S. rear entrance 
3 34x 1 Yo shelving side 1.S. trim rear entrance 
n. ft. 34x52 shelving; trunk racks quin. sash frame 8/12—1%%” 15 It. liv 
in. ft. 2x3 shelving, supports sash 8/12—1%” 15 It. gla. SS 
ft. B.M. {x8 wall sheathing side 1.S. trim quin. living room 
25 squares 24-in. shingles; walls window frame 28x20/32/ 13%” 2h. 
1600 ft. B.M. 1x4 roof Sheathing wdw. 28x30 
17 squares {6-in. shingles; roof D.S. rec. hall 
1200 ft. B.M. | &M_ subfloor side 1.S. trim rec. hall 
2100 ft. B.M. {x3 oak finish floor wdw. tr. 24/20—15¢” 2 It. bath room 
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SECOND FL00g PLAN 


0.S. door 3/0x7/6—2', flush, gla. 1 It. 


9 Its. 


/32—136” 2 It. top 12 Its. 


wdw. 24/20—13¢” 2 a. . we 9 it. SS 
side 1.S. trim bath 

wdw. fr. zx20 /32——13 ‘ It. bedroom 
wdw. 28x20/32—15¢” . top 12 It. 
sides 1.S. trim ~ , es 
twin wdw. fr. 20/16—1%¢” . It. 

wdw. 20/16—1%” 2 It. top 9 It. SS 
side 1.S. trim, twin kitchen 

sash 20/30—1%” | It. div. 6 It. SS 
side 1.S. trim kitchen : 
twin wdw. fr. 24x20/32—136" 2 It. din 
wdw. 24x20/32—13¢” 2 It. top 9 It. SS 
side 1.S. trim twin dining room 

twin wdw. frs. 26x20 a ee 

wdw. 26x20/32—1%5¢” 2 Its. —_ 3 it 
sides 1.S. trim twin, bedroom 

twin sash frame 20/28—!%%” i It. 

sash 20/28—1i%_” | It. div. 6 It. SS 
side 1.S. trim twin, bedroom a. a 
twin window frame 26/24—1%” 

wdws. 26/24—1%3.” 2 It. top 9 it. Es 
side 1.S. trim, twin, — room 
sash frame 20/24—13%” It. toilet 
sash 20/24—1%” | It. div. 9 It. SS 
side 1.S. trim toilet 

louvre 18x54” front gable 
1.8. door frames 3/x6/6—1 36” 
basement 

1.S. door 3/0x6/6—13¢” W.P. 5X pan. 
basement 

sides 1.S. trim, plain Y.P. basement 
1.8. door frame 4/0x7/0—1%” 5%” 
pr. doors 4/0x7/0—1%” 10 It. DS. 
sides 1.S. trim, ree. hall to L R 
1.S. door frames 2/8x7/0—13” 
544” hall to main rooms 
doors 2/8x7/0—1%@”" 2 vert. pan. 
sides 1.S. trim, hall to main rooms 
1.8. door fr. aoa’ fw 
door 2/6x7/0—1%¢” 2 vert l 
sides 1.S. trim, ‘hall to bath 
1.8. door frames 2/4x7/0—136” 51/4” 
doors 2/4x7/0—1%” 2 vert. pan. 
sides 1.S. trim closets 
1.8. door frame 2/8x7/0—15¢” —— 
door 2/8x7/0—1%”" 2 vert. pan. 

id im_ kitchen 


Y.P. 5%” 


> dete BA ps acme ge 


sap gum 


sides 1.S., trim, hall to pedroome 
\S. door fr. 2/4x6/8—1%" 
doors 2/4x6/8—1%” 2 vert. pan. 
8 sides 1.S. trim toilet, clo. & stor. 
430 lin. ft. 34x4//2-in. base 
430 a ft. 5e¢xt%e-in. base moulding 
430 | ft. 3%xt¥e-in. base shoe 
154 Ths ft. %x4'2-in. ceiling moulding 
154 lin. ft. 7%/ex2-in. picture moulding 
36 lin. ft. 34x! Y2-in. shelving 
50 lin. ft. 34x4'2-in. hook strip 
set main stairs 3 ft. 3 in., "5 risers 
set grade stairs 3 ft. 3 in. 6 risers 
set basement stairs 3 ft. 3 in. 7 risers 
mantel shelf. living room, oom 
china case, dining room, de 
kitchen case; | breakfast set, etait 


(Continued on next page) 
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American Lumberman House Plan No. 104-B 


This is the fifth of a series of 6 small-house plans 


especially prepared by the AMERICAN LUMBERMAN 


in response to numerous requests for plans of homes that can be built at low cost 








BILL OF MATERIAL 
CONCRETE AND BRICK WORK: 
18 cubic yards concrete 
26 lin. ft. 8x12 flue liner 
770 8-in. conerete blocks 
136 6-in. concrete blocks 
616 common bricks 
84 face bricks 
Mortar for above 
| 9-in. thimble 
HARDWARE: 
| cleanout door 























KUITCHEN 


as )ie-} 





b 


u 


Beo Room 
8.6 « 12-6 


Living Room 
10.0 x \60 





300 Ibs. nails 

| coal chute 

190 Ibs. sash weights 

3 hanks sash cord 

5 cellar sash sets 

1 cylinder lock set 

| mortise lock set 3T 

8 mortise lock sets iT 

3 pairs 4x4 butts 

8 pairs 3'/2x3/2 butts 

10 sash locks 

10 sash lifts 

10 pairs cabinet hinges 
10 friction catches 
12 cabinet pulls 


LUMBER: 

3 pes. 6x6—7 No. | posts 

6 pes. 2x8—16 No. | girder 

4 pes. 2x8—16 No. | plates 

4 pes. 2x8—10 No. | plates 

25 pes. 2x8—20 No. | joists 

4 pes. 2x8—I6 No. | headers 
700 ft. x6 No.2 D&M 

96 pes. cut bridging 

600 lin. ft. 2x4 No. | plates 

210 pes. 2x4—8 No. | studs 

10 pes. 2x6—8 No. | studs 

10 pes. 2x4—12 No. | gable studs 
8 pes. 2x4—8 No. | ties 

2 pes. 1x6—10 No. 2 ridge 

| pe. 1x6—12 No. 2 ridge 

25 pes. 2x6—20 No. | ceiling joists 
34 pes. 2x6—12 No. | rafters 
1200 ft. 1x8 No. 2 shiplap 

550 ft. 1x4 No. 2 S4S roof shtg. 
8 squares 16-in. 5X wood shingles 
8 squares 18-in. stained shingles 
4 pes. 2x10—i2 No. | stair 

3 pes. 2x8—12 No. | porch 

2 pes. 2x8—8 No. | porch 

40 ft. 1x4 EG flooring 

| pe. 4-0x6-0 4-in. fir panel 

1 pe. 1x8—12 clear finish 

2 pes. 1x8—8 clear finish 

140 lin. ft. 3-in. crown 

140 lin, ft. Ix4 clear finish 
100 lin. ft. 34-in. cove 

600 ft. %4x1'/2 flooring 


4 pes. 4-0x8-0 /4-in. 3 ply 
4 rolls waterproof paper 
pe. Ixt2—10 No. 2 shelving 
4350 wood lath 
311 yards plaster 


MILLWORK, WINDOWS AND DOORS: 


| outside door frame 3-0x6-8—134 

| outside door frame 2-8x6-8—1 34 

2 twin window frames 24x24, 2 Its. 

2 single window frames 26x24, 2 Its. 

1 single window frame 24x24, 2 Its. 

3 single window frames 24x20, 2 Its. 

1 single sash frame 10x12, 6 Its. 

1 half circle sash frame 

5 windows 24x24, 2 Its., 154, top 6 Its. gla. 
2 windows 26x24, 2 Its., 156, top 6 Its. gla. 
3 windows 24x20, 2 Its., 1%, top 6 Its. gla. 
i sash 10x12, 6 Its., 1% 

1 half circle sash 

{ outside door 3-0x6-8—1 3,4 6 pan. 

| outside door 2-8x6-8—134, 3X,1 It. gla. 


4 doors 2-6x6-8—1%, 2 pan. 


4 doors 2-0x6-8—1%,, 2 pan. 

8 inside jambs, stops 

1 CO jamb 

20 sides door trim 

10 sides window trim 

220 lin. ft. 5'/2-in. base and shoe 
150 lin. ft. picture molding 

30 lin. ft. hook strip 

12 lin. ft. pole 

2 thresholds 

| set kitchen cases 

3 cellar frames 10x12, 3 Its. 

3 cellar sash 10x12, 3 Its., 136, gla. 
| linen case 

| scuttle panel 

1 medicine case and hardware 

2 round 8-in. porch columns, 8 ft. 
SUBCONTRACTS: 

Painting 

Plumbing 

Heating 

Electrical 

Sheet Metal 





American Lumberman House Plan 


No. 219--Continued 


{ medicine case, bathroom stock 
90 . Yex6Y_ fascia, eave cornice 
. Yex7Y2 plancier, eave cornice 
t, Yex7¥, frieze, eave cornice 
90 lin: it Y%ex2¥ moulding, eave cornice 
120 lin. ft. %x71% frieze, gable cornice 
ft. 13x52 moulds able corm 
ft. %ex72 frieze, circle, gate 
ft. 13%x5% mould. circle, gate 
70 lin. ft. 1Y%ex5¥%2 mould. dormer cornice 
2 brackets 27-in. x 27-in. 8-in. face 
| picket gate 3/2 ft. x 4'/2 ft. 
4 newels 8x8—3 ft. 6 in. porch 
8 lin. ft. 3 in. x 3Y%2 in. bottom rail 
8 lin. ft. 3-in. x 5-in. top rail, porch 
{ pe. 3x5-in. 414 ft. top rail, circle 
| pe. 3x5-in. 2/2 ft. top rail, circle 
1 pe. 3x3'/2-in. 442 ft. ‘om rail 
14 lin. ft. 2-in. x 2-in. filler, porch 
24 balusters 2x3 in. 2 ft. porch 
12 lin, ft. %extY2 moulding, porch 


HARDWARE & TIN WORK 
14 sets sash wts. & cord 


| floor drain; {| coal chute 

{ C.1. cleanout door; 600 Ibs. nails 
60 lin. ft. eave gutter 

46 lin. ft. 3-in. down pipe 

10 lin. ft. 3-in. elbows 

54 lin. ft. 10- ine ridge roll 

60 lin. ft. 

36 lin. ft. in 

20 pes. 5x7 tin flashing, chimney 

| front door lock, | rear door lock 
i Cnet door lock, French doors 
141 4 1.S. basement lock 


4 pr. 34x32 L.P. butts & screws 

| D.A. floor baton { pr. push plates 

{ pr. 2x2 hinges & screws, cases 

3 elbow catches; 6 cupboard turns, case 
16 rubber tip door bumpers 


PLUMBING & HEATING 


{ set laundry trays; {| 42-in. cabt. sink 
2 bath tubs, 2 lavatories, 2 stools, comp. 
1 warm-air heating plant complete 


T 
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Primitive Logging in Brazil 


Hogu1aM, WasuH., Feb. 18.—William Bale, 
vice president of the Bale Logging Co. of this 
city, has returned from South America where 
he has been engaged for the last year and a 
half in studying the logging and lumber indus- 
try. He was accompanied by Mrs. Bale, and 
they spent most of their time in Argentina and 
southern Brazil. He said that pine is the prin- 
cipal timber being logged in Brazil. 

Except for two modern mills in the Bra- 
‘zilian timber belt, most of the plants are primi- 
tive and operated by a few natives, he found. 
There are hundreds of small mills with an 
output of only 2,000 to 3,000 feet of lumber 
daily, Mr. Bale said. The modern mills are 
operated by Americans with French and Bel- 
gian capital. 

Lumber is shipped to Argentina and Uruguay 
and used for boxes and other woodworking 
products, but poor railroad facilities keep down 
lumber shipments. He said that many Ger- 
mans, Italians and Spaniards are migrating to 
South America from the European war zones 
and that some Chinese and Japanese are coming 
from the Orient. 





File Company Observes 
Seventy-Fifth Anniversary 


ProvipENcE, R. I., Feb. 20.—The Nicholson 
File Co., here, is observing its seventy-fifth an- 
niversary, and accord- 

ing to Paul C. Nichol- 

son, vice president, the 

company is not only ob- 

serving its three-quar- 

ters of a century of 

service but another 





P. C. NICHOLSON, 

Providence, R. I.; 

Comments on Com- 
pany’s 75th 
Anniversary 





event which took place 

concurrently with the 

company’s founding, 

the introduction by 

William T. Nicholson 

of a successful method 

of cutting quality files 

by machine. The com- 

pany has rapidly expanded its production facili- 

ties and now has plants at Providence, Phila- 

delphia, Anderson, Ind., and Port Hope, Ont. 

It manufactures genuine Nicholson, Black Dia- 

mond and McCaffrey files and rasps and Nich- 

olson X. F. Swiss Pattern files, as well as the 

commercial brands, including American, Arcade, 

Eagle, Great Western, Kearney & Foot, Mc- 
Clellan and J. Barton Smith. 


California Puts Trucks and Rails 
on Rate Parity 


San Francisco, Cauir., Feb. 18.—In an or- 
der characterized as “undoubtedly the most 
far-reaching and comprehensive affecting intra- 
State transportation rates issued within recent 
years,” the California Railroad Commission re- 
cently established a new, lower State-wide 
schedule for highway carriers. The decision 
results in numerous reductions, and supersedes 
fourteen previously rendered transportation de- 
Cisions. The new rates go into effect May 16. 
_ The Commission pointed out that the record 
in this proceeding convincingly shows that Cali- 
fornia is suffering from an overabundance of 
highway transportation. Thus equipment is 
seldom used to capacity, resulting in high unit 
Costs and a condition wherein the public can 
not be given the advantage of rates nearly as 
low as it could enjoy were the carriers able 
to obtain full use of their equipment and thus 
teduce their unit costs. The principal purposes 





of the order are to stop destructive rate-cut- 
ting practices existent heretofore; to stabilize 
the rate structures of for-hire carriers upon a 
reasonable, non-discriminatory and compensa- 
tory level; to make available to shippers a 
known basis of minimum rates; to equalize 
competitive conditions between the several 
forms of for-hire transport, and to preserve to 
the public the full benefit and the use of the 
public highways consistent with the needs of 
commerce. Because the order also requires 
extensive adjustments to be made in the rates 
of railroads and other common carriers, it es- 
tablishes for the first time a parity in truck 
and rail rates for less-than-carload shipments. 

The commission’s order prescribes construc- 
tive mileages, determined by adding an incre- 
ment to the actual highway distances to com- 
pensate for grades, curves, congestion and all 
other elements that decrease the speed and load 
limit of trucking operations, as compared with 
operations over a level straight road without 


45 


any traffic interference. 

With the exception of a few instances where 
lumber items were affected by minor changes 
in mileage blocks, the new schedule did not 
affect previous minimum rates on lumber. 





Proud Ship Is Now Barge 


Vancouver, B. C., Feb. 18.—A proud old 4- 
masted barque, 311 feet in length, and 43.6 foot 
beam, built in Glasgow as the Balsore in 1892, 
sold to German interests and renamed the 
Delftdyk, confiscated by the United States Gov- 
ernment and renamed the Monongahela, oper- 
ated by the Charles Nelson Co., of San Fran- 
cisco, in the lumber trade from the Pacific 
Coast to Australia, bought in 1936 by the Kel- 
ley Logging Co., Vancouver, and remade into 
a lumber barge, operated between the Queen 
Charlottes, Victoria and Vancouver—goes back 
to this latter service in April after a thorough 
reconditioning. 





ESSCO Southern Pine 





It's good business to handle lumber of 
PROVED dependability. 


The dependability of ESSCO has been 
proved in countless cases. 


Dealers have been ordering and re-or- 
dering ESSCO for more than 60 years. 


ESSCO Klamath Soft Pine 
ESSCO Oak Flooring ESSCO West Coast Woods 


EXCHANGE SAWMILLS SALES CO. 


1111 R. A. Long Building, 


ESSCO Hardwoods 


KANSAS CITY, MO. 








WIN HARBORS LUMBER CO. 


Backed by 75 years of lumber family tradition 


Rail Shipping Departments: 


CHICAGO, ILL. 


Southern 
woods, Ponderosa Pine, 
Idaho White Pine and 
West Coast Woods. 


SEATTLE, WASH. 


West Coast Rail Business 
handled thru Seattle office. 


WACO, TEXAS—Jack Ray 











-—wWater Shipping dept.—. 


ABERDEEN, WASH 








Pine, Hard- 


Main Office 


BRANCHES: 
New York 








Factory Lumber, Industrial Items, Finish, Plywood, 
Timbers, Shingles, Siding. 


Famous Grays Harbor Timber --West Coast Woods. 


Baltimore 
Boston 

San Francisco 
Los Angeles 











Exclusive Agents Railroad and Car Materials for 20 Mills 


Mixed Cars 


... Waterborne Parcels . . . Full Cargoes 








The 





Lumber Co. 


Finish, Packaged Trim, 
Mouldings and Yard Items 
Grade-Marked 


HARDWOODS 


Poplar, Gum, Beech and Oak 
Kiln-Dried 


Write us about your needs 
Order a Mixed Car Today 








MORTON, MISS. 





DAMS-EDGAR 





YELLOW PINE 


The Rie Stee bene Co. 


















Lindsey 8-Wheel 
Tractor Wagons are  22/ Span 
ideal for tractor log- Marie Foon 
ging. They are used 77 fos:tion 
singly or in trains. to Load - 


LINDSEY 
8-Wheel 
Log Wagons 


continue to do the 
job cheaper and bet- 
ter for the practical 
logger. 


LINDSEY 
WAGON Co. 


Sole Manufacturers 


Laurel, - Miss. 





For snaking 
bunching 
Self-Loading Skid- 
ders. 


and 
use our 








LUMBERMEN! 
Write now for our catalog telling 
our that'll 
HELP YOU MAKE MONBY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Ill. 


AKROOW 











nAKROOW 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


March 2-3—Southwestern Iowa Retail Lumbermen’s 
Association, Chieftain Hotel, Council Bluffs, 
Iowa. Annual, 


March 6-11—Associated General Contractors of 
America, San Francisco, Calif. Annual. 


March 9-10—Southern Hardwood Producers (Inc.), 
Hotel Roosevelt, New Orleans. Annual. 


March 10-11—Utah Lumber Dealers Association, 
Hotel Utah, Salt Lake City. Annual. 


March 22, 23. and 24—Southern Pine Association, 
Roosevelt Hotel, New Orleans, La. Annual. 


March 26-31—National Lumber Exporters’ Associa- 
tion, Memphis, Tenn. Annual convention will 
be a cruise to Cuba on 8S. S. Rotterdam. 


April 10-13—Lumbermen’s Association of Texas, 
Beaumont, Tex. Annual. 


April 14-15—Florida Lumber & Millwork Associa- 
tion, Hollywood Beach Hotel, Hollywood, Fla. 
Annual, 


May 4-5—Associated Cooperage Industries of Amer- 
ica, Jefferson Hotel, St. Louis, Mo. Annual. 


May 11 and 12—Kansas Lumbermen’s Association, 
Masonic Temple, Salina, Kan. Annual. 


May 25-26—National Association of Commission 
Lumber Salesmen, Hotel Peabody, Memphis, 
Tenn. Annual meeting and National Forest 
Products Sales Congress. i 

June 6-7—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 

N. ¥. Annual. 

June 14-16—South Dakota Retail 

Association, Rapid City, 8. D. 


Lumbermen’s 
Annual. 





To Expand Grade Marking Service 
[Special telegram to AMERICAN LUMBERMAN] 

CotumsBus, Ga., Feb. 22.—Secretary W. R. 
Melton, of the Roofer Manufacturers’ Associa- 
tion, announced after conclusion of the meeting 
here that directors were authorized to employ 
a full time secretary for grade marking, and 
to employ a staff of inspectors to police mills 
of the southeast area to see that rules are lived 
up to, after means of financing have been 
adopted. 


Roofer Manufacturers Push "RMA" 
Grade Marking 


CotumMBsus, Ga., Feb. 21.—Definite steps 
to have RMA grade marking recognized 
throughout lumber trade territory of the 
Roofer Manufacturers Association were taken 
at a meeting of the organization, here, today. 
The session, the first since the annual meeting 
in January, was well attended by roofer manu- 
facturers of Georgia and Alabama. 

Attention was directed to the fact that the 
RMA grade-marking is already recognized in 
one eastern State and partially so in some of 
the other markets, and the standing committee 
on this project was instructed to push it to 
success throughout the trade territory of the 
local organization. The committee is com- 
posed of F. C. Mills, J. Hallman Bell and 
President J. H. Starr. 

The question of having the marking gen- 
erally recognized was discussed at length and 
took up most of the time of the open and 
executive sessions. Details of marking and 
standards for roofers were defined. 

Many wholesalers present urged grade-mark- 
ing on the grounds that it has become a neces- 
sity because of the growing demand for it. 
Wholesalers who spoke included Thomas Grif- 
fin, of the Colonial Lumber Co., Phenix City, 
Ala.; E. L. Cook, Columbus, Ga.; A. S. Gren- 
nells, Macon, Ga. 

Most of the wholesalers and some of the 
manufacturers predict a gain in roofer business 
as soon as the unfavorable weather breaks and 
building demand opens up. A problem in the 
industry was described as meeting competition 
while asking the higher prices made necessary 
by the Wages-Hours Law. No date was set 





for the next meeting of the association, but it 
is to be held subject to the call of the presi- 
dent, according to Secretary W. R. Melton. 





‘Kansas Association Selects 
May I1-12 for Holding Convention 


Satina, Kan., Feb. 20.—J. R. Montgomery, 
secretary Kansas Lumbermen’s Association, 
with headquarters here, states that the annual 
convention of the above organization will be 
held in Salina on Thursday and Friday, May 
11 and 12. This is to be an exhibit conven- 
tion, he states. All business sessions, as well 
as exhibits, and entertainment features, will be 
in the Masonic Temple. 





Illinois Dealers Association Moves 
lts Offices 


SPRINGFIELD, ILL., Feb. 21.—The headquarters 
of the Illinois Lumber & Material Dealers’ 
Association has been moved to 919 Ridgely 
Building, Fifth and Monroe Streets, Spring- 
field. It is suggested that persons having oc- 
casion to visit, or to write to, the association 
headquarters, make note of the above change 
of address. 





One of Nation's Largest Hardwood 
Users to Be Heard 


MemPHis, TENN., Feb. 20.—An address by 
H. M. Taliaferro, president of the American 
Seating Co., Grand Rapids, Mich., is to be a 
feature of the Annual Meeting of Southern 
Hardwood Producers (Inc.), to be held in 
New Orleans, March 9 and 10. His firm is 
the largest manufacturer of seating for schools, 
theatres, churches, buses, etc., in the world 





H. M. Taliaferro, president American Seating Co., 
Grand Rapids, Mich. to address Southern 
Hardwood Producers 


and is also a large producer of agricultural 
woodwork and furniture. 

In addition to managing this huge business, 
which consumes many millions of feet of hard- 
woods, Mr. Taliaferro is an industrial leader 
in Michigan and in the nation. 

Hardwood lumbermen are naturally inter 
ested in concerns and men who use their prod- 
uct. The address of this large consumer of 
hardwoods and national industrial leader 
should be heard by all Southern lumbermen. 
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February 25, 1939 


Northeastern Association Elects Suc- 
cessor to Retiring Secretary 


New York., Feb. 20.—From the office of the 
Northeastern Lumber Manufacturers Associa- 


‘tion, 41 East 42nd Street, comes announcement 


of the appointment of R. E. Broderick to suc- 
ceed Edward W. Treen 
as executive secretary 
and treasurer, the latter 
having withdrawn from 
that dual office at the 
annual meeting of the 





R. E. BRODERICK, 
New York, N. Y.; 
Newly Elected Secre- 
tary-Treasurer of the 
Northeastern lumber 
Manufacturers ASSO- 
ciation 





association held at the 
Commodore Hotel on 
Jan. 25, when a com- 
mittee was appointed to 
select a successor, com- 
posed of President R. G. 
Brownell, of Sheffield, Pa.; E. R. Plunkett, of 
New Rochelle, N. Y.; and Retiring Secretary 
Treen. 

Mr. Broderick’s experience and education well 
fit him to take up the work where Mr. Treen 





Amemcanfimberman 


left it. The new secretary is 37 years old, and 
married. He has had about 14 years of experi- 
ence in lumber and wood using industries, and 
is very familiar with Northeastern woods. A 
product of the New York State College of For- 
estry, he later served in technical capacities 
with the Wood-Mosaic Co., at Louisville, Ky., 
from 1928 to 1930 was engaged in promotional 
and engineering work with Johns-Manville Cor- 
poration; from 1931 to 1936 was in charge of 
lumber veneer specifications and purchase for 
the Baldwin Piano Co., at Cincinnati, and from 
1936 to 1938 he was in charge of the wooden 
door manufacturing plant of Johns-Manville 
Corporation at Nashua, N. H. His latest as- 
signment was with the Pittsburgh Plate Glass 
Co., serving as a consultant in connection with 
lumber specifications for its new woodworking 
plant at Keene, N. H. 


Mr. Broderick assumed his new duties on 
Feb. 10, Mr. Treen remaining at headquarters 
until the 18th, when he entrained for Conway, 
N. H., to take up his new duties with the Ken- 
nett Co. Mr. Treen was chosen vice president 
of the association at the annual meeting, and 
will continue to give it the benefit of his long 
experience in shaping the promotional program 
for Northeastern woods. 





FREIGHT REVENUE loss to the railroads of the 
U. S. as a result of diversion of freight to 
other modes of transportation, relocation of 
industry, and other economic changes was ap- 
proximately $523,000,000 in 1937 according to 
estimates made by the ICC. 


Virginia-Carolina Loggers Study Costs 
and Reforestation 


Marion, S. C., Feb. 20.—J. J. Watson, of 
the Richmond Cedar Works, Richmond, Va., 
was elect¢d chairman of the Southern Pine 
Loggers’ Group for Virginia, North Carolina 
and South Carolina, at the third annual meeting 
held at Marion on Feb. 9 and 10. He succeeds 
E. P. Widmer, of Camp Manufacturing Co., 
Aulander, N. C. Other officers named included 
Guy Osborne, of Argent Lumber Co., Hardee- 
ville, S. C., vice chairman; and B. M. Lufbur- 
row, Southern Pine Association, secretary. Mr. 
Widmer presided over the meeting. 

Brief description of various forestry activi- 
ties by southern pine manufacturers in all 
parts of the South, in which 28 different prac- 
tices were followed, was given the loggers by 
Mr. Lufburrow at the opening of the session 
on Feb. 9. He referred to the problem of 
forest fires. 


Logging Costs Are Discussed 


Discussion of tractor and team logging costs 
was given by Mr. Widmer in a paper on “Trac- 
tor and Truck Logging.” He pointed out that 
his costs may appear high, and that he is oper- 
ating in second growth. While the cost ran 
above that of teams, machines were necessary 
in order to get out the 100,000 feet daily to 
log the mill. The logging of pulpwood makes 
the cost $1 higher than regular logging. Gen- 
eral discussion followed Mr. Widmer’s talk, 
with B. G. Alderman, of D. W. Alderman & 
Sons Co., Alcolu, S. C.; J. M. Camp, of Camp 
Manufacturing Co., Russellville, S. C.; A. E. 
Wackerman, of Duke University; R. S. Bur- 
russ, of Burruss Land & Lumber Co., Lynch- 
burg, Va.; N. T. Barron, of North Carolina 
Pulp Co., Plymouth, N. C., William Maughn, 
of Duke University, and Mr. Lufburrow taking 
part. Actual costs in this type of operation 
were cited, Mr. Camp, for one, showing his 
tractor upkeep ran lower than the figures 
quoted by Mr. Widmer. 


Full Utilization as Incentive to Re-Growing 


A. E. Wackerman called attention to working 
of second growth timber in relatively small 


sizes as nipping much saw timber “in the 
bud.” In urging “there is no necessity for one 
industry or group of industries to use our for- 
ests to the exclusion of others,” Mr. Wacker- 
man pointed to integration of sawmill, pulp 
mill and naval stores to secure full utilization 
of forest which, he averred, will furnish incen- 
tive to grow trees. Mr. Wackerman presented 
a program for stable maintenance of timber 
for sawmills. 

General discussion developed the fact that 
pulp prices are so low that, under the wage- 
hour requirement of a minimum of 25 cents 
per hour, many tops and thinnings generaNy 
going to pulpwood are being left to rot. 


Committees Are Appointed 


Members named to the nominating committee 
included: B. G. Alderman, H. C. Parrish, and 
B. D. Nelme, of Fogle Bros. Co., Winston- 
Salem, N. C. The _ resolutions committee 
included R. S. Burruss, A. L. Ambrose, of 
Conway Lumber Co., Conway, S. C., and J. G. 
— of Maynard Lumber Co., Cheraw, 


The following committees were named: 
Laws—Frank W. Cox, of Eureka Lumber Co., 
Washington, D. C. Truck loaders—G. B. Camp 
and E. P. Widmer. Selective logging—J. W. 
Foreman, of Foreman-Blades Lumber Co., Eliz- 
abeth City, N. C. Pulpwood—J. H. Keener, 
of Champion Paper & Fibre Co., Canton, N. C. 


Enjoy Banquet and a Field Trip 


Election of officers was effected at the ban- 
quet in the evening, over which Professor 
Wackerman presided as toastmaster. Norfolk 
was selected for the next meeting. 

Discussion of the needs for both fire control 
and better cutting practices in South Carolina 
was given by H. A. Smith,- South Carolina 
State Forester, who spoke at the banquet. 

The second day of the meeting was devoted 
to a woods trip through the operations of the 


Camp Manufacturing Co. and the Tilghman 
Lumber Corp. 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 


CCATIFICO 


Needs) 





OAK FLOORING 


--CAREFULLY SELECTED LUMBER-- 
--PROPERLY KILN DRIED -- 
-- PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 





CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 








WHITE PINE (2te— 


Al so California White 


and Sugar Pine 
Fir Wallboar 


Cedar and 
William Schuette Company 


West Coast Products 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 











Richard Shipping Corp. 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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CRATER LAKE 


BOX G&G LUMBER CO. 
Klamath Pouderosa 


This Super-Quality Pine from the famous 
Klamath region is the pine that wins the 
preference of the careful buyer. We can 
promptly supply your needs in SELECTS and 
COMMON, S4S, PATTERNS or ROUGH, SHOP 
and BOX. Modern manufacturing makes 


Crater Lake stock surprisingly fine. Let us 
quote. 
& 
Send Your Orders to 
CRATER LAKE FRabegad 
R CO. < 
BOX G LUMBER CO Oregon 





HUNTINGTON TAYLOR, General Manager 





THE FEATHER RIVER 
LUMBER COMPANY 
Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 











SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


FIR 


TIMBERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 


GILLIES BROS. Ltd., 


Braeside, Ontario, Canada 
Manufacturers of 
(PINUS 


GENUINE WHITE PINE “"Strosus) 


for nearly 100 years. Capacity 30,000,000 ft. 
annually. Members N.W.L.D. Association. 
DRY STOCK—ROUGH OR DRESSED 


PROMPT SHIPMENT 
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Among the Lumbermen’s Clubs 


Lumbermens Club Hears Discus- 


sion of Wage and Hour Law 


MEMPHIS, TENN., Feb. 20.—The Wage and 
Hour law is here to stay, and probably will 
not be amended or changed greatly at the 
present session of Congress, C. Arthur Bruce, 
vice-president of the L. Bruce Co., and 
chairman of the Southern Hardwood Industry 
Committee, told members of the Lumbermen’s 
Club at its regular semi-monthly meeting last 
week, 

The committee, Mr. Bruce said, is now gath- 
ering data on violations of the Wage and Hour 
law for presentation to Administrator Andrews 
whenever it becomes necessary to make out 
a case or to present the industry’s problems. 
He expressed the belief from statements made 
by the administrator and members of his staff 
that no industry committee for lumber would 
be named at present, and that the present mini- 
ma were satisfactory to the administrator 
for the time being. Mr. Bruce foresaw some 
difficulty, he said, because in effectuating the 
law mill owners had been forced in some cases 
to scale down the pay of employees. He fore- 
cast that the Supreme Court would hold the 
law constitutional, and urged the lumbermen 
to observe the spirit as well as the letter of 
the law. 

“The United States and industry are fortu- 
nate in having Mr. Andrews as the Wage and 
Hour Law administrator,’ Mr. Bruce said. “I 
can conceive of a type of man who would 
not have proceeded as cautiously as he has 
done,” he added. 

Ray H. Goodspeed, president of the club, 
presided, and announced the election of the 
following new members: O. A. Bratton, J. 
Ross Holcomb Sr., and J. Ross Holcomb Jr., 
Memphis Veneer (Inc.); C. F. Work Jr., and 
J. G. Buehl, of C. F. Work & Sons Co; 
Buford Dillon, of Baird & Dillon, and Maurice 
B. Cooper, Sardis, Miss., associate member. 





Hoo-Hoo Club to Meet Monthly For 
Balance of Season 


MINNEAPOLIS, MINN., Feb. 20.—Harry 
McNeil, president of the Twin Cities Hoo-Hoo 
club, announces that the next session will be 
held in St. Paul on March 16; and that for 
the rest of the season only one meeting will 
be held each month, instead of two as pre- 
viously. 

Dr. B. G. DeBries, the chief speaker at the 
last meeting, presented a moving picture story 
in technicolor of an expedition into northern 
Alberta, and a shorter film depicting duck 
hunting at Heron Lake, Minn. 





Baltimore Exchange Holds School: 
Sales Club to See Movie 


BaLtrMoreE, Mp., Feb. 23.—Douglas fir was 
the subject of the lecture given before the 
“school” being conducted here under the aus- 
pices of the Baltimore Lumber Exchange last 
Friday night by Phillips A. Hayward, chief, 
Forest Products Division, Department of Com- 
merce. A distribution of literature was a part 
of the lesson, and many questions were asked 
and answered. The “school” met, as usual, at 
Schellhase’s restaurant on North Howard 
Street, and a dinner helped to stimulate the 
zeal of the “pupils.” 

The next meeting of the Baltimore & Wash- 
ington Lumber Sales Club will be held at the 
Longfellow Hotel here on the evening of March 
6. Through the courtesy of the Standard Oil 
Co. there is to be shown a movie entitled “Sa- 
fari,” depicting a trip across the desert of 
Sahara. 


A joint session of the Baltimore and Wash- 
ington lumber schools is to be held some time 
in the spring. 





Hear Authority on European 
Situation 


WasuHincTon, D. C., Feb. 16—The Hoo- 
Hoo Club No. 99, at a concatenation held last 
evening in the Continental Hotel, heard an 
address by Thomas L. Hughes, formerly com- 
mercial attache to Belgium and now chief of 
the Foreign Service Division of the Depart- 
ment of Commerce, who discussed the Euro- 
pean situation. The affair was well attended. 
There was a dinner, as usual, and Snark Gal- 
liher presided. 





Active in Spokane: Hoo-Hoo 


SPOKANE, WasH., Feb. 18.—George Duffy 
of the Duffy Lumber Co. in this city is taking 
an active part in ar- 
ranging with officials of 
the Western Retail 
Lumbermen’s  Associa- 
tion for the Hoo-Hoo 
concatenation. at Port- 
land, Ore., Feb. 24, pre- 
ceding the annual ban- 





GEORGE W. DUFFY, 
Spokane, Wash., 


Arranges Hoo-Hoo 
Concatenation 








quet of the association’s 
convention. Mr. Duffy 
has been active in the 
Spokane Hoo-Hoo for 
many years. 

There are tentative 
plans for a concatena- 
tion here this spring, 
and another in August if the anticipated visit 
of Snark of the Universe George W. Dulany. 
Jr., Clinton, Iowa, materializes. 


Move to Form Golf Club 


Denver, Coro., Feb. 20.—Plans are being 
formulated that will result in a lumbermen’s 
golf club for Denver. R. E. Ellwanger, Hen- 
shaw-Ellwanger-McCaddon (Inc.), of this city, 
who is in charge, reports that the plan will 
be pushed as spring approaches. A golf tour- 
nament is the goal of those behind the plan. 
There are many good golf players in the lum- 
ber industry in this section, and a tournament 
made up of lumbermen would provide close 
competition. 


Maine Mill Cuts Hardwood 


Aucusta, Me., Feb. 20.—This Pine Tree 
State has not in the past gone in for large 
hardwood operations, but the New England 
Pole & Treating Co., of Augusta, is cutting 
over 1,250,000 feet of unusually fine quality 
hardwood timber near Caratunk, in one of the 
largest operations of this kind in the history 
of Maine. About 80 percent is yellow birch, the 
rest being maple, beech and ash. At Caratunk 
it is being sawed into boards and furniture 
dimension for shipment, after curing, to the 
Kneeland Lumber Co., of Worcester, Mass. 
The mill is also getting out 21,000 cords of 
pulp and 800,000 feet of spruce, pine and hem- 
lock boards and dimension. 














RaiLroaps oF the U. S. in 1937 handled 64.6 
percent of the total freight traffic of the coun- 
try, compared with 75.4 percent in 1926. 
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Gets Order for Bridge Lumber 


TacoMa, WaAsuH., Feb. 18.—The Pacific-Gen- 
eral-Columbia Bridge Co., constructing a $6,- 
400,000 vehicular bridge across the Narrows, 
an arm of Puget Sound, here, has awarded the 
contract for supplying all lumber and timber 
to the Henry Mill & Timber Co., of Tacoma. 
The bridge is to be of steel and reinforced 
concrete, but millions of feet of lumber and 
timber will be utilized; 1,230,000 feet of lum- 
ber in the fenders and several million feet in 
building forms, roadways and sidewalks and 
other purposes. 





Organize to Improve Quality of 


Shakes, and Service 


SEATTLE, WASH., Feb. 18.—To produce and 
distribute all types of red cedar shakes—hand 
split, resawn hand-split and processed—there 
has been organized, here, the Colonial Cedar 
Co., by Charles E. Putman, who has associated 
with him Donald H. Clark. The hand-split 
shakes are sold under the trade name “Totem,” 
and the processed are the well known “Fitite 
Colonial Shakes.” 

The company’s main office and warehouse is 
at 2501 Northlake Avenue, Seattle. Warehouse 
No. 2 is at 3510 6th Avenue, West, and along- 
side a large shingle staining plant which facili- 





DONALD H. CLARK, 
Seattle, Wash.; 
Member of Concern 
Merchandising 
Shakes 








tates the shipping of stained shakes and a large 
number of “primed-white” shakes. More and 
more buyers, who are using hand-split shakes 
for painted side walls, recognize the value of a 
pre-dipt priming coat and are using this service 
extensively. 

In addition to producing shakes at the main 
plant, from outlying camps located in the tim- 
ber it will bring shakes to the central ware- 
house for grading, inspection and seasoning in 
transit. The large stock carried at the main 
plant is adequate to guarantee best service to 
the trade at all seasons. 

Both Mr. Putman and Mr. Clark have had 
many years experience in producing and mar- 
keting red cedar shakes. They are now in a 
position to supply greater variety with im- 
proved service. 





Mutual Insurance Company 
Shows Growth in 1938 


With premium income, assets, surplus and 
dividends paid to policyholders at new highs, 
the Lumbermen’s Mutual Casualty company of 
Chicago maintained the uninterrupted record 
growth in 1938, which it has established since 
its organization over a quarter of a century 
ago, James S. Kemper, president, announced re- 
cently. The company, which leads all casualty 
companies west of New York State in annual 
Premium income, wrote net premiums of $26,- 
911,679.42 during 1938, an increase of $344,- 
913.46 over the 1937 figure of $26,566,765.96. 
Assets on Dec. 31, 1938, totaled $34,171,977.53, 
an increase of $3,927,885.20 over the $30,244,- 
092.33 reported on December 31, 1937. Divi- 
dends paid to policyholders during the past year 
amounted to $4,745,885.12, an increase of 
$747,389.22. 

In commenting on general business conditions, 
Mr. Kemper said: “Any progress toward a re- 
turn of more normal business conditions will de- 
pend to a great extent on the encouragement 


49 











DOUBLE-RABBETED AT SIDES 
AND ENDS. EASY TO LAY UP 
WITH SPEED we, ACCURACY 
















significant test. 


development. 


stock sizes from our nearest office. 


HAMMO 


Pure Oil Building CHICAGO, ILLINOIS 
R. A. Long Building KANSAS CITY, MISSOURI 





ee 


fh 





The = Plywood Siding 


Analyses and demonstration have proved the plus or 
super value of Hammond Redwood Harborside. 
passes all standards and specifications and meets every 


Redwood Harborside provides beauty, durability and permanence. 
Impervious to insect attacks; weatherproof, swell-proof, warp-proof. 
The advantages of Super-Harbord construction are added to the nat- 
ural beauty and virtues of quality Redwood in this new Hammond 


Redwood siding in stock sizes up to 23” wide! 
tunities for distinctive new designs. 
thusing over Redwood Harborside. 
the installed cost is low, due to extreme labor economies. 


Dealers are invited to secure descriptive literature and data regarding 
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HAMMOND LUMBER CO., INC. 


WHEELER & DUSENBURY 
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ACCEPTED BY F.H.A. 


Sur- 


Imagine the oppor- 
Architects and builders are en- 
And with all its extra qualities 


»REDWOOD 


370 Lexington Avenue NEW YORK CITY, N. Y. 
810 Carondelet Bldg. NEW ORLEANS, LA. 
ENDEAVOR, PA. 





given business to expand and solve the unem- 
ployment problem in the only fundamentally 
sound way it can be solved, namely by re-em- 
ploying willing workers. Given assurance on 
the part of Government that it will be encour- 
aged to develop and earn a reasonable profit, 
business should continue to improve.” 





To Study Relations of Lignin 
Content to Pressed Board 
Strength 


Syracuse, N. Y., Feb. 21.—The Technical 
Association of the Pulp & Paper Industry has 
given the New York State College of Forestry 
at Syracuse University a grant of $1,000 for 
the support of research on “The Relation of 
Lignin Content to the Strength of Paper and 
Pressed Boards.” It will be carried out under 
direction of Prof. E. C. Jahn. 





Pine Pulp Problems Solved 


SAVANNAH, Ga., Feb. 20.—Upon comple- 
tion of an experimental run of east Texas pine 
pulp at the Herty ‘foundation Laboratory, 
officials announced the conversion of Texas 
, pulp into newsprint is “no longer a prob- 
em 

The test run was witnessed by officials of 
the Southland Paper Mills (Inc.), builders of 
the first newsprint mill in the South at Lufkin, 
Tex. It was the second run staged in the past 
month, and observers included E. L. Kurth, 
president of the company, and Albert New- 
combe, treasurer and director. 





THE Ovpest PLANTED SLASH PINE found in 
Mississippi, a windbreak set out thirty years 
ago, has been observed north of Biloxi. The 
tree is estimated to be as much as 16 inches in 
diameter and 75 feet tall. 
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Wisconsin Dealers 


(Continued from Page 29) 

ask for an extension of credit. The dealer 
grants it, but he never asks for any inter- 
est. You are not lumber dealers—you are 
bankers, and poor ones. What are you going 
to do about it? This association has estab- 
lished a department for your benefit. What 
can it do for you? Only the fellow who has 
used it knows the answer. You have sold 
materials, signed $1,500 waivers, knowing 
full well that you would get only $1,300. Then 
you have had to play with a contractor to 
try to get it back, and then you have lost 
more. 

The association mortgage department has 
taken you from the last limb of the last tree 
and placed you in the driver’s seat. In order 
to sell successfully, you have got to sell on 
the basis that the public is used to install- 
ment selling. 


Officers and Directors Are Elected 


At the conclusion of this address new offi- 
cers for 1939 were elected as follows: 

President—C. S. “Bob”. Walker, Walker 
Lumber Co., Columbus. 

Treasurer—J. E. Heath, Heath Lumber & 
Fuel Co., Brillion. 

Alfred H. Mintzlaff, A. H. Mintzlaff Co., 
Grafton, was chosen director from District G 
to succeed J. H. Herold, Palmetier & Abell 
Lumber Co., Waukesha. Henry W. Becker, 
O & N Lumber Co., Menomonie, was selected 
director from District A to succeed H. W. 
Erlanson, Erlanson Lumber Co., Superior. Don 
S. Montgomery will continue as secretary. 


Resolutions of the Convention 


Resolutions included one opposing passage of 
a bill proposed in the State legislature to reg- 
ulate wages and hours along the lines of Fed- 
eral legislation, and branded it and any simi- 
lar bill as economically unsound. Truckine 


Amemeanfiumherman 
Learn What's New 


of lumber from mills and manufacturing plants 
in Wisconsin to Wisconsin dealers was said to 
have a tendency to break down distribution of 
lumber and other building products through 
the retail dealer, and the association went on 
record as condemning such practices, and urg- 
ing mills and manufacturers to co-operate in 
correcting the evil. Another resolution ex- 
tended hearty support and sincere thanks to 
the national association in connection with its 
work in creating Tested Selling Methods. 
The banquet on Wednesday night, attended 
by something close to 1000 persons, was as 
usual characterized by excellent entertainment. 


Dumb-Bell Session and Banquet Held 


On Thursday at 12:15 sharp the Royal Or- 
der of Dumb-Bells convened for its 1939 exer- 
cises. Ken King announced the results of the 
bowling tournament. Don Christenson, O. K. 
Lumber Co., Neenah, had high individual score 
with 585 pins, while the cup, emblematic of 
championship, went to Otto Tagge’s team for 
its winning total of 2725 pins. Don Montgom- 
ery, calling the session to order, introduced N. 
J. McDonald, Thunder Bay Lumber Co., Port 
Arthur, Ontario, Canada. 


Speak for Plywood, Acoustical Material 


Jacques Willis, C-W Plywood Co., Chicago, 
assisted by his son, demonstrated the construc- 
tion of a stream-lined all plywood house. 

“With this house,” said Mr. Willis, “you 
can tell your customers who are thinking about 
pre-fabricated houses that you have your own 
pre-fabrication plant down in the yard.” 

Professor Oestreich of the extension divi- 
sion of the University of Wisconsin, talked 
briefly about acoustical treatment in the low- 
absorption field as an opportunity for lumber 
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BRADLEY- MILLER & COMPANY 


Frames of Bradley- Miller 
Stay Straight, Sound and True 


For years and years architects and builders have been speci- 
fying these Bradley-Miller Frames of Genuine White Pine. 
Frames of time-proved endurance, they keep their super- 
quality without warping, cracking, swelling or shrinking. Elec- 
trically machined, each part is milled so precisely that only 
hammer and nails are needed for perfect fitting. 
make Ponderosa Pine Frames of same manufacture and grade 
as the Genuine White Pine. 
Lumber—'White Pine, Sugar Pine, Ponderosa Pine. 
Write us today. 





BAY CITY, MICHIGAN 





We also 


Mixed Cars of Frames and 
Let us 





WE WHOLESALE 


Lest you ferget, let us mention that in addition to 
the various items of hard and soft wood that we 


manufacture, we 


also wholesale most all items of 


Western Pine and Fir and kindred items, a large 


Hardwood and Pine. 


stock of which we carry on hand at our distributing 
yard at Odessa, together with items of Southern 
We solicit your inquiries. 


CoTToN HANLON 


ODESSA , NY. 








of Oak, Maple and 





SPECIAL ITEMS AT ATTRACTIVE PRICES 


2 carloads of 2%” face L.R. Mixed Hardwood CAYUTA 
flooring, or can ship part , with any other items 


2 cars 12/4 No. 1 


Beech ° 
C&B Hard Maple; 50 M’ 5/4 No. 2 C&B Beech; 50 M’ 
4/4 No. 1 C&B Red Oak; 100M’ 4/4 No. 2 C&B Beech, 
250M’ 1x4 & 2x4 Yellow Pine. 
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dealers to sell more material. The speaker 
called attention to the fact that last year the 
hall in which the session was meeting pre- 
sented acoustical problems which made hear- 
ing very difficult. The ceiling area available 
for treatment in the room is small in propor- 
tion to the volume of the hall, and yet with 
acoustical tile in the available space, the prob- 
lem of acoustics has practically disappeared. 

“The Spark-Plug Act—Start Something for 
1939” was the title. given to a presentation of 
the Critchfield brothers. A punctilious critic 
of dramatic form might have found some lack 
of stage finesse in the production, but he 
would certainly have been forced to admit that 
what it lacked in that respect it more than 
compensated for in action and vociferousness, 
The Critchfield’s had something to shout about, 
and they shouted and stormed to the maximum 
capacity of their lungs. At one stage of the per- 
formance the circulation manager of the Amer- 
ICAN LUMBERMAN stood below the stage with 
arms outstretched ready to receive the shattered 
remnants of a model home which Don Critch- 
field had borrowed from the AMERICAN Lum- 
BERMAN booth to use as a stage property. 
Everything he had touched or used up to that 
moment he had finally crashed to the floor. He 
must have been impressed with the beauty or 
impressiveness of the little model, however, 
for after saying that the AMERICAN LuMpber- 
MAN stood ready to supply this and similar 
models on order from any set of plans, he 
carefully laid it down. The show was for 
the purpose of demonstrating twelve points 
which Max and Don had decided were neces- 
sary to the conduct of a retail lumber and 
building material business. 


Following this act, the session propounded 
to the jury seated at the speakers’ table a num- 
ber of questions ranging from the purely face- 
tious to the stubbornly practical, and all re- 
lated to the conduct of a retail lumber yard. 
The program, apparently unpredictable in 
length, was miraculously concluded promptly 
at three o’clock, as scheduled, and the conven- 
tion was adjourned, its members and guests to 
disperse, its officers and directors to begin al- 
most at once making plans for the convention 
of next year, which will celebrate the associa- 
tion’s fiftieth anniversary. 


Crowd to the Catnip Bed 


MiILwaAuKEE, Wis., Feb. 16—On Thursday 
afternoon, Feb. 14, immediately after the close 
of the first session of the Wisconsin Retail 
Lumbermen’s Association forty-ninth annual 
convention, a “concat” of the rejuvenated order 
of Hoo-Hoo was held. This was the first 
“concat” that has been held in the State of 
Wisconsin in more than seven years. A large 
portion of the credit for the success of the 
“concat” is due G. G. Kuntz, Florida-Louisiana 
Red Cypress Co., who was chairman of the 
promotional committee putting on the “con- 
cat. 

At the “concat” thirty-six kittens were ini- 
tiated into the Realm of Hoo-Hoo. The class 
was greatly curtailed due to inclement weather 
over the State, as Dane County alone had 
twenty-one signed applications. In all there 
were sixty-three applications signed and can- 
didates fully paid. Due to heavy snow in parts 
of the State and the roads being blocked, they 
were unable to get to Milwaukee in time for 
the concatenation. In addition to this large 
class of kittens, twenty-seven old cats applied 
for reinstatement and were accepted upon pres- 
entation of proper credentials and the small 
reinstatement fee. 


The following team officiated at the concate- 
nation, ably assisted by the Snark of the Uni- 
verse George W. Dulany, Jr., of Clinton, Iowa. 

Snark, B. F. Springer: Junior Hoo-Hoo, 
Don S. Montgomery; Senior Hoo-Hoo, H. B. 
Koerble; Bojum, W. M Wattrous; Scriveno- 
ter, H. H. Hansen; Jabberwock, George C. 
Hood; Custocatian, Oscar A. Mueller; Ar- 
canoper, Arthur M. Walsh; Gurdon, Edwin 
F. Fischer; Tilers, G. G. Kuntz, Paul Tegge, 
EF. A. Sieber, and S. S. Solie. 








Fet 


“ A 


as | 





| 1939 


yeaker 
ir the 
 ‘pre- 
hear- 
1ilable 
ropor- 
- with 
prob- 
ed. 

ig for 
ion of 
Critic 
e lack 
ut he 
it that 
- than 
isness, 
about, 
cimum 
ie per- 
A MER- 
> with 
ittered 
“ritch- 
Lum- 
yperty. 
o that 
or. He 
uty or 
wever, 
'MBER- 
similar 
ns, he 
is for 
points 
neces- 
r and 


yunded 
| num- 
; face- 
ull re- 

yard. 
le in 
omptly 
onven- 
ests to 
xin al- 
rention 
ssocia- 


ursday 
» close 
Retail 
annual 
order 
e first 
ate of 
. large 
of the 
uisiana 
of the 


“con- 


re ini- 
e class 
yeather 
ie had 

there 
d can- 
n parts 
d, they 
me for 

large 
applied 
1 pres- 

small 


oncate- 
e Uni- 
_ Iowa. 
o-Hoo, 
HB. 5. 
riveno- 
rge C. 
. Ar- 
Edwin 
Tegge, 








February 25, 1939 


Amemeanfiumberman 








THE LUMBERMAN POET 








When | Go West 


[ would go westward with the sun, 
Still clinging to the closing day; 
| know my work will not be done— 
The evening’s last expiring ray 

Shall find me at some labor still, 
And working with a right good will. 


I am not one of those who dream 

Of some appointed time of rest; 
Ahead I shall behold the gleam 

Of some new task or some-new quest, 
And all I ask my God, and Friend 
Is strength to labor to the end. 


I ask you, Lord, for toil, not ease; 
I ask for years my task to do. 
If God will only grant me these— 
My task and time to see it through— 
I shall go westward satisfied 
Because I lived until I died. 


Poet's Epigrams 
“Some men think they have made a suc- 
cess when all they have made is 
money.” 


“A good shingling will last forty years, 
whether it is a house or a boy.” 


“In the fall tell the farmers, if they have 
machinery to shed, prepare to shed it 
now.” 


“There not only ought to be a home for 
every family, but now and then the 
family ought to be at home.” 


“Some fellows think so much about their 
little troubles that they never have 
time to think out ways to avoid the 


“If you haven’t time to read the AMERI- 
CAN LUMBERMAN have one of your 
employees read it for you. It will 
make him a good lumberman and a 
good employer, which will be nice 
for you, because some day you may 
be working for him.” 


The Faith Inside 


We laid Old Bill away today up yonder on 
the knoll, 

With no one there a prayer to say for his 
immortal soul. 

We clasped his hands, we shut his eyes, we 
straightened out his limbs, 

And safe and sound and snug he lies, without 
the help of hymns. 


For, Bill, we couldn’t have a song, we couldn't 
have a prayer ; 

We just had time to monkey long enough to 
put you there 

You know at praying we are weak, at preach- 
ing worse than that; 

There wasn’t any dared to speak what he was 
thinking at. 


But down inside of every man—you can not 
root it out— 

The faith with which the boy began outlives 
the darkest doubt. 

And, though we never spoke a word up there 
beside the sod, 

I’ll bet in heaven someone heard us breathe 
the name of God. 


I take it preaching is a trade, the same as 


singing is; 

And every man for what he’s made, whatever 
job of his. 

I cannot sing, I cannot preach, but music I 
can feel; 


And somehow, down inside of each, our hearts 





big ones.” know how to kneel! 
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W. B. Mershon and his bride | Co.; Foster Lumber Co.; S. A. 


returned from the East on 
Tuesday (Feb. 5, 1889) and re- 
ceived the congratulations of a 
host of warm personal friends. 
None was more pleased to 
meet the genial gentleman than 
his faithful, sagacious and in- 
telligent Gordon setter “Bob,” 
who is Mr. Mershon’s almost 
inseparable companion. 
* * * 

The Missouri Lumber & 
Mining Co., whose plant is at 
Grandin, Mo., is contemplating 
making its headquarters in 
Kansas City. Its plant is one 
of the largest in the Southwest, 
having an annual capacity of 
35,000,000 feet. 

* * * 

The Keith & Perry building 
at the corner of Ninth and 
Walnut streets, Kansas City, is 
becoming the headquarters for 
many of the larger jobbing 
houses. The following have 
made their headquarters there 
during the past few weeks: 
Henry & Coatsworth Lumber 





Brown Lumber Co.; Moore & 
Buchanan; E. P. Cowen Lum- 
ber Co. and F. R. Strickland. 


* * * 


The Morgan Co. succeeds 
Carlton Foster & Co., Chicago 
and Oshkosh, Carlton Foster 
having sold out his interest in 
the concern at both places to 
his partner, T. R. Morgan and 
his son, Albert T. and nephew, 
J. Earl Morgan, all of Osh- 
kosh. 

* * * 

The so-called sawdust explo- 
sions that frequently occur on 
the Ottawa River in Ontario, 
are noticed during the winter 
when the stream is frozen 
over. The beds of sawdust at 
the bottom generate great 
quantities of “marsh” gas 
which periodically starts up in 
large volumes. There is no ig- 
nition, it is said, but the force 
is sufficient to burst thick ice 
over a large space. A case is 
given in illustration, where a 
snow-shoeing party was aston- 





ished at hearing a loud noise 
and seeing one of their num- 
ber hurled into the air, to fall 
back into a mass of broken ice. 
He was rescued, but the party 
endeavored to give sawdust de- 
posits a wide berth thereafter. 


* * * 


The redwood mills of Hum- 
boldt County, California, cut a 
total of 151,000,000 feet in 
1888. The leading manufactur- 
ers were as follows: The Pa- 
cific Lumber Co., 22,000,000 
feet; Dolbeer & Carson, 
21,000,000; Excelsior Redwood 
Co., 19,000,000; John Vance, 
15,000,000; Humboldt Lumber 
Mfg. Co., 14,000,000. The Men- 
docino County cut was 110,- 
000,000 feet. 


* * 


The Grande Ronde Lumber 
Co., La Grande, Ore., has been 
incorporated with a_ capital 
stock of $100,000 by L. C. 
Stanley, J. S. Sherman, George 
W. Dwinnell, Fred S. Stanley 
and Cornelia A, Stanley. 
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This is the 
Quality Lumber 
that wins the 
Good Will of 
the Builder 


You will find, as other dealers have found, 
that it pays to depend on SALLIS SERVICE. 
Here’s superior lumber, so well manufactured 
it meets your most exacting needs. Yard and 
Shed Items, Eased-Edge Dimension, Flooring, 
Ceiling, Siding, Finish, Mouldings, Casing, 
Base. Straight or Mixed Cars. 


1. C. and G. M. & N. Railroads 








Rent be 


LUMBER LUMBER CO. Inc. Tite 
ELIZABETH, LOUISIANA 





{YELLOW PINE 


Timbers, chemically treated to 


prevent stain. 
Eased Edge Dimension 
woe Complete line of kiln dried xm 
Yard and Shed Stock 
Southeastern Lumber and Timber Co. 
OGLETHORPE, GA. 
Manufacturers of Band Sawn 
Flint River Hardwoods, 
Cypress and Pine 


Air Dried Boards --- Kiln Dried Finish and Flooring 
MILLS AT—Oglethorpe Ga., 














Reynolds, Ga. 











TIMBER ESTIMATORS 
J JAMES W. SEWALL N 


Consulting Forester 


JAMES W. SEWALL 
Old Town, Maine 
Established 1910 


PHILLIPS & BENNER 
Ruttan Block 
Port Arthur, Ontario 
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RECENT DEVELOPMENTS IN 
WEST COAST SHIPPING 


New Rates to River Plate Brazil 


SAN Francisco, Catir., Feb. 20.—The U. S. 
Maritime Commission recently discontinued 
proceedings against the Pacific Coast-River 
Plate Brazil Conference, when the two lines 
comprising the Conference, the Pacific Argen- 
tine Brazil Line and Westfal-Larsen Line, es- 
tablished specific lumber rates, with a base rate 
of $13, and a pooling system. The three Japan- 
ese lines, the O. S. K., Yamashita and Kawa- 
saki, have since been admitted to the Confer- 
ence. 


Philippines Line Charters 7 Ships 


The recently announced passenger and freight 
service between California ports and _ the 
Philippines and New York, California and 
the Philippines, will be known as the American 
Philippine Line, according to the H. H. Pier- 
son, Pacific Coast manager. It has been or- 
ganized by the De la Rama Steamship Co., of 
Manila. The fleet of seven ships has been 
chartered from the Swedish East Asiatic Co. 


Ship Returns to Intercoastal Run 


After having lain idle since December, 1937, 
the steamer Ryder Hanify, owned by J. R. 
Hanify Lumber Co., will return to the coast- 
wise lumber trade shortly. 


Changes Coastwise Sailing Dates 


The McCormick Steamship Co., announced a 
revision of its coastwise services, changing 
northbound sailings from San Francisco Bay 
area from Wednesdays to Thursdays. 


Extends South American Service 


Interocean Steamship Corp., agent, announced 
the Pacific Coast-Latin America service of Ka- 
wasaki Line will be extended to include monthly 
calls at Pacific Northwest ports, virtually es- 
tablishing a new service from Vancouver and 
Puget Sound to the Orient. 

Sailings will be from Vancouver, then south- 
ward to Puget Sound, San Francisco, Los 
Angeles, Mexico, Central and South America 
stations to Valparaiso, Chile. 


Loads Tie Cargo for China 


RayMonD, WasH., Feb. 18.—Assembling of 
a shipment of 500,000 board feet of railway 
cross ties for use in war-torn China started at 
Willapa Harbor this week. The shipment will 
be taken by a Japanese ship, and it is believed 
that it is for the Japanese Government. The 
ties are for account of Cheney Lumber Co., 
Tacoma. 





Campaign to Emphasize Special 
Uses of Port Orford Cedar 


SAN Francisco, Cauir., Feb. 18.—Producers 
of Port Orford cedar have inaugurated an ac- 
tive trade extension program to acquaint deal- 
ers and users of lumber with the fine properties 
and qualities of their product. Edgar A. Brown, 
for many years chief engineer of the California 
Redwood Association, is in charge of the new 
promotion project, with headquarters at 420 
Market Street, this city. 

Because of its high durability and its very 
tenacious fiber, offering a marked resistance to 
abrasion and hard wear and wearing evenly 
without splintering, the wood will be empha- 
sized in the industrial field for flooring and 
roofing; in irrigation works, for all types of 
structures; in railroading, for tunnel timbers, 
icing platforms, crossing plank and ties; in 
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mining, for timbers and structures; and in har- 
bor works, for dock plank and shed roofing. 
One particular field to be exploited, according 
to Mr. Brown, is that of bridge decking or 
flooring. Also the field of water supply sys- 
tems, reservoir roofing, flumes, etc., will re- 
ceive special attention. 

Port Orford cedar is described as a soft- 
wood, moderately light in weight and nearly as 
strong as white oak, compared to which it is 
only 16 percent less in stiffness. The color of 
the wood is almost white, having a creamy yel- 
low tinge. It is straight and even grained, 
moderately hard, yet easy to work. 

The principal use of Port Orford cedar at 
present is for storage battery separators and 
venetian blinds. Before the troubles in the 
Orient, Japan was a large consumer of logs 
and lumber. 
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New Plant Ships Solid Car of 


Broom Handles 


Dipott, Tex., Feb. 20.—The first solid car- 
load of broom handles ever made in, and shipped 
from, Angelina County recently left the new 
plant of the Temple-White Manufacturing Co,, 
of this place. This car, the first shipment of 
the new plant, went to Wichita, Kan., and con- 
tained, in packages of 100 each, 55,000 broom 
handles, all cut, shaped, polished and painted 
in the factory here, where native yellow pine 
is shaped into broom handles and other imple- 
ments calculated for use in doing the chores 
of the households of the country. This plant 
is a new industry located here by the Temple 
interests, who operate at Diboll the largest 
sawmill in Texas, that of the Southern Pine 
Lumber Co. 


Wholesaler’s Service Is Backed by Wide 
Sources of Supply 


ABERDEEN, WasH., Feb. 18.—A_ wholesale 
lumber concern, exclusive agent for railroad 
and car materials of twenty sawmills, operat- 
ing in both the rail and cargo market in an 
extensive manner, is the Twin Harbors Lum- 
ber Co., of this city. 


Its officers are of a family with lumber tra- 
ditions extending back through three genera- 
tions and about 75 years of continuous lumber 
operation. Some seventy-five years or more 
have elapsed since Capt. 
Henry N. Anderson 
was a lumber operator 
in Pennsylvania. In 
1876, Mr. Anderson, 
| having moved to Mich- 
- igan, was a member of 





H. N. ANDERSON, 
Aberdeen, Wash.; 
Manages Wholesale 
Organization Having 
Unusual Backing of 
Group of Sawmills 





the firm of Loudon-An- 
derson & Co., which 
had a sawmill at Bass 
Lake. 

In 1898, H. N. An- 
derson and his son-in- 
law, A. W. Middleton, 
went from Michigan to the Pacific Coast and 
purchased what was kown as the J. M. Weath- 
erwax Mill, in Aberdeen. This was a new 
mill and, for its day, a large one; equipped 
with a circular headrig and a band resaw, it 
had a daily capacity of 100,000 feet. It manu- 
factured fir, spruce and cedar lumber. 


According to the files of the AMERICAN 
LUMBERMAN of that period, the company then 
found a large part of its market in Mexico 
and the Hawaiian Islands. This was the An- 
derson & Middleton Lumber Co., and its offi- 
cers were H. N. Anderson, president; A. W. 
Middleton, vice president and secretary, and 
S. M. Anderson, son of the president, was 
treasurer. 


New Mill Now Operates on Old Site 


After forty years, the Anderson & Middle- 
ton Lumber Co. is still operating on the same 
site. The mill, however, has been renewed, 
rebuilt and re-equipped several times since 
then, and A. W. Middleton, who is now presi- 
dent, says that today the only thing left of 
the old plant is the whistle. Many Aberdeen 
residents say that this whistle is the deepest 
and most musical of all the many in this 
highly industrialized community. 


The Anderson & Middleton Lumber Co. by 


no means confined. its sales to water shipping 
business, and we find that the March 18, 1905, 
issue of AMERICAN LUMBERMAN stated: “An 
increasing factor in the eastern rail trade in 
fir and spruce lumber is the Anderson & Mid- 
dleton Lumber Co., of Aberdeen, Wash.” 

As the years went on, the Andersons de- 
veloped other lumber manufacturing plants on 
Grays Harbor, including the Bay City Lumber 
Co. and the Michigan Lumber Co. G. E. An- 
derson, another son of H. N. Anderson, be- 
came a partner and officer in the Anderson & 
Middleton Lumber Co. 


New Company Draws from Wider Sources 


Eighteen years ago the Andersons launched 
the —Twin Harbors Lumber Co. as a lumber 
sales organization, selling products from a 
group of mills in western Oregon and Wash- 
ington, the purpose of the Twin Harbors’ or- 
ganization being to supplement the stocks of 
the Andersons’ mills with a wider source of 
supply, so that demands of the trade could at 
all times be met. It has its main office in 
Aberdeen. 

The president and manager of Twin Har- 
bors Lumber Co. is Henry N. Anderson, who 
in addition is president of the Hart Mill Co., 
Raymond, Wash.; secretary of the Bay 
City Lumber Co., Aberdeen, and secretary- 
treasurer of the Durable Fir Lumber Co., Do- 
rena, Ore. The vice president and sales man- 
ager of Twin Harbors for Atlantic Coast de- 
partment is Donald C. Anderson, a_ brother 
of Henry N. Anderson, who handles most of 
its cargo business. F. B. Curtis is sales man- 
ager of the rail shipping department, with 
headquarters in Seattle. The Twin Harbors 
Lumber Co. is one of Seattle’s largest whole- 
sale lumber shippers in the rail trade. 

Located at the Chicago office are Harvey 
Welch, manager of the car material depart- 
ment, and L. L. Koester, manager of the yard 
stock department, which handles, besides West 
Coast woods, Inland Empire pines and white 
fir, southern pine, and also hardwoods, as well 
as industrial items. 

District sales offices and the managers in 
charge are as follows: 

Texas—Jack Ray, of Waco. 

New York, 149 Broadway—LeRoy Christy. 

Boston, 416 Medford Street—Walter Webb. 

San Francisco, 902 Fife Building—J. E. 
Peggs. 

Baltimore, 334 East University Park Way— 
Arthur V. Charshee. 

When a business endures for more than 
three-quarters of a century, a family affair 
handed down from father to son, to the third 
generation, it is an indication that it was built 
on a solid foundation and has continued to up- 
hold those traditions which have made success, 
founded upon goodwill, and the intelligent ap- 
plication of. business principles and service. 
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Review Stresses Need for 
Foreign Markets 


WasHINGTON, D. C., Feb. 20.—The Forest 
Products Division of the Bureau of Foreign and 
Domestic Commerce annual “1938 Review of 
United States Foreign Trade in Logs, Lumber 
and Allied Products” was released Feb. 16. 
Comprehensive export and import statistics are 
included to depict the trend for the past four 
years while details are shown by countries for 
1937 and 1938. Commenting upon the im- 
portance of the lumber industry and export 
trade, the Forest Products Division states: 

Ever since about 1870 the United States has 
been the largest lumber producing country 
of the world. For many years previous to 
1930 the United States was the major lumber 
exporting nation of the world. This was 
a logical development, for no other country 
possesses such large commercially accessible 
forest areas located in relative proximity to 
tidewater. No other country possesses forest 
resources so rich in variety of valuable spe- 
cies, both hardwoods and softwoods, suitable 
for so many diversified construction and in- 
dustrial purposes. At the same time the for- 
ests of the United States offer unlimited pos- 
sibilities for sustained-yield production, pro- 
vided adequate markets exist to make suit- 
able forestry management profitable. The 
export trade is important in maintaining a 
healthy condition in the lumber industry. 
Many grades and sizes are produced in excess 
of domestic requirements, yet are in demand 
in foreign lands. In the South and on the 
Pacific Coast the very location of the indus- 
try makes it desirable, if not essential, that 
both foreign and domestic business is avail- 
able for profitable operation. 


Copies of “1938 Review” are available free 
upon request direct to the Forest Products 
Division, Department of Commerce, Washing- 
ton, D 


Foreign Trade in 1938 


WasuinctTon, D. C., Feb. 20.—Total exports 
of hardwood and softwood lumber (including 
boards, planks, scantlings, flooring, sawed tim- 
ber) and logs for 1938 totaled 1,060,300,000 
board feet, as compared with 1,583,475,000 feet 
lor 1937, a loss of 33 percent, according to 
hgures just released by the Forest Products 
Division of the Bureau of Foreign and Do- 
mestic Commerce. 

Sawed railroad ties, trim and mouldings are 
not included (even though they are considered 
as lumber items), for the reason that the figures 
are not readily available in terms of board feet. 
Box shooks are not included since comparable 
import statistics are not available. 

Of the total 1938 amount, sawed material ac- 
counted for 947,453,000 feet, as compared with 
1,413,457,000, a loss of 33 percent. On the 
same basis of comparison, exports of logs and 
hewn timber totaled 112,847,000 feet, as against 
17,018,000, a loss of 34 percent. 

In the following paragraphs, following the 
figures for 1938, those for 1937 are given in 
parentheses. 

Sawn softwood totaled 685,899,000 feet (1,- 
032,659,000). In this sawn softwood group, 
Douglas fir was the most important species 
exported, totaling 307,062,000 feet (558,859,- 
000). Southern pine was next in importance, 
totaling 300,060,000 feet (355,770,000). Other 
woods exported in this group were: White, 
ponderosa, and sugar pine, 36,519,000 feet (51,- 
211,000) ; redwood, 15,262,000 feet (24,123,000) ; 
spruce, 11,835,000 feet (20,382,000); cedar, 4,- 
753,000 feet (6,475,000) ; cypress, 5,154,000 feet 
(4,580,000) ; hemlock, 1,452,000 feet (5,793,000). 
Of these woods, cypress is the only one to show 
a greater export figure in 1938 than in 1937. 

Sawn hardwoods (including flooring) totaled 
261,554,000 feet (380,798,000). In this group, 
oak totaled 151,346,000 feet (213,896,000) ; ash, 
27,319,000 feet (44,932,000); poplar, 19,888,000 
feet (33,009,000). 

Softwood log exports totaled 88,557,000 feet 
(146,071,000). Hardwood log exports totaled 
24,290,000 feet (23,947,000). In this log export 
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group, Douglas fir accounted for 67,062,000 feet 
(78,999,000) ; cottonwood and aspen, 12,604,000 
feet (9,357,000) ; hemlock 3,262,000 feet (31,- 
874,000) ; ash and hickory, 3,979,000 feet (5,- 
609,000) ; Port Orford cedar, 5,406,000 feet (7,- 
919,000). Log exports of other segregated 
species were comparatively small. 

Total imports of hardwood and softwood logs 
and lumber (including clapboards and cabinet 
woods) totaled 714,643,000 feet (841,200,000). 
Of this amount, logs (hardwoods and soft- 
woods) accounted for 185,549,000 feet (154,- 
571,000) ; softwood lumber (including clap- 
boards), 459,153,000 feet (572,543,000); hard- 
wood lumber and sawed cabinet woods, 69,- 
941,000 feet (114,086,000). 

In the logs group, imports of fir, spruce or 
western hemlock accounted for 104,437,000 feet 
(90,042,000) ; cedar, 46,530,000 feet (27,370,000) 
and mahogany, 27,283,000 feet (25,221,000). 

In the softwood lumber group, spruce was 
the most important single species imported, 
totaling 192,030,000 feet (308,106,000). Imports 
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of fir and hemlock combined totaled 168,915,000 
feet (140,555,000) and imports of pine totaled 
61,357,000 feet (84,289,000). 

The reciprocal trade agreement signed by the 
United States and Canada allotted Canada an 
annual quota of 250,000,000 board feet of Doug- 
las fir and Western hemlock to enter the United 
States at $2 duty and excise tax. During the 
calendar year 1938 imports of these woods sub- 
ject to this quota totaled 172,293,003 board feet, 
according to preliminary figures supplied by the 
Bureau of the Customs and Treasury Depart- 
ment. 





"Green Gold" Insures Son 


Jackson, Muiss., Feb. 20.—Bob Graham, 
chancery clerk, Covington County, has taken 
out one-hundred and sixty acres of insurance 
on his son, now eight years old; he bought 
160 acres of tax delinquent land, and purchased 
seedlings to plant most of his plot. 





feather...” 


planting. 


SOUTHERN PINE 


KIRBY BUILDING 





Water Seeks Its 
Own Level 


People too, gravitate to their 
own kind, just as “Birds of a 


lf you want the better class of 


people for your customers--stock 
KIRBY lumber, 
low, as Fall harvest follows Spring 


KIRBY LUMBER CORPORATION 


“A Wood for Every Purpose” 


and profits fol- 


SOUTHERN HARDWOODS 


HOUSTON, TEXAS 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasuincton, D. C., Feb. 20.—Following is the National Lumber Manufacturers’ Association’s report for two weeks ended Feb. 11, and for six 
statistics of identical 


weeks ended that date, covering mills whose statistics for both 1939 and 1938 are available, and percentage comparison with 


mills for the corresponding period of 1938: 


Av. No. 
TWO WEEKS: Mills 
Softwoods: 
EET PEIN fac 6.0 6. dd one So iehleule He sa eb melee 130 
ask a areas) aay casa ah wie Wt Siw wea ; 143 
I i dias alas Gi whee ie aie wih aaedlac aa a eelen8 115 
SE SOS oo ctsieeescecicawe eee esa 13 
oR re ee 10 
ran he waren. ah naira ice aloha amie ae 10 
ON ee ee 19 
I IIE oo 5 s\n 4 6o 6 46S sree aK KE OS 440 
Hardwoods: 
oo eee ee +74 
POOP CM TD BUUOOOES 66s ois sicciecwewenecess 19 
SO ns wre Cea eee deee he eens 93 
eo Ee er en re 514 
ee ia eke hblew ee ees ge meeeu 65 
os odd od alee a oak RS ONS and ewe 15 
SIX WEEKS: 
Softwoods: 
TE. ; 0 pees ne peaaye we baw eer ea ee eae 129 
i ie nb. « ipl ae Danes dae k oa eee hee 143 
I oi as io alas rime id eet @ alte rqae Ms 115 
i STO cc awencsnnseoswerdbuwenes 13 
he Ae eee 10 
eb Shoe 66660 de ate Ma Ee eh Uw 10 
See RN ne wadae ee bien e aise ene 18 
ee I i i. ho cw oe ere ee ee w ere Sa 438 
Hardwoods: 
PEI DUMPOWOOGS 6c sciceecccvecoewecees T72 
PEOCUMOTTR BRP WOOES 666 cc ces He See hewdscccas 18 
ee ee eee 90 
Oo ee ere ee eae 510 
ee ahs wie eae Mb ae a eel eee 65 
ee ee ee 14 
tUnits of Production. *Five Weeks. ow 


Production 
1939 


61,084,000 
164,903,000 
67,373,000 
13,739,000 


316,447,000 


11,068,000 
6,252,000 


17,320,000 


333,767,000 


12,524,000 
2,083,000 


185,340,000 
513,192,000 
216,352,000 
38,001,000 
16,566,000 
1,466,000 
8,756,000 


979,673,000 


27,031,000 
18,715,000 


45,746,000 
1,025,419,000 


31,228,000 
5,926,000 


Percent 
of 1938 


101 
129 
151 
112 
108 


27 


79 
124 


107 
77 
94 

122 

12 


158 


104 
W7 





91 
129 
114 
143 


eeks ending Jan. 28 and Feb. 4. 


— 


1 


Shipments 
1939 


59,859,000 
178,833,000 
110,668,000 

12,286,000 

5,920,000 
3,265,000 
2,535,000 


373,366,000 


12,256,000 
3,776,000 


16,032,000 


389,398,000 


12,104,000 
1,559,000 


177,089,000 
500,641,000 
343,573,000 
37,066,000 
15,040,000 
10,150,000 
7,177,000 


,090,736,000 


35,075,000 
10,511,000 


45,586,000 


,136,322,000 


29,481,000 
4,919,000 


Percent 


of 1938 


95 
122 
115 


163 
115 


155 
141 


152 
116 
101 
120 


Orders 
1939 


62,425,000 
181,931,000 
101,095,000 

11,841,000 


4,483,000 


368,652,000 


13,024,000 
3,784,000 


16,808,000 


385,460,000 


17,426,000 
1,921,000 


192,915,000 
527,843,000 
306,239,000 
46,516,000 
13,886,000 
9,555,000 
10,147,000 


1,107,101,000 


36,559,000 
10,714,000 


47,273,000 
1,154,374,000 


43,623,000 
6,100,000 


Percent 
of 1938 


100 
112 


131 
125 
130 
107 


148 
114 


145 
141 


144 
109 


162 
145 





Gives Option to Oil Company 


New Oreans, La., Feb. 20.—Lease of ap- 
proximately 85,000 acres of land owned by the 
Lutcher-Moore Lumber Co., in Beauregard 
and Vernon parishes, by the Atlantic Refining 
Co., has been effected. The acreage was taken 
on a_ geophysical exploration option under 
which general development work will be con- 
ducted with promising areas to be subsequently 
retained under lease. 












SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but makes 
a tremendous difference in the 
cut of the mill. Investigate. 


Write for catalog A. 


SOULE 


STEAM FEED WORKS 


MERIDIAN MISSISSIPPI 


———— 








Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New Orteans, La., Feb. 22.—Following is 
a summary of reports from southern pine mills 
for two weeks ended Feb. 18: 


Average weekly number of bills, 136; 
Units,{+ 115 


Total for 

Two Weeks 

Three-year average production*... 71,164,000 
MECHML PEOGUCTION «2.0. 0c cs ccccccccs 62,097,000 
REE eee 62,521,000 
rane 60,310,000 


Number of mills, 134; Units,+ 113 


On Feb. 18, 1939 


76,349,000 
474,731,000 


Unfilled orders 
Unsold stocks 


*October, 1934, to October, 1937. 
Unit is 


308,000 feet of “3-year average” 
production. 


Western Pine Summary 


PorTLAND, OrE., Feb. 18.—The Western Pine 
Association reports as follows on operation of 
identical Inland Empire and California mills 
during the two weeks ended Feb. 11: 


Report of an average of 115 mills: 
Total for 2 Weeks Ended 


Feb. 11,1939 Feb. 12, 1938 
Production ...... 67,373,000 44,725,000 
Shipments ....... 110,668,000 95,841,000 
Orders received... 101,095,000 101,343,000 


Report of an average of 114 mills: 
Feb. 11,1939 Feb. 12, 1938 
Unfilled orders ... 175,057,000 148,968,000 
Gross stocks ....1,521,641,000 1,584,473,000 
Report of 114 identical mills: 
-———Total for Year——_—_,, 
1939 193 


Production ...... 206,484,000 110,796,000 
Shipments 338,320,000 285,417,000 
CN cb esis sisckas 299,229,000 309,514,000 





Relation of Unfilled Orders to Stocks 


WasuInctTon, D. C., Feb 20.—Following is 


statement for nine groups of identical mills and 


two groups of hardwood flooring plants of unfilled orders and gross stock footage on Feb. 11: 











No. of Unfilled Orders Gross Stocks 

Softwoods— Mills 1939 1938 1939 1938 
yk A ee 127 75,752,000 75,490,000 549,167,000 570,212,000 
a ae il sb Aa Bh Ge 143 327,870,000 297,880,000 956,021,000 991,412,000 
Western Pine sir acid aa ar tse emai 114 175,057,000 148,968,000 1,521,641,000 1,584,473,000 
California Redwood ............. 13 35,664,000 31,262,000 307,593,000 311,361,000 
WOUCMOPE CUOTOOD ccc cc cctccve 10 6,624,000 5,220,000 198,674,000 187,391,000 
POGUE UE kcccccdcewcecev ews 10 4,768,000 5,857,000 144,336,000 161,652,000 
Northern Hemlock* ............. 15 11,965,000 7,114,000 115,842,000 118,070,000 

TOCR) BMOCCWOOGS «occ csc cece 432 637,700,000 571,791,000 3,793,274,000 3,924,571,000 
Southern Hardwoods ........... +78 39,498,000 35,589,000 261,640,000 278,268,000 
Northern Hardwoods*........... 16 13,997,000 15,196,000 133,505,000 121,471,000 

Total MarsGwoods ..... 2... «0 94 53,495,000 50,785,000 395,145,000 399,739,000 

ee re 511 691,195,000 622,576,000 4,188,419,000 4,324,310,000 
Flooring— 
Maple. Beech & Birch Fig....... 15 9,582,000 7,358,000 18,439,000 18,839,000 


*Unfilled orders reported by 15 and 16 mills; stocks by 17 mills. 


tUnits. 
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1938 
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8,268,000 
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4,310,000 
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Here’s What's New 


New Asphalt Shingle Has Patented 
"Locking" Feature 


The Barber Asphalt Corp., Barber, N. J., has 
just announced a new Genasco Barb-Lock 
shingle, unique in design, distinctive in appear- 
ance, and especially suited to the “small” com- 
pact home of today. The Barb-Lock shingles 
are applied horizontally and provide accentuated 
horizontal and diagonal shadow lines. The 
simple, fold-under locking device locks each 
shingle with the adjoining shingle, overlapping 
with the result that nails used in securing them 
to the roof deck or side walls are completely 
concealed. A drop edge is provided on each 
shingle adding picturesque charm to a roof. 
The shingles, fully patented and approved by 
underwriters, are beautiful, colorful and fire- 
safe. The shingles are 13” x 17” and are fur- 
nished in standard green, standard red, blue- 
black, arbor green, rustone, mixed tone and 
green tone. Illustrated folders containing com- 
plete details are available from the company. 
There is no obligation. 


Wall Chart Aids in Sale of Mould- 
ing, Trim, Edgings Etc. 


Macklanburg-Duncan Co., Oklahoma City, 
Okla., manufacturer of Nu-Art mouldings, trim, 
edgings, bindings and nosings, announces com- 
pletion of a new wall chart for dealers showing 
more than 100 Nu-Art items for kitchen sinks, 
bath rooms, walls, floor coverings, tables, desks 
and counters. All illustrations show end view 
detail in actual size. The chart is 16” x 24”. 
According to the manufacturer, this chart is of 
great value to dealers in selecting the most 
suitable shape for each particular job and also 
a convenient method of showing customers the 
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most practical shape for any requirement. The 
back of the chart shows many suggested uses 
for Nu-Art items. Dealers may obtain one of 
these charts without charge by writing to the 
manufacturer. 


New Pine Booklet Offers Many 
Practical Suggestions 


In a continuation of its efforts to encourage 
more home building this year, the Western Pine 
Association, Yeon Bldg., Portland, Ore. is 
now distributing an attractive new booklet 
titled, “Building Your Home with WESTERN 
PINES.” The brochure offers suggestions on 


using Idaho white pine, ponderosa pine and 
sugar pine in good frame construction for rough 
carpentry items, finish and architectural wood- 
work. Profusely illustrated and trimmed in 
a bright yellow color, this striking new booklet 
will prove of special interest and value to per- 
sons who are planning to build or remodel 
homes. The facts about Western Pines are 
supported by testimonials from builders in vari- 
ous sections of the country, stating what their 
experience has been with these woods. Empha- 
sis has been placed upon the three points of 
paramount importance in planning a home— 
location, plan and materials. A sample copy 
will be sent to those interested without charge 
if they will the association. 


New Disc Sander Aids in Increasing 
Paint Sales 


The Lincoln-Schlueter Floor Machinery Co., 
242 West Grand Ave., Chicago, recently intro- 
duced a streamlined, portable disc sander which 
is designed principally as a companion to the 
larger Lincoln Speed-O- 
Lite sander. Both can 
be rented by the dealer 
direct to individuals who 
do their own work or 
to contractors, carpen- 
ters and painters. Be- 
sides making a profit in 
rentals, the dealer is in 
a position to increase 
the sale of floor finishes, shellac, varnish, wax, 
filler, paint, brushes etc. The disc sander is 
used for sanding stair treads, window sills, desk 
and table tops, panel, trim, closet floors etc. 
Like the large sander, it is equipped with a 
dust-proof, vacuum bag to retain all dust and 
dirt. It is also equipped with a floodlight for 
working in dark places. Full information on 
the two sanders and other models, together with 
details explaining the rental possibilities may be 
had without obligation by writing to Dept. A 
of the company. 


Calcium Chloride Effects on 
Portland Cement Mixes 


The Solvay Sales Corp., 40 Rector St., New 
York, N. Y., has just issued a new booklet 
“Calcium Chloride and Portland Cement” 
which shows clearly and concisely the exact 
effects of calcium chloride on portland cement 
mixes, including setting time, early strength 
and ultimate strength. It shows how calcium 
chloride affects curing and why the addition 
of calcium chloride permits a reducticn in 
water cement ratio with a resulting increase in 
density and water resistance. In addition it 
contains data concerning the marked effects of 
varying temperatures on the strength of con- 
crete. Two sections of the book are devoted 
to technical facts and three sections to practi- 
cal information. Structural concrete, paving 
concrete, and concrete products are each dealt 
with separately. Copies of this interesting book 
may be secured without obligation by writing 
to the company. 


To Build Big Pulp Plant 


Mosizz, ALA., Feb. 20.—Plans ‘to begin con- 
struction early this year of a $5,000,000 pulp 
and paper mill here were announced by Samuel 
D. Deforest, representative of the Hollings- 
worth & Whitney Co., of Boston. Mr. De- 
forest said the plant, employing an estimated 
one thomsand persons, would be completed 
within twelve months. Hollingsworth & Whit- 
ney, who operate five eastern mills, pre- 
viously bought and leased several hundred 
acres of land facing Chickasabogue Creek and 
Mobile River. 
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Yellow Pine 


Aristocrat of Structural Woods 


lt WEARS 
and WEARS 
for YEARS 
and YEARS 


Years come and go—but Long 
Leaf lumber keeps right on stand- 
ing the strains and bearing the 
heavy burdens. At the Wiergate 
mills complete modern manufac- 
turing facilities insure the BEST 
in machining and workmanship. 
Strong and sturdy, long-lasting 


and satisfying, Long Leaf is the 
lumber to sell for all structural 
uses. 
you. 


We can promptly supply 
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WIER LONG LEAF LUMBER CO. 


. iat ee TEXAS. 
iv Wiergate., Texas. 
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Ask Your Wholesaler 
for “ALGER” BRAND 


LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 











17 MAPLE FLOORING 
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sales manager also had an interest. 





American{imberman “Success Story” 


A young, unmarried man started his career in the lumber business by 
working as a clerk in a lumber company office, supervised by a sales man- 
ager who was also unmarried. The young clerk and the sales manager were 
friends and both went out often together to social affairs. 

One night they were invited to the same affair and the sales manager went 
with the clerk to the latter’s home before going to the party. While the young 
clerk was dressing, the sales manager sitting in the room noticed a file of 
copies of the AMERICAN LUMBERMAN. He said to the young fellow: “Do 
you get that paper regularly?” The clerk replied that he subscribed for it 
and paid for it personally, and that he read it faithfully because he wanted 
to become thoroughly familiar with the lumber business. 

The sales manager was so impressed with the young man’s earnest desire 
and sincerity that a few days later he authorized the auditor of the company 
to add $15 a month to the wages of this clerk. The clerk had shown enough 
interest in perfecting himself in the knowledge of the business to subscribe 
and pay for the AMERICAN LUMBERMAN out of his small salary. 

There is a justifiable moral to the story, in that this young fellow continued 
to apply himself, was gradually promoted, and when the company ceased 
operating, he was made manager of another lumber company in which the 








It's Easy to Get Rates Quickly 
in This New Book 


SEATTLE, WASH., Feb. 18.—The fine print and 
complex cross references of old style freight 
books have always been a nuisance to the man 
who has had to consult them frequently. So the 
traffic department of the West Coast Lumber- 


men’s Association has produced a new 
Freight Rate Book, streamlined for mod- 
ern use. The readability of its large type 


in both letters and figures, the liberal “white 
space” that makes for quick and sure progress 
through its columns, and its remarkable time- 
saving, simplified reference setup, have won it a 
welcome from lumber shippers everywhere. 
“The number of sheets has been reduced from 
the 302 of the old book to 120, and the number 
of pages from 389 to 212,” states K. C. Batch- 
elder, West Coast traffic manayer. “Yet rates 
to 22,000 cities are given, and 65,000 rates are 
quoted. Reductions were made by publishing 
shingle rates on the lumber basis, transferring 
back-haul rates to the Cargo Rate Book, and 
simplifying routing. More than thirty thousand 
pages of tariff material have been digested to 
provide rate information.” A revised Cargo 
Rate Book for Atlantic Coast shippers has 
also been simplified and set in large, easily 
readable type. For prices and further informa- 
tion on the Freight Rate Book and the Cargo 





Rate Book, write Traffic Department, West 
Coast Lumbermen’s Association, Stuart Build- 
ing, Seattle. 





Company Conducts Salesmen's 
Meetings in Four Cities 


The picture below was taken when salesmen 
of the Wood Conversion Co. attended their an- 
nual district meeting in New York, Jan. 9. 
Sales meetings have been held in St. Paul, Chi- 
cago and Dallas, also. At each the salesmen 
were given a preview of coming activities of 
Balsam-Wool and Nu-Wood, and were compli- 
mented on the fine sales job done in 1938. 

P. A. Ward, general sales manager, said that 
indications point to an excellent year ahead for 
construction and remodeling. C. C. Heritage, 
manager of the development department, 
showed how the moisture barrier on Balsam- 
Wool works, and demonstrated its importance 
to any insulation. He also discussed Nu-Wood 
interior finish colors, and the method by which 
proper shades were selected for Kolor-Trim 
moldings. The men had a preview of the na- 
tional advertising for 1939. 

J. B. Egan, district manager, presided at St. 
Paul; D. M. Pattie, assistant sales manager, in 
Chicago; and H. G. Schmidt, district manager, 
and J. M. Godley, sales supervisor, conducted 
at New York and Dallas, respectively. 


Salesmen of Wood Conversion Co, that gathered in New York to hear of promotion plans 
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Customer Satisfaction, Mill 


Goodwill Make Wholesaling 


Success 


Valuable service, to both the retail distriby- 
tor and the lumber producer, is an essential in 
a wholesale business that over a long period of 
years is to continue successful. Ability to ren- 
der it depends on a knowledge of types of tim- 
ber and production methods, so that buying 
may be intelligent and give the retailer satis- 
faction. A business of this kind must have sat- 
isfied customers—repeaters! But it is just as 
necessary that his manufacturing connections 
have confidence in and respect for the whole- 
sale distributor, and he will, if he conducts his 
business intelligently and honestly over a long 
period of years, build this type of goodwill, 
Two alternatives always confront the lumber 


THE THREE SULLIVANS—WHOLESALERS 





R. A. F. A. J. R. 


Of Portland, Ore. 


wholesaler—either demand is light and selling 
hard, or demand is heavy and good stocks 
hard to obtain, and on his ability to satisfy cus- 
tomers, and maintain the goodwill of manufac- 
turers, depends his ability to continue to serve 
both. 

Out in the Pacific Northwest there have been 
many changes in lumber wholesaling during the 
past twenty-seven years, and relatively few 
concerns have passed through that period un- 
scathed or unchanged. A good example of a 
wholesale lumber business which has, is the 
Sullivan Lumber Co., Portland, Ore. At the 
head of this business, which was organized in 
1912, is F. A. Sullivan; associated with him is 
his brother, R. A. Sullivan, and, during the 
last few years, his son, J. R. Sullivan, has 
come into the firm. Now in its twenty-seventh 
year, the Sullivan Lumber Co. has served ex- 
clusively the trade in rail shipping territory. 
Qualified with a wealth of manufacturing ex- 
perience, a good education, and endowed with 
a capacity for application and hard work, F. A. 
Sullivan, with the aid of his associates, has 
built a business on firm foundation. F. A. Sul- 
livan received his law degree from the Univer- 
sity of Oregon in 1907; R. A. is an alumnus of 
the University of Wisconsin, and Ronald (J. 
R.) is a graduate of Notre Dame University. 

F. A. Sullivan started his lumber career with 
the Standard Lumber Co., of Dubuque, Iowa, 
which company’s sawmill long ago cut out and 
quit. Leaving Dubuque, Mr. Sullivan entered 
the employ of the Sauntry-Cain Lumber Co., 
at Carlton, Minn. In 1902 he went to the Pa- 
cific Coast. There he was sales manager for 
different sawmills in Portland until 1911. At 
that time he went with the Douglas Fir Sales 
Co., a sawmill sales agency, and remained with 
it until 1912, when he established his present 
business. 

The Sullivan Lumber Co. has continued in 
Portland without interruption, and under the 
same ownership and management, for more 
than a quarter of a century. During these 
many years, the mills of the Pacific Northwest 
have learned they can place their confidence 
in this organization, because it is intelligentlv 
operated and financially sound. Such goodwill 
is valuable both to the company and to its cus- 
tomers, 
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THE BUSINESS RECORD 





Business Changes 


ALABAMA. Samson—Farmer & Murdock sold 
to Youngerman-Reynolds Hardwood Co. 

Westover—Tumlin Lumber Co. succeeded by C. 
L. Giles Lumber Co. 

CALIFORNIA. Berkeley and Oakland—H. Lin- 
coln & Sons Co. succeeded by Lincoln Lumber Co. 
(Inc.). 

Elk Mountain (P. O. at Upper Lake)—W. W. 
Prather Lumber Co, leased mill on Elk Mountain 
and box factory at Lakeport to Tartar, Webster 
& Johnson of San Francisco, who will conduct the 
business under the name Lake County Lumber & 
Box Co. 

FLORIDA. Hollywood—Hollywood Lumber Co. 
succeeded by Lindsley Lumber Co. of Hollywood 
(Inc.). 

Key West—Key West Box Co. 

Thompson Enterprises. 

GEORGIA. Glennville—Dubberly & Padgett suc- 
ceeded by Hershell A, Dubberly. 

INDIANA. Helmer—L. C. Shaffer sold lumber 
business and buildings to Frank Ewing, who will 
conduct business as Helmer Lumber Co. 

Indianapolis—Haltom-Colvin Lumber Co. suc- 
eeeded by A. J. Haltom Lumber Co. 

Plymouth—Harris Caravan Coach Co. (Inc.) suc- 
ceeded by Hill Manufacturing Co. 

IOWA. Des Moines—Brown Body Co. succeeded 
by Brown Bodies (Inc.), 308 East Third Street. 

Strawberry Point—Preston Lumber Co. sold to 
R. B. Leachman. 

MICHIGAN. Wyandotte—Wyandotte Lumber Co., 
also known as the Boyd-Shephard-Horine Co., 
located at Fourth and Mulberry Streets, succeeded 
by Lowrie Lumber & Supply Co. 

MINNESOTA. Kilkenny—Fahning Supply Co. 
succeeded by H. E. Westerman Lumber Co. 

NEBRASKA. Davenport—cC. L. Bolton sold lum- 
ber yard to A. H. Reinke of Byron. 

NEW JERSEY. Perth Amboy—Trygar Lumber 
Co. changed name to Hurley Lumber Co. 

TENNESSEE. Campaign—Simmons & Welch 
succeeded by Simmons, Welch & Matheny (Inc.). 

TEXAS. Amarillo—J. C. Wooldridge Lumber Co. 
succeeded by Wood-Webb Lumber Co. Mr. Wool- 
dridge will maintain his offices in the Fisk Building 
and continue the operation of the remaining lum- 
ber yards of the J. C. Wooldridge Lumber Co. 

La Feria—La Feria Lumber Co. succeeded by 
La Feria Industries (Inc.). 

UTAH. Salt Lake City—Robinson-Romney Co. 
succeeded by Robinson-Diehl Co. 


succeeded by 


Incorporations 


CALIFORNIA. Los Angeles—California-Oregon 
Pine Sales Co.; $250,000. To engage in lumber 
business. 

San Francisco—Plumas County Properties (Inc.). 
The company indicated its business would include 
lumbering, mining and real estate. 

FLORIDA. Palatka—Putnam Hardwoods (Inc.) 
chartered by W. M. Johnson, Emil Schenk and 
E. M. Musgrove. 

NEW JERSEY. Jersey City—Pavonia Lumber 
Co., 26 Veterans Square. 

NORTH CAROLINA. Asheville—Atlas Lumber 
Sales (Inc.); to carry on a general lumber busi- 
ness, 

OREGON. Portland—Continental 
$1,000. Logging and lumber. 
anne Seattle—Burke Millwork Co.; 

CANADA. BRITISH COLUMBIA. Victoria— 
Smith Logging Co. (Ltd.), Bank of Toronto Build- 
ing; $10,000. 


Timber Co.; 


Casualties 


ARKANSAS. Des Arc—The W. H. Stewart hard- 
wood mill burned, with loss of $7,000. Lumber, 
machinery and the office were destroyed. No 
insurance was carried, but it is reported the mill 
will be rebuilt at once. 

MISSISSIPPI. Oxford—True-Hixon Lumber Co. 
had planing mill and shed, about 150,000 feet of 
dressed lumber and two loaded freight box cars 
destroyed by fire, with loss estimated at $20,000, 
reported covered by insurance. 

MISSOURI. Doniphan—C. C. Swanson Lumber 
Co. store, sheds and stock destroyed by fire, — 
loss estimated at between $40,000 and $50,000 
Some insurance. Plant will be rebuilt. 

CANADA, ONTARIO. Dashwood—Thomas 
Klumpp planing mill, sawmill and lumber yard 
suffered fire loss estimated at $15,000. 


New Ventures 


CALIFORNIA. South Gate—South Gate Build- 
ing Materials Co., 3309 Independence Avenue. 
Walnut—Cable Lumber Co., 2553 Live Oak 
Street. 
KANSAS. Manhattan—Manhattan Lumber Co. 
Will be opened by Millard F. Bales. 
MINNESOTA. Worthington—Farmers Lumber & 
Supply Co. being opened by Robert Taylor. 
MISSOURI. Kansas City—Jack Jones Lumber 
be opened at Seventeenth Street and Brooklyn 
enue. 


OREGON. Crabtree—Crabtree Lumber Co. formed 





by Matt and Carl Olson and Swan Nyberg. 


Portland—Pacifiec & Oriental Hardwood Co., 2030 
N. E. 61st Street, formed by A. F. Simmie and 
M. S. Hubbard. 

Portland—Wells Building ely Co. opened at 
434 N. Tillamook by L. W. Wells. 

Redmond—The A. W. Weisbrod Co. has engaged 
in lumber and building material business. 


TEXAS. Ennis—McKee Lumber Co. opened on 
Highway 75 at corner of Brown Street, handling 
all kinds of building materials. 

Meridian—F. T. Shaffer is opening a lumber and 
building materials yard. 


World Timber Trade—1937 


BruSSELs, BELGIUM, Jan. 30.—The 1938 edi- 
tion of the Year-Book of the World’s Timber 
Trade published by the Comité International 
du Bois, Brussels, has just been issued with 
the final figures for 1937. The value of the 
world timber exports increased by 34.4 percent as 
compared with 1936, while the increase ex- 
pressed in quantity amounted to 6.6 percent 
over the previous year. Sawngoods exports 
(including planed boards and case parts) were 
53.5 percent of the volume, and 72 percent of 
the value. Pitwood ranked second with 16.5 
percent (as against 14 percent in 1936) and 
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pulpwood ranked third with 14.5 percent. Sawn 


logs remained about the same as in 1936, 8.5 
percent of the total quantity of timber exports. 
Europe predominated in world timber exports 
with 72 percent of the world timber exports, 
while the rest was exported by North America. 
Europe also imported by far the greatest quan- 
tity, viz: 78 percent. North America absorbed 
about 14 percent of the total world timber ex- 
ports, while the remainder was distributed 
among Asia, 1.5 percent; Africa, 3 percent; 
Australia, 2 percent, and South America, 1.5 
The following are figures for 1937: 
Value in 


a Quantity Gold Francs 
Exports— 
Soft sawn- 

BOCES 20-0 5,826,052 stds. 1,041,122,262 
Pulpwood - 18,159,154 piled met. 123,042,334 
Pitwood ... 6,654,766 cub. m. 79,9 934,283 
World ex- 

ports* ..... 54,965,040 cub. m. 1,597,303,183 

Imports— 

Soft sawn- 

goods ..... 5,460,535 stds. 1,216,729,022 
Pulpwood ... 13, 297, 189 piled met. 155,660,516 
Pitwood ..... 5, 021, 384 cub. m. 138, 412,055 
World im- 

portst ..... 52,668,490 cub. m. 2,086,016,477 

Ply wood— 
pS aa 698,125 cub. m. 113,358,430 
a 694,346 cub. m. 122,581,048 


*Europe and North America (18 countries) 
because other regions have no practical im- 
— as far as timber exports are con- 
cerned. 


{The entire world (28 countries). 











North Carolina Pine is the wood 
you can recommend and sell for 
all general structural uses. Now’s 
the time to start handling this 


wood of beauty, strength and durability. 


BURRUSS LAND & LUMBER CO.. 
Lynchburg, Va. 
Klin Dated, Gonth Sinie’ S, ©. Pee R. R. Material 
a specialty. Car Liming and Decking. Mille 
in Va. and N. C. 
DeVANE-HALL LUMBER CO. 
Fayetteville, N. C. 
Mfrs. Kiln Dried Flooring, Ceiling, Siding, Finish 
and Air Dried Roofers and Dimension. 
EDMUNDS LUMBER CO. 
South Boston, Va. 
Manufacturers Air Dried North Carolina Pine and 
Hardwoods. 














It’s in great demand for both interior 
and exterior uses. The reliable firms 
here listed can supply you with all 
building items in North Carolina Pine. 
Write to them today. 


JOHN C. SHEPHERD LUMBER CORP. 


Charlotte, N. C. 
N. C. & Southern Pine, Cypress, Hardwoods. “Lumber 
River Brand” K. D. Finish, Flooring, Siding, Ceiling, 
Air Dried Lignasan Dipped Boards, Crating, Dimension. 


SOUTH ATLANTIC LUMBER CO. 
Greensboro, N. C. 


Kiln Deted and Air Dein’ Wists, Dimension, Restore, 
Boxing Lumber, Shooks and Crating. Mills: 
Louisburg, N. C., Suffolk, Va. 














ELLINGTON-FAY LUMBER CO. 


Fayetteville, N. C. 
SPA Grade Marked Lumber 


W. M. STOREY LUMBER CO. 
Winston-Salem, N. C. 
Yard and Industrial Lumber, Cut-to-size Crating. and 





and Framing’ Lumber’ Kim Dried and Air Dried. Box Shooks. 
J. E. ELROD LUMBER CO. J. R. WOLLETT 


Charlotte, N. C. 
Dried and Kiln Dried Shed Stock, Roofers, and 
ae en then ont Gales tas aor Oa Roofers 
and Dimension; also Heavy Ot Plake 


Littleton, N. C. 


Manufacturer Air Dried North Carolina Pime and 
Hardwoods. Prompt shipment assured. 





JEFFREYS -MYERS MANUFACTURING CO. 
Oxford, N. C. 


ufacturers of N. C. Pine Boards, Dimension, Box 
_— Crates. Maintain large stock, thoroughly 


dry, at all 





HENDERSON LUMBER CO. 
Tarboro, N. C. 
2 Dried N. C. Pine. Specialize in Flooring, 
— and finish. ship mixed cars 
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Seattle, Wash. 


WEST COAST WOODS—RAIL—Demand 
continues fairly strong. Mill stocks are con- 
siderably broken, and production is low. 
Prices are firm, with some mills quoting 
higher figures, but lumber can still be bought 
at levels of two weeks ago. Retail yard buy- 
ing is still slow. 


INTERCOASTAL—Demand is fair. The At- 
lantic coast is taking a little more lumber 
than tidewater mills are producing; their 
stocks are low and pretty much broken, but 
there is a tendency for uppers to accumu- 
late. No. 3 dimension, 2x4-inch, and uppers 
are weak. No. 2 common and wide No. 3 di- 
mension are in good demand. Boards are 
scarce and in fair demand. Prices are softer, 
though no actual decline has occurred. Ship 
space is easy. 


CALIFORNIA—Orders have declined, as 
dealers do not care to have large stocks until 
after tax assessment time. Prices are down 
about 50 cents. 


SHINGLES—Nos. 1 and 2 XXXXX are over- 
sold. Prices are firm, with No. 1 XXXX<X 
quoted 5 cents higher, and No. 2 perfections 
declining about the same amount. Stocks are 
low, and so is production. 


LOGS—With heavy snows in the hills, most 
camps have been forced to close down. There 
is a fair inventory of all kinds of logs ex- 
cept small cedars. Prices are unchanged, ex- 
cept on hemlock, which are now moving at 
$9, or $1@2 under previous quotations. 


Spokane, Wash. 


INLAND EMPIRE PINES—Orders and ship- 
ments as reported by the mills are in the 
doldrums. Order files are rapidly being de- 
pleted, and there are few inquiries or orders. 
Nevertheless, there is continued atmosphere 
of confidence in manufacturing and whole- 
saling circles. There is a shortage of certain 
items of Ponderosa, which have been tending 
toward an advance in price since before the 
first of the year. So far, however, there has 
been no advance, prices being steady with 
the tendency upward. 


San Francisco, Calif. 


COASTWISE MOVEMENT —The Pacific 
Lumber Carriers’ Association reports the 
movement of 58,160,800 feet from Pacific 
Northwest ports to California points during 
January, 1939, compared with 76,642,400 feet 
in December, 1938. The December-January 
decline in footage is said to be seasonal, and 
carriers are not alarmed by the difference. 
Movement for February is also expected to 
be slow, and a real pick-up is not looked for 
until March and April. January distribution 
was as follows: 


Feet 
OND, 6's sa Sa as dh aseaee 18,111,400 
I Gi at Bw apres a waar 572,500 
0e Amaelios Marbor.....ccccceceecs 36,302,100 
IN 556 cakes acde wed al eum eeds 2,107,400 
EY SUN ci cistan dae sounewtenwew ees 1,067,400 
DE SARL aK Neca Aek ewe wee nee 58,160,800 


The January movement to Los Angeles was 
12,975,700 feet less than the December, while 
the movement in January to San Francisco 
declined 2,184,200 feet from the December 
arrivals. 


LUMBER RECEIPTS—Lumber receipts at 
Oakland during December totaled 16,373,190 
feet, compared with 16,389,270 feet in No- 
vember, and show a very large increase as 
compared with December, 1937. 


CONFERENCE RATES—The Pacific-West 
Coast of South America Conference an- 
nounced present contract rates on lumber 
moving from the Pacific Coast to the West 
Coast of South America have been extended 
until June 30. 


CALIFORNIA PINES—Stocks of both Pon- 
derosa and sugar pines are reported getting 
short, with some price advances expected. 
Mills are holding pretty close to lists. Busi- 
ness is now more or less in the hands of the 
larger mills. Because of the large amount 
of duplicated inquiry, it is believed that busi- 
ness is really some 20 percent less than what 
appears on the surface. Real demand is for 
the short items. Export to South Africa is 
reported good, with some price advance on 
export 2 common. The South American mar- 
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ket is about gone, because of new trade poli- 
cies. Since war scare has died down, United 
Kingdom business has returned to about 
normal levels. 


REDWOOD—Although the market is not 
what manufacturers would like it to be, it 
continues to be stable, with prices holding 
firm. Stocks are reported in pretty good 
shape. No improvement is noticed in the 
tank and vat market. Slowness of eastern 
business is laid to storms in that area. 


DOUGLAS FIR—The local market has 
shown improvement lately. Clears are a little 
soft, with prices of other items about the 
same. Yard stocks continue about normal 
for this season. 


Portland, Ore. 


WEST COAST WOODS—Modest increase in 
lumber orders locally, a better outlook and 
better statistical position, but continued un- 
profitable prices are reported by lumbermen 
in this area. 

INTERCOASTAL—Business is slightly bet- 
ter. Plenty of ship space is available for 
nearby commitments, but the outlook is for 
scarcity within the next sixty days. The 
market is considered about steady. 

CALIFORNIA—Orders are a bit more brisk, 
and considerable stock is moving. General 
business reports from California are much 
more cheerful. 

RAIL—Rail business is definitely better. 


Orders cover a wide range of needs, and 
straight cars are more generally possible. 


Qualified Executives 


San Francisco, CA.ir., Feb. 20.—Announce- 
ment of the partnership of A. C. Ahrens with 
Hugh L. Smith in the California Sugar & 
Western Pine Agency, 625 Crocker First Na- 
tional Bank Bldg., here, appeared on page 
70 of the January 28 issue of the AMERICAN 
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Market News from Am 


EXPORT — United Kingdom is buying 
clears and ship decking at a slightly better 
pace. Japanese inquiries are more liberal, 
and moderate orders are expected. Other 
offshore markets are dull. 


Tacoma, Wash. 


WEST COAST WOODS—General improve- 
ment in the lumber market is reflected in 
the reopening of mills and logging operations 
throughout the southwest Washington dis- 
trict. The gain is chiefly evident in rail- 
served and domestic waterborne markets, 
where a slow but steady pick-up has been 
apparent. Reopening of logging camps is 
due chiefly to improved weather, and in many 
cases mills have been prevented from run- 
ning by inadequate log supplies. The shingle 
market is exhibiting a stronger tone, and 
mills are opening up, in many instances after 
extendca shutdowns. 


Kansas City, Mo. 


SOUTHWEST MARKET — Improvement in 
sales because of the open weather, and re- 
ports of liberal increases in building permits, 
have made retailers optimistic. Mill prices 
were fully steady, to a shade higher than 
last month’s. Mill stocks continue broken in 
face of slight excess of output over sales in 
the last few months. 

SOUTHERN PINE—The market is rather 
quiet, with no price changes reported. Vol- 
ume has been limited, but inquiries indicate 
good business within the next thirty days. 
Rains in the South have curtailed output, and 


Head Sales Agency 


Agency as cashier and is now senior partner in 
the organization. During his service in the 
army, he became acquainted by correspondence 
with Mr. Sayre, through a cousin of his who 
was Mr. Sayre’s private secretary. Mr. Smith 
was invited to make a trip to America and he 





HUGH L. SMITH 


LUMBERMAN. Mr. Ahrens, for the past five 
years affiliated with the Clover Valley Lumber. 
Co., Loyalton, Calif., as sales manager, pur- 
chased the interest in the agency formerly held 
by F. O. McGavic. 

Organized about forty years ago by Fred- 
erick F. Sayre, the agency pioneered the mar- 
keting of California pine in the East and for 
many years handled the product of most of the 
California mills in the grades of shop and 
better. 

Mr. Smith, a native of Sydney, Australia, 
after serving with the “Anzacs” for four and a 
half years during the World War, entered the 
office of the California Sugar & Western Pine 


A. C. AHRENS 


landed November, 1919, in San Francisco, It 
is believed that he stopped on his way up from 
the dock to take out his first citizenship papers, 
for he became an American in the shortest time 
allowed by law. 

Outside of business hours, Mr. Smith is 
widely known among fishermen as one of the 
two best flycasters in the world. He is consist- 
ently able to drop an ordinary trout fly at 
200 ft. / 

Mr. Ahrens has had many years experience in 
sawmills, chiefly in sales, and brings to the 
agency a good background of manufacturing 
experience as well as a wide contact with the 
consuming trade. 
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week. Production averaged 6,687,000 feet. 
* 5 Shipments averaged 6,445,000 feet. Manufac- 
turers have felt the added expense of doing 
business, and are upping their price lists 
‘ Se from $1 to $2. The demand appears to be to- 
ward red oak, with white oak in second place. 
ying ; : Flooring manufacturers are said to be pay- 
better a large number of the small mills are vir- through force of circumstances including ing $29, $25 and $19 for red oak or mixed 
beral tually out of the market. Big mills are un- weather and the provisions of the Wage and red and white oak, f.o.b. Memphis. 
Other able to load shipments. exe _— has Ppa oy ig With st 
. a arge volume of water at is now coming 
M gg gt pe sag down the Mississippi and Ohio rivers, indica- Warren, Ark. 
aa ith Demand for sho rrades was light tions are that low-lying areas adjacent to 
stency- . a ’ tributary streams will be under water for ARKANSAS SOFT PINE—Unsettled weather 
‘ Ce ey ee a some weeks, which will effectively curtail throughout the North and Northeast, and ex- 
nines SHINGLES—Prices continued firm, particu- logging in those areas. Production for the cessive rainfall along the lower Ohio and in 
oe in larly on 16-inch No. 2, which are scarce; past several weeks has been below orders. southern States, has slowed up demand. Sales 
4 ‘a prices generally are 10 cents a square higher Orders are currently running at slightly less are largely for mixed car loading, especially 
valk on No. 2. than 60 percent of normal capacity of repre- of finish, casing, base and moldings. There 
rkets HARDWOODS — The movement has been sentative mills; production is averaging are several large inquiries, mostly for Gov- 
- been disappointing because, although furniture around 46 percent. ernment jobs, afloat at this time. Prices of 
ips is shows booked 25 to 40 percent more business HARDWOOD FLOORING—Sales have de- —— ’ grades continue to hold well but there 
many than they did a year ago, they have not been lined slightly. For the past two weeks, mills as been some easing up in No. 2 boards, 
- run- sending in orders for hardwoods. Prices and with a normal weekly output of 16,500,000 ©SPecially 6- and 8-inch, which was offered 
hingle volume are only fair. feet had sales averaging 7,173,000 feet a (Continued on Page 64) 
» and OAK FLOORING—Bookings have increased. 
; after Inventories remain fairly large. On the 
whole, prices, although rather ragged, are 
unchanged but slightly higher than they were 
two weeks earlier. Production has been held ‘ 
down. 
en e e e 
aa Minneapolis, Minn. 
pete NORTHERN PINE—This year to date, 
- than nearly 30 percent more lumber has moved Below: Drying green hard- 
ken in from the ee ged ber production woods at Edw. Hines Lbr. 
: has been less an ha at of a year ago. " 
les in Buying has been chiefly for rounding out Co. Park Falls, Wis. 
stocks in retail yards following inventory, 
rather there being little inclination as yet to lay in 
Vol- supplies for spring. Stocks at mills are 10 
dicate percent less than at this time last year. Some 
days. items are in short supply, and, before new 
it, and stocks are on the market, there is certain to 
be a shortage of certain workings. 
NORTHERN WHITE CEDAR—Inquiries 
from retail yards in some instances have been 
1cy followed by orders. There are good prospects 
for a more active market for short poles, 
F medium sized posts and new and repair ma- 
iner in terial for rural telephone lines, dealers re- ; a 
in the port. Production is considerably lower than Above: Drying air-dried hardwoods and 
ndence last year’s.  # |< TN eT es eNO nem green dimension in modern Moore Cross- 
is who MILLWORK — Cold, stormy weather has ae Kilns at prominent Virginia wood- 
Smith slowed building operations and there has been working plant. 
and he a seasonal slump in demand. Shipments are 
greater than last year’s. Prices are firm and e e ‘ 
there are prospects of an advance early in G Sa * Q | L Cc D 
ihe suring. et Allg uality, Low Cost Drying 
Shreveport, La. With M Cc C K 
zB 
SOUTHERN PINE—tThere is a slight up- it OORE ROSS IRCULATION ILNS 
swing in demand, though, on account of 
severe weather in the North, buying has not ‘ 
become general. In the South the market Look around you and pick out the names that 





does not usually open up until March or 
later, as this is the rainy season. Mills are 
hampered by wet weather, which has pre- 
vented accumulation of stocks. Demand has 
been sufficient to effect a leveling-off of 
stocks at mills, and there is even now a de- 
cided scarcity of lower grades, particularly 
Nos. 2 and 3 common boards and fencing, 
center matched and shiplap. Quotations are 
quite firm, and are being accepted by the 
buyers without any haggling for concessions. 
Bad logging conditions make it hard to get 
special orders out. 


SOUTHERN HARDWOOD — Production is 
down to about 65 or 70 percent, largely on 
account of bad logging conditions, brought 
about by unusually heavy rains, and does 
not exceed regular demand, so that stocks 
are not accumulating and items scarce now 
will likely continue so. Some gum items, for 
instance FAS molding stock in 8- to 12- foot 


count in the lumber industry today! 


You will find 


the great majority of them enthusiastic users of 
Moore Cross-Circulation Kilns. @ In both large and 
small lumber mills, more than 1600 Moore Cross- 
Circulation Kilns are making their owners depend- 


able producers of high quality lumber. 


@ These 


mills are able to get quicker turnover of inventory, 
lower steam and fuel consumption, better quality 
drying, and higher prices for their kiln-dried lumber. 
@ Write today for information. 


MOORE DRY KILN COMPANY 


co. It lengths, are becoming scarce. Demand for If interested in lit- Largest Manufacturers of Dry Kilns and Veneer Oryers 

p from Spark ae been increasing; dealers under- erature on kiln dry- JACKSONVILLE, FLORIDA 

apers Stand there will be no change in ocean rates jing, let us place you 1 
Le Until July 1st, when an advance is sched- a your gene Ram NORTH PORTLAND, ORE 
; uled. Prices have shown little or no recent ma : VANCOUVER, B. C. 

change on our mailing list. 

nith is , a 

of the Memphis, Tenn. 
ge SOUTHERN HARDWOODS—The market is 

fly a beginning to show signs of extreme activity, ‘ 

: and prices are firmer than they have been at Pe an 

ience in any time in recent months. The furniture ae Be NG 

to the Shows have been productive of much busi- Sg eT a a : —___ : — 
cturing ness. Overseas demand is picking up, now a B 

ith the that ocean rates have been stabilized. Lower Cnr OsS-CikCuLSRTIOon.- INTERNAL FAN SYSTEM 
/ 8rade lumber for boxes and crates has been 4 


a 


bought in large quantities. Production, 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Feb. 20.—In the largest 
lumbering operation ever attempted anywhere, 
an army of fully 30,000 workers will soon be 
enrolled; they grade all the way from experts 
in the Forest Service, whose personnel num- 
bers 1354, down to the 9000 CCC workers en- 
gaged in logging, and the 12,000 WPA men 
who are attempting to clear the woods and 
fire lanes of slash before reaching the forest 
fire season in April and May—and this enu- 
meration does not include any employees on pri- 
vate operations. Already the log input at the 
holding ponds exceeds 20,000,000 feet a week, 
and the weekly cut will soon be doubled. For 
processing the timber, 71 sawmills are now 
under contract, and 225 more are being se- 
cured. The Disaster Loan Corp. estimates 
that fully one billion feet of logs will be taken 
out of the New England forests in 1939. Plans 
for marketing the lumber product are rapidly 
taking shape by adding expert field men to 
Forest Service staff at 115 Chauncey Street, 
Boston. A luncheon meeting of Boston Re- 
tail Lumber Dealers Association was held at 
Hotel Kenmore on Thursday with its presi- 
dent, U. M. Carleton, of Dix Lumber Co., in 
the chair. The purpose was to develop indus- 
try co-operation with Forest Service in find- 
ing an emergency market for this product. 
It was noted that most of the pine trees grow- 
ing in New England are second growth, and 
that 80 percent of the down logs would‘ pro- 
duce very little lumber that would grade bet- 
ter than “box.” The consensus was that if 
most of the product was edged it could find 
wide use as knotty pine finish, and as siding, 
wall boards, roofers and under-floor boards in 
the thousands of low-cost shore homes that 
must be built to replace those damaged or 
wrecked by the September hurricane. 

In the 39 cities and 16 largest towns in 
Massachusetts during 1938 there were erected 
3059 new residential buildings at a cost of $16,- 
090,793, against 3423 buildings in 1937 at a 
cost of $21,736,137. Last year the sum of 
$15,395,045 was spent for alterations and re- 
pairs, against $17,417,605 in the previous twelve 
months. By classes, the total estimated cost 
in 1938 was divided as follows: New residen- 
tial, 32.9 percent; non-residential, 35.7 percent; 
remodelling and repairs, 31.4 percent. 


WEST COAST WOODS—Aside from the 
arrival at Boston of two foreign boats loaded 
with fir and hemlock at British Columbia 
ports, to drop approximately 3,500,000 feet, 
Boston receipts thus far in February have been 
well below normal. There has been an active 
call at distribution yards by dealers for smaller 
lots, but very few round-lot schedules for di- 
rect mill shipment. Mill prices to wholesalers 
remain steady, but prices to dealers on dimen- 
sion are unsettled. There are offerings at $9.50 
off page 16 of West Coast list 32, with most 
orders taking the $10 discount; the outside 
limit is $10.50, but not much business has been 
placed at the latter figure. Stocks at whole- 
sale yards are normal, while unsold lots at the 
terminals are well below normal. Fir yard 
sizes up to 4x8-inch; 20-foot and _ shorter, 
from local stocks to dealers, take the $7 dis- 
count from page 16, with the 4x8-inch and 
larger at $6. From local stocks, hemlock di- 
mension takes the $8.50 discount. Boards, fir 
and/or hemlock, at docks sell to dealers at 
$24.50@25 for No. 2, and $22.50@23 for No. 
3. Recent arrivals of 50-50 British Columbia 
boards sell at a range of $25@26. Vessel space 
is ample, and intercoastal rate remains at $14. 


EASTERN SPRUCE—The run of orders 
from retail yards has been seasonally slow, but 
mill production has been limited, and most 
larger plants have order files that will absorb 
the output for about three weeks. Offices here 
are making no price concessions. There are no 
changes in dimension spruce prices. Dry 


boards are well sold up, with 6- and 7-inch 
dressed boards held at $32@34, and the 8-inch 
at $34@37. Operators report good winter log- 
ging conditions on the eastern rivers. Reliable 
estimates place the season’s log cut at 20 
percent less than that of one year ago. 


LATH AND SHINGLES—The larger 
mills are making only the number of lath 
currently called for, and are thus able to hold 
the delivered prices steady at $3.50 for the 
14%-inch and $3.75@4 for the 15-inch. White 
cedar shingles from New Brunswick and Maine 
will move freely as soon as remodelling and 
repair work gets under way at the shore 
homes, in March and April. Delivered at Bos- 
ton rate points they are held today at $4.25 
per square for the top grade, and at $3.25 for 
2nd clears. Washington shippers quote West 
Coast red cedars, delivered all-rail from the 
mills, at: No. 1 Perfections, $4.95; 5X No. 1, 
$4.47; No. 2, $3.62, and No. 3, $3.12. From 
local’ stocks, small lots of air dried lots are 
available at: No. 1 Perfections, $5; 5X No. 1, 
$4.50; No. 2, $3.75, and No. 3, $3.10. Kiln 
dried lots are 10@15 cents higher. 


EASTERN HARDWOODS—tThe definite 
upswing in shoe shops and furniture factories 
is reflected in the increased demand for all 





Manufacturer Dries Hardwoods 


Green from the Saw 


BeecHEeR Fauis, Vrt., Feb. 20.—The Beecher 
Falls Manufacturing Corp., located here, in 
the heart of the hardwood growth in the North- 
east, will celebrate its 50th anniversary this year 
as manufacturer of quality furniture. The com- 
pany specializes in bedroom and dinette suites 
and occasional furniture. Parker W. Tabor is 
president and W. J. Morrrissey is general man- 
ager. 

The company has found it profitable to elim- 
inate a large yard inventory, cutting standing 
timber and drying it green from the saw in 
Moore cross-circulation kilns. Two kilns of 
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eastern hardwoods, chiefly maple and birch, 
With mill stocks of many standard items light, 
coupled with a shift in shoe styles that compels 
the heel shops to use 24 and 9/4 maple insteaq 
of the standard 2-inch, there is pressure to 
get these new sizes in shipping condition to 
keep the shops supplied. There is very little 
dry 2-inch available, and the need for the 
thicker stock cannot be met until’ the stock js 
cut and put through the kilns, which latter are 
now heavily overtaxed. The new wood heel 
season started Jan. 1 and will run through 
Easter. Current prices are $5 higher than on 
Jan. 1. For the short length, cross cut 2-inch 
maple, to grade “90 percent usable for heels,” 
the price has moved up from $70 to $75, with 
the 24-inch quite firmly fixed at $85, and 9/4 
at $90. As the volume of shoe business js 
well above that of one year ago, the heel shops 
are expected to take all the heel maple the 
mills can supply in the next two months. Or- 
ders for both maple and birch from the furni- 
ture factories have increased sharply. Good 
4/4 FAS air dried is held at $75@80, with 
the 2-inch $15 higher. 


PINE BOXBOARDS—tThere have been few 
transactions in inch round edge. F. o. b. the 
mill yards it is offered as low as $12, and, for 
the straight and wider lots, up to $16. Inch 
square edge, 4- and 5-inch, is held at $27@29, 
and the 6-, 7- and 8-inch at $27@33. 


Notes of New England Trade and 
Personalities 


One hundred woodsmen who have been idle 
by reason of lack of long-lumber operations in 
northern Maine, have found employment getting 
out yellow birch logs to be sliced into hard- 
wood veneers for export to European countries 
via Canada. This is the first attempt by 
northern Maine operators to enter this export 
market. 

The retail dealers of Greater Boston have 
for several years maintained the Northeastern 
Lumber Service (Inc.), with office at 210 
State Street. On Jan. 6 this title was changed 


to Boston Retail Lumber Dealers Association 
(Inc.), and on Feb. 10, at a stockholders meet- 
ing, U. M. (Monte) Carlton, of Dix Lumber 
Co., Cambridge, was chosen president; R. J. 
Kelley, of Arlington Coal & Lumber Co., vice 
president; D. F. McIntosh, of Pope Lumber 
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At the left is shown a Moore cross-circulation kiln recently installed by the Beecher Falls Manufactur- 

ing Corp. Loading shed is at right in this picture and unloading shed and operating room at left. 

To the right may be seen the loading end of the kiln, with green lumber coming directly from the 
saw on rollways 


this type were installed at the plant a year ago 
and just recently further modernization included 
three additional kilns. 

The latest Moore kiln to be installed, a 104 
ft. double track unit, was put into operation at 
the beginning of the year. It is fully equipped 
with automatic controls to regulate temperature 
and humidity scientifically during the drying 
period. As the kiln is located next to the saw- 
mill, green hardwoods are brought directly 
from the saw on rollways to the loading end of 
the kiln, where the lumber is stacked on kiln 
trucks. About 50,000 board feet can be sea- 
soned weekly in this mill. The logs not suited 
for furniture stock are discarded from the man- 
ufacturing plant and are used for firewood in 
the steam plant. 


Co., treasurer, and John Crane, of E. G. Pond 
Co., clerk. Harry Lewis continues as exec- 
utive secretary under the new title. 

Howard B. Lovell, of Brockway-Smith- 
Haigh-Lovell Co., Charlestown, Mass., with 
Mrs. Lovell, registered Feb. 11 at Kenilworth 
Lodge, Sebring, Fla., for a season of golf. 

George Bedford, Boston manager for Long- 
Bell Sales Corp., with offices in Harvard 
Square, Cambridge, who for ten years has 
made his home in Cambridge, has just moved 
to Watertown, in the Common Street hill sec- 
tion. 

C. P. Cronk, of Wellesley, Mass., has been 
added to the staff of the Federal Timber Sal- 
vage Administration, and temporarily with- 
draws as New England representative of West 
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Coast Lumbermen’s Association. He is a grad- 
uate of the University of Michigan Forest 
School, and for 27 years has been engaged in 
technical forestry and lumber merchandising 
work in many sections of the country. 

A receivers’ sale by auction of the stock, 
equipment, and motor trucks of the Atlas Lum- 
ber Co., at Providence, R. I., was held Wednes- 
day, Feb. 8, on the premises at Westminster 
Street. 

William A. Culkin, manager of the Seattle 
(Wash.) office of Blanchard Lumber Co., of 
Boston, visited the New York and Boston 
offices of the company last week, leaving the 
latter city Thursday evening by plane for a 
quick jump back to his Seattle office. 


NEW YORK, N. Y. 


Inquiries and orders for lumber for spring 
delivery are in about the usual seasonal vol- 
ume, but at present there is an undercurrent of 
real intent to go ahead with many large scale 
home building promotions that had been tem- 
porarily abandoned in earlier seasons by reason 
of mounting costs. When the new building 
law came in force more than a year ago, per- 
mits for thousands of houses were issued under 
the old law, where there was no intention on 
the part of promoters to start construction 
until conditions were more promising. Of 
this type of projects, many are being rather 
thinly financed—of the “shoestring” order. 
The outstanding feature of the local market 
is apparent perfect balance of supply with 
demand, and the narrow range between high 
and low in current prices for all coarse con- 
struction lumber, such as western fir and 
hemlock and eastern spruce. The western 
pines have developed few price changes, 
though shippers are pressing for advances 
of $2@4 for the lower grades, and no 
transactions are reported at the higher fig- 
ures. For southern pine and hardwood finish, 
the readjustment of prices, in line with cur- 
rent costs under the wage and hours law, 
has not brought important advances, particu- 
larly in yellow pine finish, for the wage 
scales at many plants had long been close 
to or above the requirements of the new law, 
which has driven many of the smaller plants 
to cease operations. 

Intercoastal offices here in the past two 
weeks have booked many schedules of fir 
dimension and boards for direct mill ship- 
ment, calling for early spring delivery. Per- 
haps forward buying has been encouraged 
by price concessions, for there have been 
sales of fir dimension at the $10.50 discount 
from page 16 of the West Coast list, though 
most lots have been booked at an even $10, 
which is 50 cents cheaper to the dealer than 
prevailed two weeks ago, when most sales 
were at the $9.50 discount. In some offices 
handling only the product of American mills, 
this apparent tendency to shade dimension 
prices is charged to the arrival of several 
heavy consignments of British Columbia fir 
that came in tramp steamers at a freight 
charge fully $1 lower than the Conference 
rate from American ports. The British Co- 
lumbia 50/50 boards are available at $25.50@ 
26 at the dock, with the American No. 2 
boards at $25.50, and No. 3 at $23@23.50. 

At the local spruce offices, little spring busi- 
nuess has been booked thus far, but there is 
not much selling pressure at the mill end, and 
quotations here are unchanged. 


Otis N. Shepard, manager of the New York 
office of Shepard & Morse Lumber Co., and of 
the Shepard Steamship Co., is away on an 
eighteen days cruise to West. Indian and South 
American ports. 


Buffalo, N. Y. 


The lumber trade is reported to be slower 
than usual at this time of year, although 
some yards report a pretty fair inquiry for 
stock for spring delivery. Prospects for 
building are regarded as favorable. Few 
changes in prices have been recorded so far 
this month. 

WESTERN PINES—Demand has been 
rather light with most wholesalers recently, 
although inquiries are beginning to come in 
for delivery a little later. Retailers are not 
adding to their stocks as extensively as in 
some corresponding periods. 


HARDWOODS—Demand has been inter- 


rupted by bad weather recently. Production 
at some mills has been curtailed, and ship- 
ments have been held up. While January 
trade was reasonably satisfactory, the pres- 
ent month has brought a falling off. Prices 
at the mills have been holding about steady. 


NORTHERN PINE—The market is slow, 
with most sales being for immediate needs. 
Quotations are holding firm, as the amount 
of stock available at mills is not likely to be 
as large this year as in most past seasons. 


Norfolk, Va. 


NORTH CAROLINA PINE—Rains have 
held down consumption, but there has been 
a better demand for B&better, rough and 
dressed, and prices on this are strong. Par- 
ticularly active are 10-inch boards. Retail 
yards with planing mills are using more 
good No. 1 kiln dried, to be worked into 
flooring etc. Mills have little stock and are 
accumulating wanted items very slowly. The 
box mills have not been actively in the mar- 


él 


ket, but there has been some buying of low 
grade pine, poplar and tupelo gum, at very 
unattractive prices. There has been a slightly 
better demand for dry, dressed framing for 
immediate shipment. There has also been a 
better demand for rough green framing, but 
prices are a little unsettled. There has been 
practically no change in prices in general. 
Air dried roofers have been moving a little 
better with the mills not over-anxious to 
take on more orders, because of bad weather. 
Recently 6- and 10-inch air dried roofers 
from good mills have been offered at $16@ 
16.50 f.0.b. cars, Georgia Main Line rate, and 
8- and 12-inch at $16.50@17; 4-inch has been 
quoted at $10.00. The entire South has had 
extremely heavy rains, which greatly retard 
drying of lumber already sawn. Small-mill 
output has been light. 





WasuincrTon, D. C., Feb. 6—Total 1938 ex- 
ports of forest products amounted to $93,398,- 
607, while imports reached a total of 
$230,970,546. 
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Twice Each Week... 


we are flashing new ratings and business changes to 


“Tune in” on these authentic flashes of the lumber 
credit world with the specially designed “receiving 


Lumbermen’s 


Credit Rating Book 


The flashes are dispatched in the form of TWICE-A-WEEK Supple- 
ments to this credit rating book. keeping ratings right up-to-date 
and advising of NEW CONCERNS as soon as they start up. 


Equip yourself with this modem “receiving set.” on our 30 Day 
Approval Plan. A letter to our nearest office will bring you a full 
outline of this trial plan, which is WITHOUT OBLIGATION. 


Our Collection Department can assist you in collecting 
your past due accounts. 


Lumbermen’s Credit Association Inc. 
608 S. Dearborn St. CHICAGO -- 99 Wall St. NEW YORK CITY 
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Albert J. Phinney, president Iroquois Door 
Co., Buffalo, N. Y., has taken his family on an 
automobile trip to California. 


T. C. Whitmarsh, Jr., president of the W. T. 
Ferguson Lumber Co., St. Louis, left a few 
days ago on a pleasure trip to South America. 


Edward C. Metzloff of the wooden box manu- 
facturing firm of Metzloff Bros. in North 
Tonawanda, N. Y., is vacationing in Miami, 
Fla, 

Charles Gill of the Gill Hardwood Co., Chi- 
cago, started on a business trip to Memphis, 
Feb. 22. He expects to return in seven or 
eight days. 


Gordon T. James, manager of the Gateway 
Lumber Co. yard in Berlin, Wis., was elected 
president of the Chamber of Commerce in his 
town, Feb. 6. 


Beginning Mar. 1, the J. H. Patterson Co. 
will have its general purchasing agents at 1404 
North Main Street instead of at 213 North 
Church Street, Rockford, IIl. 


Recent visitors to Buffalo lumber offices in- 
cluded, Louis W. Rick, Pittsburgh representa- 
tive of Weyerhaeuser Sales Co., and John H. 
Eberman, Richmond Cedar Works, Norfolk, Va. 


W. L. McCormick, vice president Weyer- 
haeuser Timber Co., Tacoma, Wash., has been 
elected to the Board of Curators of the Wash- 
ington State Historical Society, in which he 
has long been active. 


Grant Dixon, president Western Pine Manu- 
facturing Co. Ltd. and president of the Na- 
tional Wooden Box Association, and Mrs. Dixon 
are expected to return to Spokane about Mar. 
1 after a month’s vacation in California. 


A tear gas attachment was put on the office 
safe of the Home Lumber Co. Inc., Mount 
Sterling, Ky., recently. During the night of 
Feb. 19, burglars who broke the safe door got 
a surprise and left in a hurry without any loot. 


Two large circular saws have been purchased 
by Schafer Bros. Lumber & Shingle Co., Mon- 
tesano, Wash., for cutting shingle blocks. The 
saws are 98 inches in diameter, and each has 
152 inserted teeth and weighs about 650 pounds. 


Richard C. Carr has been appointed sales 
manager, and assistant to H. C. MacKinnon, 
president of Hixon-Peterson Lumber Co., To- 
ledo, Ohio. Mr. Carr will direct sales and 
advertising for the company’s yards in Ohio 
and Michigan. 


Ralph R. Macartney, general manager of the 
Weyerhaeuser Timber Co. operations in Kla- 
math Falls, Ore., and Mrs. Macartney returned 
home Feb. 16 from the Hawaiian Islands. Ac- 
companied by Klamath Falls friends, they spent 
a month in Honolulu. 


Sid L. Darling, secretary National-American 
Wholesale Lumber Association, talked opti- 
mistically about lumber prospects before the 
Buffalo Lumber Exchange, Feb. 10. Mr. Darl- 
ing recently returned from an extended trip to 
Florida and Mississippi. 


Mrs. William C. Deering, wife of the presi- 
dent of the John Dower Lumber Co., Tacoma, 
Wash., was given a miniature Eagle Boy Scout 
badge at the meeting of the Rotary Club, Feb. 
16. She is the mother of four sons who at- 
tained the Eagle rank in scouting. 


The through shipment department of the 
R. T. Jones Lumber Co. Inc. in Buffalo, N. Y., 
has issued a booklet listing the lumber items 
the firm handles, and telling of facilities for 
shipment from mills, the docks at Albany, and 
the main yard in North Tonawanda. 


Miss Catherine Hobi, daughter of Mr. and 
Mrs. Frank Hobi, Aberdeen, Wash., is one of 
four Washington girls entered in a national 
contest sponsored by Cosmopolitan magazine 
to chose the nation’s most “Cosmopolitan Girl.” 
Her father has the Hobi Timber Co. 


Fred W. Hargarten, manager of the Dierks 
Lumber & Coal Co. of Nebraska, Mason City, 
Nebr., has completed 46 years of service with 
that concern. He started work with the com- 
pany in Broken Bow, and has been at various 
locations during his period of employment. 


“Big Frank,” an elephant given to the city 
of Buffalo in 1900 by the late Frank H. Good- 
year, a leading lumberman, died in the city’s 
zoo, Feb. 13. It was one of the biggest ele- 
phants in captivity, measuring slightly over ten 
feet high and weighing six tons. The animal 
was 45 years old. 





Lumbermen Lead Pin League 


C. F. Condit of the Union Lumber Co., De- 
troit, is proud to be captain of the Lumber- 
men’s team which has led the other bowling 





squads of the Detroit Rotary League this year. 
It is the third season that the lumbermen of the 
city have been represented in the alley loop. 

Members of the team left to right standing 
are: Clarence Ronnenberg, National Gypsum 
Co.; Capt. Condit; and Larry Smith of E. L. 
Bruce Co. Seated: R. G. Curtis, Ros Curtis 
Co., and E. J. Weeks, Weeks Lumber & Coal 
Co. 





The 54th wedding anniversary of Mr. and 
Mrs. Joseph H. Koltes, Waunakee, Wis., was 
observed Feb. 12. Mr. Koltes operates a retail 
lumber company under his own name. He was 
in business first with his father, and now with 
his sons, Harry and Roy, who gave the dinner 
in honor of their parents. 


Mills in Washington, Oregon and British Co- 
lumbia are being visited by Earl Franz, Iowa 
salesman for the J. F. Sharp Lumber Co., 
Seattle, and Mr. Sharp. Mr. Franz says that 
the outlook for lumber in Iowa is good due 
to favorable weather which has permitted work 
to continue all winter. 


Toney Schloss, president Baltimore (Md.) 
Lumber Co., sailed from New York, Feb. 11, 
for a trip to South America during which he 
will visit principal cities in Brazil, Argentina 
and other countries, Mr. Schloss had planned 
to visit the West coast and call on some of the 
large mills there, but altered his plans. 


Lee Doud, president Defiance Lumber Co., 
Tacoma, Wash., has been elected a member of 
the board of trustees of the Woodbrook Hunt 
Club. Mrs. Joseph H. Gilpin, wife of the pres- 
ident-manager of the Notthwest Chair Co., Ta- 
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coma, was elected president of the club, succeed- 
ing Frost Snyder, president of the Clear Fir 
Lumber Co. 


Wirt M. Hazen, head of the retail line yard 
concern which operates several branches in 
Michigan with headquarters in Three Rivers, 
and Mrs. Hazen are on a business and pleas- 
ure trip through the South. Mr. Hazen states 
that the business outlook with his yards is en- 
couraging enough to justify covering require- 
ments 60 to 90 days ahead. 


Ferdinand J. Haas, employee in the dimension 
department of the M. B. Farrin Lumber Co,, 
Cincinnati, manufacturer of “Century” oak and 
maple flooring and other lumber products, 
earned first prize of $25, Feb. 11, in competition 
with four fellow townsmen on the radio pro- 
gram of Prof. Quiz who was in Cincinnati 
enroute to New Orleans. 


R. H. Fleming, New Orleans wholesaler, has 
opened a retail building material supply yard in 
Buras, La., under the name of Blackman’s Lum- 
ber & Supply Co. A general lumber stock, 
sash, doors, paint, roofing, cement, builders 
hardware, tools and numerous other items are 
sold. J. C. Halfacre, formerly with Mr. Flem- 
ing’s yard in Jackson, Miss., is manager. 


General improvement in the plywood market 
in the East was reported by Philip Garland, 
vice president and general manager of the Ore- 
gon-Washington Plywood Co., Tacoma, who re- 
turned home, Feb. 14, after spending several 
weeks in Chicago, New York and other cities. 
Mr. Garland was pleased to see the large 
amount of plywood used in constructing build- 
ings at the New York World’s Fair. 


W. H. Burroughs, who resigned Jan. 1 from 
Fordyce-Crossett Sales Co., Fordyce, Ark., 
after being in the position ten years, has opened 
an office in Camden, Ark., to handle southern 
pine and hardwoods from that territory as well 
as some West coast products. Mr. Burroughs 
is fitted to conduct his business, for in addition 
to gto garnered in his last job, he was 
with Freeman-Smith Lumber Co. for 17 years. 


W. A. Holt, president of the Holt Lumber 
Co., Oconto, Wis., until its retirement from 
manufacturing in November, 1938, had passage 
on the S. S. Rotterdam, with his two daughters, 
which sailed from New Orleans Feb. 22. Stops 
will include ports in the West Indies, Cuba, 
Puerto Rico, Isthmus of Panama, and the Canal 
Zone. On their return, they will visit in Florida 
before returning to Oconto late in March. 


The following four Tacoma lumbermen were 
recently elected vice presidents of the Tacoma 
Area Council, Boy Scouts of America, to serve 
in 1939: William C. Deering, president John 
Dower Lumber Co.; Norton Clapp, secretary 
Weyerhaeuser Timber Co.; W. W. Kilworth, 
president Washington Handle Co. Inc., and 
Philip Garland, vice president and general man- 
ager of the Oregon-Washington Plywood Co. 


About April 1, Lyle F. Watts, who for the 
past three years has been regional forester in 
Milwaukee, Wis., will be transferred to Port- 
land, Ore., and will have a similar forestry 
job in Oregon and Washington. Jay H. Price, 
San Francisco, will succeed Mr. Watts. Mr. 
Price is associate regional forester for Cali- 
fornia. During the World War, he was cap- 
tain of a forestry regiment in charge of saw- 
mill and logging operations in France. 


After 50 years of continuous personal service 
as an executive of the Morgan Co., millwork 
concern in Oshkosh, Wis., J. Earl Morgan re- 
signed as president and director at the annual 
stockholders meeting, Feb. 14. In his resigna- 
tion, dated Feb. 11, Mr. Morgan also relin- 
guished the presidencies of the Morgan Sash & 
Door Co., Chicago, and the Morgan Millwork 
Co., Baltimore, Md. U. Morgan Davies has 
been elected as his successor. 

The Spokane Junior Chamber of Commerce 
sponsored a radio program featuring the lum- 
ber industry the evening of Feb. 15. It was 
one of a series being broadcast to give atten- 
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tion to leading commercial activities of the In- 
land Empire. R, E. Wert, retail manager of 
the Long Lake Lumber Co., collected data on 
the industry for the C. of C. After fifteen 
minutes of statistics on lumbering, the radio 
audience was conducted through one of the 
modern two-band mills of the Long Lake Lum- 
ber Co. The program was concluded with a 
few remarks by G, F. Jewett, president West- 
ern Forestry & Conservation Association, rela- 
tive to the nation’s timber reserve. 


COMINGS AND GOINGS 


Crossy, N. D.—-E. O. Helgeson has been 
transferred by the Midwest Lumber Co. from 
the managership of its yard in Columbus to 
the one here. He succeeds LeRoy C. Peterson, 
who resigned. 


WASHINGTON, Mo.—B. E. White, who has 
been with the Clinton L, Scott Lumber Co., 
Topeka, Kans., has become manager of the 
C. J. Harris Lumber Co. yard here. 


TureF River Farts, Minn.—Alex L. Smith, 
former manager of the St. Cloud, Minn, 
branch of the Robertson Lumber Co., has been 
transferred to head of the firm’s local yard. 


STANFORD, ILL.—Ernest Owen of Farmer 
City, Ill., has been appointed manager of the 
Alexander Lumber Co. unit here. 


McKinney, Tex.—R. O. Wilson of Prince- 
ton has been named manager of the Wilcox 
Lumber Co., here, succeeding Frank Cook, who 
recently resigned. 


LorAINE, TEX.—Lee R. Baldridge of Tahoka 
has assumed management of the Higginbotham- 
Bartlett Co., here, succeeding R. A. Edwards. 


TuLARE, CAtir.—Clay Rogers has been 
named manager of the Cox Lumber Co., here, 
after being with the W. R. Spalding Lumber 
Co., Woodlake, for several years. 


SALISBURY, Mo.—John E, Gwinner is the new 
manager of the Salisbury Lumber Co., succeed- 
ing Lee Croghan, who has taken a position with 
a lumber company in LaHarpe, Kan. Mr. 
Gwinner was formerly assistant manager. 


KERRVILLE, TEX.—The Temple Lumber Co. in 
this town has Rex McElroy as its new man- 
ager. Mr. McElroy has replaced Louis B. 
Gloor who was transferred to managership of 
the company’s yard in McAllen. 


Otton, Tex.—L. L. Brewster, formerly of 
Littlefield, has been transferred by his company 
to take charge of the local branch of Higgin- 
botham-Bartlett Co. 


Bucyrus, On10—The Gledhill & Kime Lum- 
ber Co. has made A. N. Aufderheide manager, 
replacing John Guisinger, who recently left 
Bucyrus to enter business in Shelby. 


JACKSONVILLE, ILt.—E. S. Combs has been 
succeeded by C. B. Tyrone as manager of the 
LaCrosse Lumber Co. in this city. Mr. Tyrone 
came from Cooper, Tex., and has had 22 years’ 
experience in both lumber retailing and manu- 
facturing. 

STERLING, NeB.—Jack Johnson retired Feb. 1 
from 23 years’ service with the Koehler Lumber 
& Coal Co. Inc. Reiche Ottjes, who has been 
with the company since 1935, succeeds Mr. 
Johnson. 








Yale's Forestry Dean Retires 


New Haven, Conn., Feb. 20.—Dean Henry 
S. Graves, of the Yale School of Forestry, pro- 
vost of the University in 1923-27, and a mem- 
ber of the faculty for thirty-one years, will re- 
tire from active service at the end of the college 
year. Dean Graves graduated from Yale Col- 
lege in 1892, and in 1898 became assistant chief 
of the Division of Forestry in the Department 
of Agriculture. In 1900 he was called to Yale 
to organize the school of forestry, serving as its 
director until 1910, when he was appointed chief 
of the Forest Service. Since 1922 he has been 
dean of the School of Forestry. Dean Graves 
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served in the Corps of Engineers, organizing 
the forestry work of the A. E. F., and was pro- 
moted to Lieutenant Colonel. He has served as 
president of the American Forestry Association, 
and of the Society of American Foresters. His 
books include “Forest Mensuration” and “Prin- 
ciples of Handling Woodlands.” He is joint 
author of “The White Pine” and “Forest Edu- 
cation,” 

Dr. Samuel J. Record, professor of forest 
products at Yale, will become dean July 1. He 
is a graduate of Wabash College, and received 
the master of forestry degree from Yale in 
1905. He was appointed to the forest school 
faculty in 1910, and became professor in 1917. 
Under his direction, the Yale collection of 
woods of the world has become the largest and 
most comprehensive. He is founder and editor 
of the journal “Tropical Woods,” and is the au- 
thor of “Timbers of Tropical America,” several 
textbooks, and a large number of important sci- 
entific papers. 





Personnel Changes for Lumber 
Company and Affiliates 


Co_umsBus, OuI0, Feb. 20.—Several changes 
in the official personnel of the W. M. Ritter 
Lumber Co., Red Jacket Coal Corp., and Red 
Jacket Coal Sales Co. have been announced 
from the offices of the W. M. Ritter Lumber 
Co., here. 

The official personnel of the W. M. Ritter 
Lumber Co. is now as follows: 

W. M. Pryor, chair- 
man of the board and 
director; James W. 
Damron, president, 
general manager and 
director; C. B. Weak- 
ley, vice president and 
director; J. W. May- 
hew, second vice presi- 





J. W. MAYHEW, 
Columbus, Ohio; 
Second Vice Pres. 





dent and director; 
Landon C. Bell, secre- 
tary, general counsel 
and director; G. Ray 
Powers, treasurer and 
director; H. P. Moore, 
assistant secretary; M. 
M. Marsh, assistant 
treasurer. 


E. E. Ritter, formerly head of the W. M° 
Ritter Lumber Co. and Red Jacket Coal Corp., 
resumes his connection with the Red Jacket 
company only. L. E. Woods resigned as presi- 
dent of the Red Jacket Coal Corp., and chair- 
man of the board of the Red Jacket Sales Co. 
W. M. Pryor, formerly president of the W. M. 
Ritter Lumber Co. and vice president of the 
Red Jacket Coal Corp., was named chairman of 
the board of both companies. James W. Dam- 
ron, who becomes president of the W. M. Rit- 
ter Lumber Co., is a Virginian by birth and has 
grown up in the employment of the company, 
serving in almost all departments. He is recog- 
nized as a high authority on hardwood lumber 
manufacture. 





Company Has New President 


Osxatoosa, Iowa, Feb. 20:—C. M. Porter, 
who has served as vice president and general 
manager of the Hawkeye Lumber Co., here, 
for over 25 years, was elected president of the 
company, succeeding Ralph H. Burnside of 
Portland, Ore., at the annual meeting of direc- 
tors. Mr. Burnside became chairman of the 
board. R. V. Porter was chosen to succeed 
his father, advancing from the assistant man- 
agership which he has held several years. C. A. 
Williams, Sr., a director for some years, suc- 
ceeded C. M. Porter as vice president. Irving 
C. Johnson was named secretary, and H. S. 
Howard was re-elected treasurer. 

Mr. Porter states that the lumber business in 
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Gibbs Boardtile Offers 
* Pachage “ Wells 
and Ccilings 


Gibbs Boardtile is not only a wall material 
of rigid, dense, bright gleaming surface, sec- 
tions up to 4x12 ft., easy as wood to work, 
but also a durable finish—light diffusing, 
sanitary, moisture resisting, cleanable with 
a damp cloth. 


Home buyers prefer these modern walls 
that tint kitchens and bathrooms with colorful 
beauty. For charming living rooms, wood- 








grain panelled libraries and dens, resplendent 


lobbies, up-to-the-moment store, restaurant 
— and counters, supply your customers 
wit 


GIBBS BOARDTILE 


Available in 18 colors, black, white, scored 
or plain, varitones, marble or burl replicas, 
baseboards, division strips. Use our plan- 
ning department for designs, estimates. Write 
for color chart circular and samples. 


GIBBS BOARDTILE CORPORATION 
636 Aberdeen Street, CHICAGO 








GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 


ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 


COLONIAL CEDAR COMPANY 


2501 Northlake Ave., Seattle, Wash. 


wir SHAKES 


Cedar 
“Totem,” Hand-Split -- “Fitite,” Processed 


INSURANCE 


With a Mutual Interest 


ASSOCIATED LUMBER MUTUALS 


Central Manufacturers Mut. Ins. Co., Van Wert, Ohio 

Lumber Mutual Fire Ins. Co., Boston, Mass. 

Lumbermens Mutual Fire Ins. Co., Mansfield, Ohio 

Pennsylvania Lumbermens Mut. Fire Ins. Co., Phila- 
delphia, Pa. 

Indiana Lumbermens Mutual Ins. Co., Indianapolis, Ind. 

Northwestern Mutual Fire Assn., Seattle, W 
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Iowa is generally good, although it has been 
better in the northern half of the State due to 
a larger corn crop. 

Various improvements were made at several 
Hawkeye yards last year, some new offices be- 
ing built and sheds remodeled. At present, the 
firm is making improvements at the branch in 
Ottumwa. 





Changes Made in Firm Personnel 


Warren, ArkK., Feb. 20.—O. F. Wyman, who 
was named general manager of the Southern 
Lumber Co. by the directors, Feb. 2, has an- 
nounced the following changes in the company 
personnel: R. L. Ketchand, superintendent, 
has retired after 37 years of service. He had 
the longest employment record of anyone in 
the company, having helped clear the timber 
off the mill site and erect the saw mill after 
F,. E. Weyerhaeuser was elected as the com- 
pany’s first president. Ernest White, assistant 
sales manager, fills the new position of super- 
intendent of manufacture and will also continue 
in his sales work. C. B. Freeland, has been 
named mechanical superintendent; J. E. Hurley, 
sales manager, has been made office manager, 
also; J. O, Lee has succeeded R. L. Davis, Sr., as 
woods superintendent, and James Cuthbertson 
has been named cashier. 





Judy Replies 


Miss Judith Ann Bell, month-old daughter of 
Carl Bell, sales manager of the Cunningham 
Machinery Corp., Shreveport, La., and Mrs. 
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February 25, 1939 














Bell, was so pleased with her birth announce- 
ment on page 84 of the Feb. 11 issue of the 
AMERICAN LUMBERMAN that she sent the ac- 
companying letter. We don’t know, but suspect 
she was born with a silver pen in her mouth! 
Judy is believed to be the youngest contributor 
this publication has ever had. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight for the two weeks ended Feb. 
11 totaled 1,156,708 cars, as follows: Forest 
products 49,077 cars (a decrease of 6,098 cars 
below the amount for the two weeks ended Jan. 
28) ; grain, 58,353 cars; livestock, 21,071 cars; 
coal, 268,051 cars; coke, 15,086 cars; ore, 
17,491 cars; merchandise, 294,542 cars, and 
miscellaneous, 433,037 cars. The total loadings 
for the two weeks ended Feb. 11 show a de- 
crease of 28,030 cars below the amount for the 
two weeks ended Jan. 28. 
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FRANCIS A. BROWN, 79, pioneer Wiscon- 
sin lumberman and former mayor of Mari- 
nette, Wis.; Feb. 20. Born in Muskegon, 
Mich., Mr. Brown was associated with his 
father, Joseph Ruel Brown, a pioneer of the 
Muskegon and Houghton Lake districts, he 
joined in logging and lumbering operations 
with Philetus Sawyer and James B. Good- 
man, and was instrumental in founding the 
Menominee River Boom Co. In 1890 he be- 
came vice president and general manager of 
the Sawyer-Goodman Lumber Co., and later 
was associated with Henry Swartand George 
Mitcheson, becoming president of the Brown- 
Miteheson Co. From 1900-1910 he was asso- 
ciated with Mr. Swart in timber enterprises 
in California redwood and had extensive 
timber holdings in British Columbia. He also 
conducted lumber operations of the Quinnesec 
Lumber Co., and built the first timber railway 
on a tributary of the Menominee River at 
what is now the village of Kingsford. He 
was active in civic and business affairs of 
Marinette, organizing the First National 
Bank in 1889 and being a member of its first 
board of directors, later president. Survivors, 
two daughters, six grandchildren and one 
great grandchild. 


GUY HERBERT NELSON, 66, president, B. 
F. Nelson Mfg. Co., Minneapolis, Minn., Feb. 
10. He had been associated with his father, 
B. F. Nelson in paper products and roofing 
business and in lumber manufacture for 
many years, becoming president of the com- 
pany in 1930. Mr. Nelson formerly operated 
a Shingle mill in Seattle, then became mana- 
ger of Leech Lake Lumber Co., Walker, 
Minn., for about ten years. Always active in 
civic and welfare projects, Mr. Nelson helped 
found B. F. Nelson Memorial House, a social 
center in Minneapolis, established in memory 
of his father. Survivors, a widow, sister and 
six grandchildren. 


JOHN GOURLEY, 80, veteran lumberman 
of Highland Park, IIll., was killed Feb. 22 
when struck by a train on the North Western 
Railroad at the Highland Park crossing. Mr. 
Gourley was born in Ireland, coming to 
America when 20. He formerly operated a 
lumber business in Waukegan and in 1911 
founded the John Gourley Lumber Co. at 
Highland Park. Survivors, widow, two 
daughters and three sons. 


_ BERKELEY ESTES, 65, formerly partner 
in the Taylor-Estes Lumber Co., Columbia, 
Mo.; Feb. 3. He formed the company in 
partnership with James Taylor in 1898. The 
business was sold to the Daniels Lumber Co. 
in 1937. Mr. Estes was vice president of the 
Northeastern Missouri Lumbermen’s Associa- 
tion for one term and was active in other 
club and civic work. Survivors, a widow, 
brother, two sisters. 


BYRON H. KELLEY, Sr., 49, lumberman, 
Beaumont, Tex., Feb. 15. A native Texan, 
Mr. Kelley entered the lumber business in a 
partnership with L. B. Harris which later 
became the Harris-Seale Hardwood Co., of 
Beaumont. Mr. Kelley later engaged in tim- 
ber and piling business and was founder and 
owner of Vidor Lumber Co. Survivors are 
a widow, two sons and a daughter, also his 
parents, three sisters and two brothers. 


CLARENCE R. MENGEL, 81, former vice 
president, Mengel Co., Louisville, Ky.; Feb. 14. 
He had been associated with his brother, the 
late Col. C. C. Mengel, in the firm of C. C. 
Mengel & Bro. Co., and was its president. 
This was later merged with the Mengel Co., 
of which he served as vice president until 
his retirement in 1925. Survivors, a widow, 
three sons and four grandchildren. 


CLARENCE C. HEINZMANN, 48, general 
manager Heinzmann & Son Lumber Co., 
Marion, Ind., died recently after a three-day 
illness. A native of Noblesville, Ind., he 
joined his father in the lumber business in 
Marion in 1917 and had been head of the 
business since the latter’s retirement. Sur- 
vivors, widow, son, two daughters and parents. 


SAMUEL J. LEWIS, 66, veteran lumberman 
of Lima, Ohio; Feb. 1. With two brothers 
he started a lumber business in Rockford, 
Ohio, in 1900. The yard was moved to Lima 
in 1900 under name of Lewis Bros. Co. Sur- 
vivors, widow, three sisters, two brothers, 
both in the lumber business. 


WALTER C. BYERLY, 77, president-mana- 
ger, Charleroi Lumber Co., Charleroi, Pa.; 
Feb. 5. Born in Pennsville, Pa., he entered 
the lumber business with the old Union Lum- 
ber Co., of Donora, Pa. Later he joined the 
Charleroi Lumber Co. and became its presi- 
dent in 1904. Survivors, widow, brother and 
a nephew. 


WILLIAM TEGELER, 75, president, P. Mm. 
Womble Lumber Co. (Inc.), Baltimore, Md, 
died Feb. 23 after a short illness. Mr. Tegeler 
succeeded to the control of the company on 
the death of Mr. Womble, the founder, about 
five years ago. The corporation is an impor- 
tant factor in the longleaf pine industry and 
a member of the Baltimore Lumber Exchange, 
Survivors, a widow, one son, one daughter 
and a stepson, 


PHILIP STEVENSON, 67, one of the oldest 
lumber operators in western Arkansas, died 
suddenly at his home in Ft. Smith, Feb. 10, 
He was head of the Hatton Lumber Co., Hat- 
ton, Ark. Survivors, a widow, two sons, a 
daughter, a stepson and one brother. 





ALBERT W. DERRICK, 74, well known 
lumberman and rancher of Agate, Colo., died 
in Denver recently. He had been engaged in 
the lumber business in Salida, Leadville and 
Creede before becoming a cattle rancher at 
Agate. Survivors, a widow and one son. 


A. N. PROUTY, prominent in West Coast 
lumbering for 40 years, died Feb. 8 at Los 
Angeles. Born in Iowa, he went to Belling- 
ham, Wash., in 1900 and operated a mill near 
there with his brothers. In 1922 he built the 
large Prouty mill at Warrenton, Ore. 


MILO W. COERPER, 40, vice president, 
Coerper Bros. Lumber Co., Milwaukee, Wis.; 
Feb. 8. He had held office in the company 
for 17 years since his father, George C. and 
uncle, William Coerper, dissolved partnership. 
Survivors, widow, daughter, son, his parents 
and a brother. 


EUGENE P. GATES, 65, manager Fall 
River, Wis., yard of Fuller-Goodman Co. for 
13 years; Feb. 16. He was formerly in the 
lumber business at Pewaukee, Lodi and Fall 
River under name of Caldwell & Gates. Sur- 
vived by a daughter. 


PAUL G. BUDDENBAUM, 48, _ secretary- 
treasurer, Broad Ripple Lumber Co., Indian- 
apolis, Ind., died suddenly in Weatherford, 
Tex., while on a trip. Survivors, a widow 
and four sisters. 


THOMAS MEREDITH GRIFFIN, 51, for 
many years widely known in lumber circles 
of south Georgia and Florida, died_recently 
at his home in Jacksonville, Fla. Survivors 
are a widow, a stepson and four sisters. 


LILLIAN JORDAN, 58, secretary, Gernert 
Bros. Lumber Co., Louisville, Ky., for 33 
years; Feb. 12. Survivors, two brothers and 
two sisters. 


HARRY BUTZ GREEN, 76, retired founder 
of Green & Pierson Lumber Co., Madison, 
N. J.; Feb. 12. Survivors, a widow, one 
daughter and a sister. 


JAMES L. WHITCOMB, 73, lumberman of 
Durango, Colo., died in Denver recently. 
Survivors, a widow, three daughters, four 
sons and six grandchildren. 


MICHAEL H. KERN, 79, president, Eagle 
Lumber Yards, Portland, Ore.; Feb. 5. Started 
in lumber business in Oregon in 1913, before 
which he was a banker, postmaster and an 
active Republican leader at Menominee, Mich. 





(Continued from Page 59) 

at slight concessions by a few mills having 
surpluses. However, most large mills have 
very limited stocks and are adhering to list 
prices, since mixed-car orders take most of 
these items as fast as they are dry enough 
for loading. Furthermore, heavy rains have 
slowed production, especially by the small 
mills. Most small-mill operators have been 
handicapped by heavy rain, preventing yard 
stocks drying sufficiently for shipment. 


SOUTHERN HARDWOODS — Heavy rains 
throughout producing sections have delayed 
drying of yard stocks, and log supplies are 
limited to three to five weeks requirements 
at most mills. Demand continues to 
strengthen, although furniture factories are 
not placing orders in volume and have yet 
to purchase large quantities of stock. AS 
this business comes into the market, sharp 
advances are likely on 4/4 sap gum, which 
has been strong lately. Flooring plants be- 
lieve that prospective demand, with rough 
stocks low and production under severe 
weather handicaps, will result in firmer and 
better prices; those now obtainable do not 
permit them to break even. 
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ins have or Rough 5-6/4x8 e pine 
aa OP nan escerknenwsieaaae $ 72.00 | Smumecrs, S2 or 4S— 1x8 &wdr. | by consistent national advertising and 
A a a ala slew ep weet wn wsie asia ae wae 77.00 Choice (C) RL............6 ph gt $90.25 
“Pe E rpeapeeneeseseneaspiesnesnsegesgnea 2 Pd 2. aaa + | assurance against species substitution 
nt. 1x16” ee ee ee 100.00 ® Colonial Sterling Standard ; i A ; 
_ 1x18” OT ee ee ee 105.00 No.1 No. 2 No. 3 and inferior grade. Write for Grading 
ry ra BIE cu ove nis era tataend arene ase ee a 115.00 SR tees $34.31 $29.80 $22.30 
delayed MEE 4564 Sadaacyatu cache bh scans 120.00 oF OER CT 69.29 38.89 25.08 Rul 
jlies are Utility (No. 4) 4/4 RWRL........--+e- $16.95 ules. 
irements Ceiling or Flooring, B&better, 4-16’ Sugar Pine , 
mee = Bm 1x8 5/4x8 6/4 
ries are Binge 2200000000800 | Smunons, 88 or 48— &wdr. Swdr,  & war, MAPLE FLOORING 
we oS B&Btr. RL....... ; 6E ; 
ck. AS , inp pene 69.00 65.43 67.00 | MANUFACTURERS ASSOCIATION 
Discount on Mouldings 6-20’, Odd Lengths D RL ** £975 52-75 46.00 
t, shar? Ff series 8000— moe Not .No2 No.8 1795 McCormick Building, Chicago 
_ ihe tages SE re Me cndoneidnd aes eiee 55% ft $39.71 $28.76 $20.50 
ants be- Listing $4 and over..............00000. 50% SEED vesarkivatiaseteals 39.89 25.91 20.32 
h rough ee -. osocecudenmon 49.02 28.61 24.00 ’ 
' severe Clear Lattice, 5/16”, 4 to 16’ Larch-Douglas Fir OoOr wil a - 
o ant 100 lin. ft. Dimension, No. 1, 2x4 er $20.74 
on BR” .cuciae «cm eae sin adit acento ae 0.32 | Dimension, No. 1, 2x6&8 ............-.-- : Rathee test 
OOS PTT ’ 387 | No. 2 Com., S2 or 48, 1x8.........--.00> 19.85 (Northern Hard) 








TH” .ccccccccccceveecereceeeseeseciccece sO F SURRSEED WONG Ely Gelert © StEirecrcres 35.22 THE LONGEST-WEARING COMFORTABLE FLOOR 
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OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin. Hx2%" 1x14" %x2" x1 
Clr. qtd. wht....$85.00 $71 $67.00 $61.00 
Clr. qtd. red..... 70.00 60.00 57.00 57.00 
Sel. qtd. wht.... 61.00 48.00 52.00 48.00 
Sel. qtd. red..... 57.00 49.00 50.00 48.00 
Clr. pIn. wht.... 61.00 52.00 56.00 48.00 
Clr. pln. red..... 58.00 54.00 47.00 48.00 
Sel. pln. wht.... 57.00 47.00 46.00 39.00 
sel. pln. red.. 57.00 52.00 40.00 42.00 
No. 1 com. wht.. 50.00 44.00 38.00 33.00 
No. 1 com, red... 50.00 46.00 36.00 34.00 
No. 2 common... 37.00 30.00 25.00 19.00 
4x2” yr ts X2” 
Co. GOR. Wi. cc cccceaes $75.00 73.00 waar 
a eer 72.00 71.00 
0 Se er 64.00 63.00 
i Mv acededcdeced 64.00 63.00 P 
RS ery 63.00 61.00 $63.00 
SS rere 63.00 61.00 58.00 
ee ek, Whe wee wecaees 55.00 53.00 55.00 
eS eee 55.00 53.00 53.00 
Ph B OO. Wiihvcceccwss 47.00 45.00 44.00 
i 2 OG MOR ccccesucs 46.00 44.00 42.00 
No. 2 common.......... 31.00 30.00 ‘i 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
t#-inch re $8; for %-inch, $4; for % and 
f-inch, $4. 

Chicago , prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis _ origin: For 
+#-inch stock, $6; for %-inch, $3; for %- and 
fs-inch, $3.50. 


F. O. B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Feb. 20: 





Qrtd. Red Gum Plain Poplar 
FAS— No. 1 & Sel.— 
ae xcxawd 69.00 @80.00 Ee eevee 24.75 
°C ae 76.50 SS, eee 26.25 @30.25 
No. 1 & Sel.— No. 1 Com.— 
ae wuaweta 50 ‘ ey 27.50 
) a 32.00 @36.00 No. 2A Com.— 
Breuénanea .00 an adawes 18.00@19.7 
Plain Red Gum No. 2B Com.— 
FAS— SF6 wceuen 12.75 
OPO. crtens 70.50@73.00 |° Soft Maple 
|" Serer 7 FAS— 
No. 1 & Sel 4/4 
tuneea 32.00 WHAD. 46.00 @51.00 
Qrtd. Sap Gum No. 1 & Sel.— 
FA 4/4 
reer 35.00 WHAD. 34.00 @ 39.00 
5 eee 37.00 @ 41.50 6/4 WHAD. 50.50 
re. vereed 35.50 @ 36.50 8/4 
I ae 52.50 WHAD. 50.50 
No. 1 & Sel.— Log Run— 
Ole oseeee 24.50 @28.50 GSS cvcses 32.00 
Pe wekean 26.25 @30.50 Beech 
Se 31.50 Log Run— 
ie ‘sncees 25.50 @35.50 Se vesees 23.00 
No. 2 Com.— GFe scanes 20.00 
Ost censes 15.00 Hickory 
Plain Sap Gum No. 3 Com.— 
AS— We seeone 12.00 
See oweese 25.00 @26.50 Cottonwood 
*/. eee 31.50 Box boards— 
SO Giwea ys 00 @ 34.00 CS 40.00 
No. 1 & Sel.— FAS— 
er 17.00@19.50 7 errs 34.75 
OO) 19.50 @21.00 No. 1 & Sel.— 
Dee wabmee 23.00 | 27.00 
ee 29.00 No. 3 Com.— 
oo 42.00 re 12.00 
No. 2 Com.— Basswood 
OS ee 11.25@ pi. 00 No. 1 & Sel.— 
|, eee 4.50 OFS. cneves 30.00 
Plain Black eum Qrtd. Sycamore 
No. 1 & Sel.— FAS— 
20.00  aeiadas 32.00 
ae vanase 23.75 Plain Sycamore 
Gre ae ouws 22.75 No. 1 & Sel.— 
Qrtd. Tupelo ee 20.50 
No. 1 & Sel.— Log Run— 
Sere 24.00 5/8 KD... 24.50 
Plain Tupelo Willow 
Log Run— FAS— 
aes 23.25 SFO ievaan on 25 @ 42.25 
Plain White Oak No.1 & 
—_—_ ° »4-... are .eeee °'O7. 7.50 @28. 00 
so aaa 59.00 No. 2 Com 
ete a— _ | CFO cvecce 17.00 
enenee 30.00 Magnolia 
Plain Red Oak FA 
FAS— gs ee 52.00 
Ie weeans 33.25 re weeewe 50.50 
No — No.1 &S8 
) ae 23.25@24. 50 , Sa 98.2 25 @ 30.50 
Me «neee 28.50 @29.50 ee 27.50 
No. 2 Com.— No. 2 Com.— 
eaxus 20.00 ial eat 16.50 
Ash Pecan 
FAS— FAS— 
i évea es 49.00 ee Sanens 48.50 
7) 54.00 Sao 40.00 
No. 1 & Sel.— No. 1. & Sel.— 
oka ss 34.00 eee 2 
No. 2 Com.— | ees 41.50@45.00 
BGre cence 22.00 OTe vacees 4 








Amemcanfiumberman 
CAROLINA PINE 


Following are prices realized, Norfolk rate 
of freight on sales made during the week 
ended Feb. 14: 


Flooring 

No. 1 No. 2 

Bé&btr. Com. Com. 

Ea eee $44.90 ~~ $40.65 $24.40 
SE qu ntklande 6's hin wereretae 42.15 38.40 23.95 

Celling 
Me wasecssenceasuee $24.05 $21.05 $14.45 
Finish, Dressed, B&btr 
UE neakwa'e eared $48.70 eee $58.00 
DN dine cits Aces 47.80 Tere ey 71.30 
EE Bare Oia wiaeree 48.90 SS 66.45 
De év0 sue eoees 49.40 SFERES 6 ceiver 76.75 
Boards, Dressed 

No. 1 No. 2 No. 3 

Com. Com Com 

SR ere eee $39.80 $19.00 $13.85 
ahs ay liep in. ohn nae 40.0 20.35 waleie 
Ne ang cs pc ean 40.25 22.00 18.10 
8 eae ea 41.05 22.25 17.80 
aaa re 46.30 23.40 16.25 
EEN cial a ak hacned Ween 53.10 25.20 15.65 

Boards, Air Dried or Roofer Grade, 
No. 2 Common Dressed 

ME aide acc: osln a eee $18.35 EE ere $20.65 
TS en aia | eee 20.90 
ST tae dca aca lee 20.30 SEES cisd50 ce ues 21.90 
Shortleaf Dimension No. 2 Common, Dressed 
8 to 16 18 & 20 

OE, en ee en ee $22.65 $24.75 
8 es ee 22.10 23.7 
ee er eRe eee 22.10 25.35 
I ai pia ha gra Aint ge co 22.95 27.45 
Re re ee PCN 25.25 27.95 


February 25, 1939 


ENGELMANN SPRUCE 


Prices in American funds f. 0. b. Chicagy 
or 72 cent rate, effective Oct. 20, on air 
dried Engelmann white spruce boards, D&M, 


shiplap, drop siding and ceiling: 

Inch— 4” 6” 8” 10” 12” 

pane. 6-16’. $54.00 $55.00 $57.00 $65.00 $84.09 
No. 1, 6-16’.. 48.25 46.75 46.75 58.75 79-75 

No. 2, 6-16’.. 43.00 40.25 40.25 42.35 50.59 

No. 3, 6-20’... 34.75 35.75 34.75 34.75 36.75 

No. 4, 6-20’.. 29.50 29.50 29.75 29.75 29.75 


No. 4 Common, 1x4 inch and wider, 4 to 29 
feet, which may contain 20 percent of 4 to 8 
foot, is $29.00. 

5&6/4, 6-16’— 
4"&wadr. 4” 6” 8” 10” 12” 
D&btr.$80.00 $80.00 os? oo $86. 4 $90.00 $93.00 


No. 1.. 67.75 57.75 70.50 88.75 
No. 2.. 52.50 49.50 rt 50 oa 51.50 59.95 
No. 3.. 40.00 38.75 40.50 40.50 39.50 41.00 
No. 4.. 40.00 38.75 40.50 40.50 39.50 41.00 

Specified lengths—In Dé&better, for 16-foot, 
add $5; 18- and 20-foot, add $10; other 


lengths, add $2. 

In Nos. 1, 2 and 3 common, for 4- and 6- 
inch, 16-, 18- and 20- foot, add $2; 8-inch&war,, 
10-, 12-, 18- and 20- foot, add $2. 

No. 4 common, add $2. 

6-foot D&btr., Nos. 1, 2 or 3 common, de- 
duct $3. 

Bevel Siding, % inch, odd lengths, 38- to 20- 
foot, but not over 20 percent shorter than 


10-foot. 
“C” 4”.331.75 “D” 4”.$24.75 “BE” 4”.$15.50 
6”. 35.75 6”. 26.75 6”. 17.50 
Lath, spruce and pine, 4-foot; No. 1, $6.90: 
No. 2, $6.65; 32-inch, Nos. 1 and 2, mixed, 


$4.10 





A YOKE OF oxen pulled an ancient plow to 
break ground for the livestock coliseum at the 
1939 California World’s Fair. 








NORTHERN 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Brown Ash— FAS Sel. Com. Com. Com. 
MOE. iketcqpadardae $57.00 $47.00 $38.00 oe. 00 $18.00 
ee 62.0 52.00 41.00 28.00 19.0 
|, eee 67.00 57.00 48.00 32.00 19.00 
_ eer 72.00 62.00 51.00 34.00 20.00 
No.1 No.2 No.3 
Basswood— FAS Sel. Com. Com. Com 
ee: $78.00 $68.00 $52.00 $28.00 $21.00 
|: ere 83.00 73.00 56.00 31.00 23.00 
| rr 86.00 76.00 56.00 31.00 23.00 
eee 93.00 83.00 66.00 33.00 23.00 
oe Se 103.00 93.00 73.00 45.00... 
7 eS 108.00 98.00 78.00 50.00 
Oe weweceas 70.00 60.00 41.00 24.00 


Key stock, 4/4, No. 1 and better, $78; or on 
grades, FAS, $83; No. 1, No. 1 


betters, $83, or on grades, FAS, $93; No. 1, $73. 
No.1 No.2 No.3 
Hard Maple— FAS Sel. Com. Com. Com 
"Fae $70.00 $55.00 $45.00 $30.00 $15.00 
pete 75.00 60.00 50.00 32.00 17.0 
| ieee: 80.00 65.00 58.00 34.00 17.00 
| paged: 85.00 70.00 58.00 34.00 18.00 
| Bepeeeeicee: 85.00 70.00 58.00 35.00 18.00 
Oi ee 98.00 83.00 66.00 40.00 .... 
Si eiadeshegenn 98.00 83.00 69.00 40.00 .... 
, Spenes: 118.00 103.00 81.00 43.00 4 
Bearer: 118.00 103.00 81.00 43.00 
SE cance 158.00 143.00 121.00 .... 


HARDWOOD 


No.1Com. No. 2 No. 3 
Soft Elm— FAS & Sel. Com. Com. 
Bee $47.00 $37.00 $26.00 $18.00 
| ae 52.00 42.00 28.00 19.00 
, ee 52.00 42.00 28.00 19.00 
| eae 55.00 45.00 31.00 19.00 
RES 58.00 48.00 33.00 eee 
ree 63.00 53.00 38.00 oun 
No. 1 No. 2 No. 3 
Rock Elm— FAS Com Com Com. 
5 Se ee $50.00 $32.00 $20.00 $17.00 
OS eee. 55.00 37.00 22.00 19.00 
4, RAPS 65.00 45.00 24,00 19.00 
, Se 70.00 55.00 29.00 22.00 
eer 80.00 65.00 41.00 Pe A 
er 90.00 75.00 46.00 27.00 
No.1 No.2 No.3 
Birch— FAS Sel. Com. Com. Com. 
Se gencseed $76.00 $64.00 $47.00 $28.00 $17.00 
a 81.00 69.00 52.00 34.00 17.00 
| 86.00 74.00 57.00 39.00 18.00 
D. ciergacmcuels 91.00 81.00 65.00 42.00 19.00 
ee 96.00 86.00 74.00 45.00... 
| 101.00 91.00 79.00 50.00... 
5 ere 156.00 146.00 122.00 .... ... 
eRe 68.00 58.00 41.00 25.00... 
OPO. Gecowens 70.00 60.00 44.00 26.00... 
No.1 No.2 No.? 
Soft Maple— FAS &Sel. Com. Com 
ee ee $61.00 $45.00 $28.00 $17.00 
Se eae 66.00 49.00 29.00 18.00 
| I 76.00 54.00 34.00 18.00 
OE ecuwcws ens eucue 81.00 59.00 34.00 19.00 





APPALACHIAN 


HARDWOODS 


Cleveland, Ohio, Feb. 20.—Following are current prices on Appalachian hardwoods, f. 0. Db. 


Cleveland: 

Ash: 4/4 5/4 6/4 
De subasaee $81.00 $91.00 $96.00 
Com. & Sel.. 56.00 66.00 68.50 

Plain White Oak: 
mM seeaneee 101.00 111.00 116.00 

No. 1 C.&S8... 61.00 66.00 71.00 

Plain Red Oak: 
We. vevacecs 86.00 96.00 101.00 

No. 1 C.&S... 56.00 66.00 71.00 

Poplar: 
oo!) eer 93.00 103.00 108.00 
_ E C.&S... 55.50 60.50 63.00 
PE sesccece 73.00 78.00 78.00 
No. “2: A Com. 42.00 47.00 49.00 

Basswood: 

De «ecees ae od are i+ 
No. 1 C.&8... Z a 
No. 2 Com... 35.00 39.00 42.00 





8/4 10/4 12/4 16/4 
$98.50 $112.00 $126.00 $141.00 
73.50 81.00 91.00 110.00 
131.00 146.00 161.00 
76.00 86.00 96.00 
111.00 136.00 146.00 166.00 
76.00 86.00 96.00 120.00 
118.00 128.00 143.00 158.00 
78.00 83.00 98.00 ~ a. 
88.00 | Chestnut: 4/4 5/4 6/4 + 8/4 
53.00 Petes 08.00 113.00 113.00 118.00 

No. 1 C.&S.. 73.00 73.00 73.00 83.00 
97.00 “ “WHND 41.00 45.00 46.00 53.00 
67.00 No. 1 C.&Btr. 
42.00|Snd. Wormy.. 36.00 40.00 41.00 48.00 
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February 25, 1989 


ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures 7 based on shortleaf 
weights, obtained by rkansas Soft Pine 
mills during the week ended Feb. 18: 


Flooring 

Edge grain— 38-inch 4-inch 
ED Bk os.0s0e-s ewes sass cer $60.00 $60.00 
oS EI are ae TE ep. 52.00 51.00 
MEN ii Oi 6 i 6 ae elm epowr eRe RIOTS 35.00 34.00 

Flat grain— 
ee eT eer $45.00 $42.50 
, SPOR ree ere 40.00 40.00 
OO Or a. citi na ed oh a ieee eee 27.00 25.00 


Ceiling & Partition 
B&Better No.1 


Ce. TE kno soe wicvackawe ee $36.00 $34.00 
a eee 48.00 43.00 
Boston Partition, WE6..<cc<secce 42.00 40.00 


Drop Siding, 1x6 
No. 117 No. 116 


SY Sisncie eam cinte atom swine ae $39.00 $46.00 
oe RE eee ee 36.50 42.00 
NO. 2 .ccvccvecseceevcvcccecoece 27.00 28.00 


Finish, Surfaced, B&better 

4 5 6 8 10 12 
4/4 ...$52.00 $63.00 $53.00 $55.00 $61.00 $76.00 
5/4... 64.00 75.00 65.00 65.00 76.00 88.00 

Casing & Base, B&better 


4 5 6 8 
ee $60.00 $65.00 $60.00 $61.00 


Casing? 

DOME ocsGamanay 58.00 65.00 56.00 60.00 
Mouldings Discount 

Rdetat Be Se DR WE sao chases ccasseees 45% 

OT OE. 206 sade beers teeaeuee ves enaus 40% 


Boards and Shiplap 


1x6 izes 1x10 1218 
Boards, S4S, No. 1..$41.00 $40.00 $46.00 $59. 


9.00 

or Shiplap No. 2.. 22.00 23.00 23.00 26.50 
me OS cvcceneaewae 17.00 18.00 18.00 18.00 

Dimension, S48, 16-Foot 
No. No. 
Ee «ada wate guecemearstea- eee ane $25.00 $22.00 
DR, er ree ye ee ere ee 22.00 19.00 
OED. ia. < hiecavp win tania’ eam at ene 23.00 20.00 
BNUUED ‘ace: 40m Hare anaaee Beata te eee eater 33.50 24.00 
DI dca eave vee les eee ba utara aceon 36.00 26.00 
Lath, %x1%, 4-Foot 

Os ©. seitis-wexeaeweuae casa samen eurakts damn $4.15 
BS mcoaieciw wieia cc ao nee dois mreleeid en tanatene 3.50 





RED CEDAR SHINGLES 


Seattle, Wash., Feb. 18.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 


Royals: 
RINIET MEN onda etpaiWrwig's ah acini ema ar eee $4.35-4.45 
eM” ME ca sicli.ceawws ance oe momen ee 3.10-3.20 
RM ibibo aha ols anata averan cat ierarare:-eerernatane wee 2.10-2.20 
Perfections: 
eee ME aoa a) gr’, aire Sig carb wate atereeee $3.50-3.60 
Ine I al one -ahws.ali else eae live alee omial ane 2.35-2.45 
en ee, ES eae eee ele 1.90-2.00 
XXXXX: 
Se Fee rear cs $3.10-3.20 
od SS er ee 2.10-2.20 
ON OE o60 0-56 Se Reems Mee eee 1.65-1.75 





WEST COAST LOGS 


Seattle, Wash., Feb. 18.—Average prices of 
logs are as follows: 

Fir: No. 1, $22-23; No. 2, $16-17; No. 3, 
$10-11. Peelers, No. 1, $30; No. 2, $24. 
ease Shingle logs $16-18; lumber logs, 


Hemlock: No. 2&8, $9-10. 
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Current Market Review 


Softwood sales in the two weeks 
ended Feb. 11 exceeded production by 
about 14 percent, and were 6 percent 
larger than those in the corresponding 
period of last year, but, in view of ex- 
pectations based on prospective build- 
ing were somewhat disappointing. 
Weather in a large part of consuming 
territory has been very unfavorable, 
and the general tendency among dis- 
tributors is to keep purchases in line 
with current needs—perhaps because 
of the undercurrent of wneasiness 
caused by rumors of more countries 
being drawn into war. Production 
also, especially in the South, has been 
heavily curtailed, but so far this year 
has been considerably larger than last 
year’s. Stocks at the mills are a good 
deal below last year’s, with unfilled 
orders appreciably larger; and an in- 
dustry survey forecasts a first-quarter 
gain in sales of 20 percent as compared 
with 1938. Many mill reports indicate 
that depletion of stocks is already re- 


DOUGLAS FIR 


Seattle, Wash., Feb. 18.—Current quotations 
f. o. b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 





B&Btr. Cc D 
BNE icineses a eatin $36.00 $32.00 $23.00 
Flat Grain Flooring 
er eee ee $25.00 $23.00 $19.00 
BE: Dabs crc eeeeee 30.00 28.00 23.00 
Drop Siding 
1x6 Pat. No. 106....$29.00 $28.00 $21.50 
1x6 Pat. No. 116.... 29.00 28.00 22.00 
Ceiling 
rrr rere $24.00 $22.00 $16.00 
DEN sicveuwtemawnaaiene 25.00 23.00 16.00 
Common Boards and Shiplap 

pb 1x8 1x10 1x12 

a. ee $18.00 $18.00 $18.00 $22.00 
ee ae Frys | 15.00 15.00 15.00 
eS 10.0 10.00 10.00 10.00 
No. 1 Common Dimension ” 

12 14 16 18 20 

A <dincvase-aieiacd $19.00 $19.00 $20.50 $21.50 $20.50 
SS eer 18.00 18.00 18.50 19.50 19.50 
| 18.00 18.50 19.00 20.00 19.50 
eee 20.00 20.00 20.50 21.00 21.00 
eer 21.50 21.50 22.50 22.50 22.50 


No 1 Common Rough and/or Surfaced 
Timbers 


4x10 planks 20 feet and shorter and 


EEE 26s a ews ay Ws oes wees eee 17.00 
Gets SO Fb. BNE SHOTS ..< 0.060 ccs evesas 16.50 
a Be eee ee a 17.50 


sulting in some difficulty in meeting 
mixed-car requirements, and it is 
widely accepted that prices will soon 
make an upturn from their recession 
level. During the last few weeks of 
lagging demand, however, they have 
shown softness. Southern pine quota- 
tions, perhaps because of higher costs, 
show more firmness than West Coast. 
Middle West trade is dull because of 
bad weather, and the South is not yet 
through its rainy season. The Atlantic 
coast, with stocks low, has been in- 
creasing purchases, but at prices ad- 
versely affected by British Columbia 
competition; and this area will soon 
be offered some of the New England 
cut from downed timber. California 
outlook is good and stocks are small 
but buying is held up until after tax 
assessment time. Railroad demand is 
slow, though some carriers have an- 
nounced large reconstruction  pro- 
grams; real buying will await action 
by Congress on reorganization. Large 
inquiries are being made for materials 
to be used on public projects. Foreign 
trade continues dull. 

Demand for hardwoods has been 
making an encouraging increase, de- 
spite the fact that furniture factories 
are not yet as heavily in the market 
as they were expected to be. Sales to 
the flooring factories have been only 
fair, for poor building weather has 
slowed down movement of their prod- 
uct. Export trade has made an im- 
provement that is likely to continue 
while present low ocean rates are in 
effect. Southern logging has been 
greatly curtailed by rains, and floods 
over lowlands are likely to continue 
the current shortage of raw material 
for some time. The mills consequently 
have a better chance to bring their 
quotations into line with increased 
costs, but so far the only advances have 
been slight ones in sap gum and oak 
items for furniture and flooring, most 
prices continuing at recent levels. 














ing we can do for you. 


CHECK V 


Your Present Equipment 


A piece of equipment that fails to “measure up” on 
ALL SIX counts is not doing a 100% job. It is robbing 
your profit column—and should be discarded. 

If your present operation “checks up,” there is noth- 
BUT, if it fails at any point, 
CORLEY can show you how to lower that all important 
“cost per thousand.” 


Give us the opportunity—without obligation on your 


CORLEY MANUFACTURING COMPANY 
66 Ross Blvd. Chattanooga, Tennessee 


SAWMILLS—EDGERS—TRIMMERS—LOG TURNERS— MISCELLANEOUS EQUIPMENT AND SUPPLIES 


1—PRODUCTION vY 
2—ACCURACY V 
3—LABOR COSTS \/ 
4—POWER COSTS \’ 
5S—UPKEEP V 
6—DEPRECIATION \/ 
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CLASSIFIED ADVERTISING 





WANTED 











Employment 


EXPERIENCED RETAIL LUMBERMAN 


Desires position as yard mgr. or asst. Thorough 

knowledge of retail sales & buying, Ibr., millwork, 

bldg. mat. & fuel. 25 yrs, exp. Competent. Married. 
Address ‘‘W. 80,” care American Lumberman. 


MAN WELL VERSED AND LONG EXPERIENCED 


In all phases of lumber business seeking connection 
as Office Manager, Yard Manager or Auditor. Can 
handle employees and willing to assume large 
amount of responsibility. 

Address “W. 74,’’ care American Lumberman. 


POSITION AS MANAGER WANTED 


If vour yard has possibilities and can be developed, 
it will pay you to give me a hearing. Record and 
references will be submitted in interview. 

Address “W. 55,” care American Lumberman. 











FIGGERFAST BUILDS GOOD WILL 


Sample 25c coin. Send out a hundred or more and 
note results. 32 pages, 4x5%. 100 lots @ 10c, 1,000 
9%c, revised edition 2c more. Salesmen, main 
or side line, 20% com. 
Cc. S. SEELEY, 2732 Madison St., Chicago, Il. 





Salesmen 


WANTED EXPERIENCED SALESMAN 


Thoroughly familiar with eastern and Canadian 
white pine. Prefer man with following in. New 
England, possibly New York State. GARDNER W. 
TAYLOR’ LUMBER CO. (INC.), Grand Central 
Terminal Bldg., New York City. 


OPPORTUNITY FOR SALESMAN 


Old Est. Wholesale Lbr. concern offers liberal 
split profit to salesman who has confidence in 
his own ability to make good. 

Address “T. 79," care American Lumberman. 


WANTED SALESMEN TO SELL SOUTHERN 


Pine Roofers and Framing on commission basis 
covering States of Penna., New York, New Jersey, 
Conn., Mass., and Rhode Island. Address reply: 
P. O. Box 2195, Raleigh, N. C. 


WANTED—SALESMAN 


Two live-wire men to do consumer selling under 

J-M Guild Plan. Large retail yard in Ill. town of 

$0.000. Drawing account and commission. 
Address “‘W. 78,” care American Lumberman. 


LUMBER & MILLWORK SALESMAN 


To call on contractors and industrials. State exp., 
nationality, age. All replies confidential. 
Address “W. 62,” care American Lumberman. 


LUMBER SALESMEN 


To solicit contractors and industrials 

Opening for two experienzed men. 

Confidential. 
Adiress “W. 

















in Chicago. 
Give full details. 


70,” care American Lumberman. 





Employees 


WTD.: EXP. SPECIAL MILLWORK ESTIMATOR 
Must have knowledge of selling and be able to bill 
and detail into mill. Thoroughly familiar with 
Northern Minnesota. 

Address ‘“‘W. 68,” care American Lumberman. 


WANTED: MILLWORK SUPERINTENDENT 


Thriving city in Virginia. Old, established com- 
pany. Quality is of prime importance. 
Address “W. 57,”’ care American Lumberman. 








Employment 


EXCEPTIONAL EXPERIENCE FOR SALE 


Who has a position where ability to get more 
product thru a woodworking plant at much lower 
cost is needed? Familiar with all woods and 
woodworking machines. Can design a complete 
plant or a machine for a special use. Can handle 
crews of men, a first class draftsman, steady, 
and a money maker for some Company. Highest 


references. 
“T. 98," care American Lumberman. 


Address 
SUCCESSFUL FACTORY SUPERINTENDENT 


Sash, Doors, Interior Finish, Cabinets, Stairs. Ex- 
pert on plant management: also on estimating, 
layout and detailing. Proven profit making past 
record, 
Adress 





“W, 75,’ care American Lumberman. 





ROOFING DEARTMENT MANAGER 


Capable of estimating, selling and supervising the 
application of flat, built-up or steep roofs, siding 
and insulation. At present managing such a de- 
partment for a line yard lumber company. Desire 
change on account of being in dust area. 

Address “W. 73.” care American Lumberman. 


1ST CLASS RETAILER-BILLER-ESTIMATOR 
With sales and executive ability desires position 
with concern handling special millwork. Middle 
West, East or South preferred. 

Address “W. 63,” care American Lumberman. 


A-1 RETAIL LUMBERMAN 


Seeks new connection. Exceptional ability. Expe- 
rienced Millwork Estimator and Salesman. Make 
Plans and Specifications acceptable to FHA. Sell 
all materials or Completed Unit. General office 
work including buying, finance, credits and collec- 
tions. At present employed. Prefer Middle West. 
Address ‘‘W. 60,” care American Lumberman. 


YOUNG ARCHITECTURAL DRAFTSMAN 


Exp. includes architectural drafting and detailing 
for large millwork plant. Best of ref. 
Address “W. 61,” care American Lumberman. 


20 YEARS EXPERIENCE 
As Yard Foreman and Hardwood Inspector. Pres- 


ent employer as reference. JOHN MARKLEY, 756 
Owens Ave., Fairmont, W. Va. 


EXPERIENCED RETAIL LUMBERMAN 


Twenty years in lumber, building materials, 
and grain. Efficient in office details. Desires posi- 
tion as manager or assistant. Northern Illinois or 
—~ soe Iowa preferred. Reasons for change. Good 
ref. 

‘ddress “‘W. 82,” care Ameri€an Lumberman. 


WTD.: POSITION AS SUPT. OR MGR. 


Of planing mill and millwork plant. Twenty years 
exp. Can get results. 
Address “W. 83.’"" care American Lumberman. 


ESTIMATOR—DETAILER—BILLER 


Young man with 15 years experience in special 
and stock millwork; construction and shop experi- 
ence. Al references. Go anywhere. 

Address ‘“‘W. 49,” care American Lumberman. 


PRACTICAL BAND FILER WISHES JOB 
Fifteen years’ experience. Strictly sober. Ad- 
vise wages, 

Address “T. 81," care American Lumberman. 


PRACTICAL LUMBERMAN—37 YEARS OLD 


Fifteen years’ practical experience in office work 
from stump to market and excellent buying con- 
nections with Manufacturers of Spruce, Pine, and 
Hardwoods in the Provinces of Quebec, Ontarfo, 
New Brunswick, and Nova Scotia, wants position 
in office of an American Wholesale Firm in New 
York, Buffalo, Detroit, or Chicago. Can furnish 
highest of references. 

WRITDB ADVERTISER—P. O. Box 104, St. James 

Street, West, Montreal, Canada. 


15 YEARS SUCCESSFUL EXPERIENCE 


In lumber and masons materials. Have success- 
fully handled all phases of retailing and whole- 
saling including managership. Desire position as 
manager or assistant to owner which will lead 
to acquiring interest. 39 years old. Unquestion- 
able references. 

Address ‘“T. 75,” care American Lumberman. 


POSITION WANTED: MANAGER OR ASS’T 


18 yrs. experience retail lumber, millwork and con- 
struction; available at once. Can go anywhere. 
Address “S. 49,” care American Lumberman. 


A-1 CIRC. SAWYER & FILER WANTS JOB 


a steam or tractor mill. 10 yrs. exp. A-1 

















coal 























ef. 
Address “W. 52,” care American Lumberman. 





WANTED | : 


Lumber and Dimension 


WANTED MAPLE SQUARES 
Can use several cars dry Maple 
Squares 1”x1”—42” & 48” long. 

L. S. BARBER & SONS CO., Butternut, Wis. 


WANTED: ADVISE BEST CASH PRICE 


2 cars 1x8 No. 2 yellow pine S4S 
2 cars 2x6 No. 1 yellow pine S4S 
2 cars mane 5 ee pine S48 
1 car 1x10 No. 
VANDEVENTER LUMBER CO.. 
St. Louis, Mo. 


WE HAVE ORDERS TO PLACE 
In all thicknesses of Hackberry for shipment to 
good factories on commission basis. Quote Chicago 
basis. Describe. Send list. L. J. POMEROY, 24 E, 
Ayres St., Hinsdale, Ill. 


WANTED: % SAWED WHITE OAK 


DONNY CHEESE FACTORY EQUIPMENT COoO.,, 
Monroe, Wis. 


OHIO-IND. SALESMAN 


Wants mill connection producing glued-up sap gum 
or poplar dimension. Commission basis. 
Address “W. 72,” care American Lumberman. 


FIGGERFAST BUILDS GOOD WILL 


Sample 25c coin. Send out a hundred or more and 
note results. 32 pages, 4x5%. 100 lots @ 10c, 1,000 
@ 9%%c, revised edition 2c more. Salesmen, main 
or side line, 20% com. 

Cc. 8. SEELEY, 2732 Madison St., Chicago, IIl. 




















YOU CAN MAKE womey USING CLASSIFIED 


You will find the correct answers to the questions 
asked on another page—right here—1—State of in- 
sanity. 2—Lake Ontario, 7,540 sq. miles in area; 
193 miles long, 53 miles wide and 738 ft. deep. 
3—Onions—whew! 


DO YOU WANT EMPLOYEES? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8S. Dearborn St., Chicago, Il. 


Retail Lumber Yards 


WANTED TO BUY: LUMBER YARD 
Prefer Northern [Illinois, Southern Wisconsin, 
Southern Michigan or Eastern Iowa. Will consider 
half interest in yard or making a sizeable cash in- 
vestment in yard with services. Theroughly experi- — 
enced in lumber business. Will consider only 
bona-fide propositions. All replies confidential, 
Addess “T, 89,” care American Lumberman. 


Used Machinery 


WANTED 


One 8 ply composition or double leather belt, 22” — 
to 30” wide, 110’ long. Must be first class condi- © 


tion. 
BOYDTON MFG. CO., Boydton, Va. 


WANTED: ONE RIP SAW 


Belt drive, steel top and frame. 
STREETER LUMBER CO., Keokuk, 














Iowa. 





WANTED TO PURCHASE 


Used planer, round cylinders, six-knife, 6x15. 
NICKLES LUMBER CO.. Aberdeen, Miss. 


WANT TO BUY—PORTABLE SAWMILL 


And power. Must be first class condition. 
BURBRIDGE LUMBER CO. 
Warren, Ark. 


WANTED: USED PULLEY CHEAP 


48” dia. 13” face, cast iron or steel split, light in 
weight. 6” channel iron. 
L. H. FRY & SON, Coshocton, Ohio, No. 1. 


Steel Rails 


RAILS WANTED 


Any weight—any tonnage. Before you sell write © 
“Pp, 44,” care American Lumberman. 














ADVERTISE FOR WHAT YOU WANT a 
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